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... FOR YOUR REMARKABLE 
RESPONSE TO THE 
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FEW weeks ago nothing but an idea in our 

heads. Today, the fastest selling padlocks 
on the market — and one of the most successful 
deals ever offered. That's the story of the Yale 


“Silver-Six.” 


Ye DOZEN Te 


1 DOZEN ’ i Here's how the deal works. You get Absolutely 
: Free the new designed handsome blue and silver 
display board. You buy 28 new Yale “Silver-Six” 
padlocks for $6.30. You receive 30 padlocks 
which sell for $11.20. Your profit $4.90 — or an 


attractive 78%. 


Vp DOZEN |e 


VY, DOZEN : & 2 yy If you're not already cashing in on this remark- 
able profit opportunity, we urge you, “BUY NOW 
—THE DEAL WILL SOON BE OVER!” 


THIS t t i 
PADLOCK FREE ; % ae P. S. Your wholesaler is still ready to fill orders 
a on 24 hours’ notice. 


nnocFREE | 


THE YALE & TOWNE MFG. CO., STAMFORD, CONN.,U.S. A. 


SO a ate Sean ARE: 





OSS Kerosene Range business 
is BIG business. There’s a 


model for every prospect and a 


good profit in every sale. 


Still time to get in it, with these 
and many other Boss Table-top, 
Cabinet, Console and Lower-priced 
Open Models — giving your pros- 
pects a choice of— 


“Top-Speed" Long Chimney, 
wick type burners 
“Blu-Hot" Adjustable, wickless type burners 


“Prize” Needle-Valve, wickless type burners 


Write for a Catalog today. 














MAKE THIS QUICK TEST ON 
YOUR OWN WIRE CLOTH STOCK 


—place side by side, five rolls of zinc-electroplated cloth—a roll of new 
cloth, a roll of old cloth, a roll of new, and another roll of old, and a roll 
of very old. Do the colors vary thus? 


NEW CLOTH OLD CLOTH NEW CLOTH OLD CLOTH att 
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Then icy are not Hanover Super-Apex. Years ago Hanover perfected 
and pioneered the introduction of a superior coating for zinc-electro- 
plated wire cloth that keeps Super-Apex, with its extra heavy zinc coat- 
ing, uniformly light and salable almost indefinitely, and also protects it 
in use. If your jobber has supplied you with Hanover Super- 


Apex, the five rolls will look like this: 


SUPER-APEX SUPER- APEX SUPER-APEX SUPER-APEX SUPER-APEX 


Other famous Hanover brands... 


Hanover "Vulcan"—Black Painted Hanover "Crescent"—Bright Copper 
Hanover "Golden Rod"—Golden Bronze Hanover "Colonial"—Antique Copper 
Hanover “Oriental'—Antique Bronze Hanover "Acme"—Aluminum 
Hanover “Marine"—.010 Bright Bronze Special Alloy and Special Mesh on request. 


Ask your distributor for HANOVER Wire Cloth. 
If he does not have it, ask us. 


HANOVER 


R E Cc L OT H Cc OM PAN Y 


Sales Representatives in Boston, New York, A’ aia New 
Orleans, Kansas City, Chicago, Los A geles, San iH A | O V E fe 5 fad A s 


Portland, Oregon. 
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Hardware Age, published te other Thursday by Chilton Co. (Ine.), Publication offe, Chestnut and 56th Sts., Philadelphia, Pa. Editorial and Eeecutive office, 239 West 
39th Bt., New York, N. Y. Entered as second-class settee March 24, 1933, at the Post Office at Philadelphia ‘under the Act of March 3, 1879. (Printed in U. 8. A.) 


$1.00 per year. Single copies 150 each. Vol. 145, 











When, in 1850, the chilled plow came into general 


use and displaced the iron-bound ‘‘sod-buster”’ 
on our prairies, RB&W hed already been con- 
tributing industriel fastenings for 5 years. 





In 1855 the Bessemer process made steel available 
in large quantities for the first time. R B&W, then 
ten years old, was in a position to contribute 
substentially to the ensuing metal era. 





When the transcontinental railroad became « 
reality in 1869, a new page was written in history. 
R B& W—then twenty-five years old—was already 
supplying bolts, nuts and rivets for transporte- 
tion uses. 





Almost a century of experience 
devoted solely to the advancement 
and manufacture of bolts, nuts and 
threaded fastenings. 


Industry has seen many changes, 
and with these changes R B & W 
has continued to pioneer a quality 
product through newer materials, 
improved production methods, more 
skillful workmanship, higher stand- 
ards of accuracy, finer finish. 


; 


RUSSELL, BURDSALL 
BOLT 


PLANTS AT PORT CHESTER, N. Y. 
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Thus, pride of age goes hand in hand 
with pride in advancement of Ameri- 
can industry and the constant devel- 
opment of better R B & W products. 


In 1940 — our 95th Anniversary — 
we will continue to help solve the 
ever-changing problems of threaded 
fastenings for those who want a broad 
and tested background of engineering 
experience, quality-manufacture and 
satisfactory service. 


& WARD 
AND NUT COMPANY 


ROCK FALLS, ILL. CORAOPOLIS, PA. 
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In Lloyds’ Register for 1878, ie serew steamer 
* was classed as steel—the first ship to 
*, so rated. RB&Wa-with 33 years of experi- 


ence—played an important part in shipping 
growth. 





Man's dream of harnessing thunder -bolts was 
reslized when in 1882 the first central station 
went into service. R B& W—then in business for 
37 years—sided materially in developing electri- 
cal energy. 





In 1891 scoffing bystanders laughed at the high- 

buggy powered by a sputtering, asthmatic 
motor—America's first practical horseless car- 
riage. RB&W products—in use then 47 years— 
substantially aided the repid automotive advance. 
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CONCENTRATE ON 





Now’s the time to decide to concentrate on 
one brand of hose —Goodyear— if you want 
your full share of hose profits next season. 
All Goodyear hose carries tough, long-wear- 
ing covers of specially compounded rubber 
over stout carcasses reenforced with strong 
cotton cords, 


lL SUPERTWIST* CORD HOSE — A lightweight yet 
extremely durable hose that even women 
and children can handle easily. Brown 
cover. Made with a reenforcement of the 
famous Supertwist cord. 


GLIDE* CORD HOSE— A good hose at a mod- 
erate price. Ribbed red cover. Molded 
hose, reenforced with heavy double- 
braided cotton cords. Also available with 
black cover. 


3 PATHFINDER*® CORD HOSE— High quality at 

* low price. Green cover. Heavy, single- 

braid, cotton-cord reenforcement. Also 
furnished with black cover. 


OAK* GARDEN HOSE— Designed expressly for 
the low-price market. Single-braid, cot- 
ton-cord reenforcement, corrugated dark 
brown cover. 


*T.M.'« The Goodyear Tire & Rubber Company 


7. it comes to choosing 
a line of garden hose, 
you’re the dealer. 


And for once you've a right 
to shuffle the cards, cut them 
—and deal yourself four aces! 


Because Goodyear hose decks 
you out with them—all trumps. 
So it doesn’t matter who calls. 


There’s the man who wants the 
best hose money can buy. And 
the customer whoasks for more 
than his share of quality for 


THE GREATEST NAME 








the least possible money. Then 
there are the “middlemen” — 
they want “light hose,” or 


one that’s “easy to handle,” 
or “something tough” for a 


small sum. 
The point is this — 


Goodyear quality is ace-high, 
and everybody knows it. So 
when you can say “this is 
Goodyear hose” — you just 
don’t need anything else. 


Because nobody ever even tied 
these four aces! 
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PLYMOUTH 


The Rope You Can Irust 
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The Sales-Maker 
makes if easier for 
your customers to 
select and buy rope— 
measures and cuts it. 
We ship the Sales- 
Maker f. 0. b. North 
Plymouth, Massachu- 
setts, for $7.50. If it 
does not increase your 
sales of Plymouth 
Rope at least 25% over 
a two-year period of 
time — you get back 
your full purchase 
price. 


PLYMOUTH 

















DEALERS EVERYWHERE 
acclaim the Sales-Maker.. 


On your left is the famous Sales-Maker! A dealer in 
Abilene, Kansas, reports a 150% increase in his sales 
of Plymouth Rope since he got one. Reports like that 
are coming in from all over the country. It does make 
sales, because your customers are reminded of their 
rope needs. And it makes rope-buying easier for them 
and sales easier for you. No wonder we can guarantee 


at least a 25% increase in your rope sales! 


Get in on this 
BIG PROFIT-MAKING PLAN 


News! Plymouth is backing this hard-working Sales- 
Maker with complete merchandising assistance. Color- 
ful window display materials! Practical booklets of 
rope and knot tying information, counter cards, and 
other SURPRISING §sales-assistance have been pre- 
pared for your use. In addition—national advertising 
will reach 414 million farmers—many of them in your 
own community. 


Don’t miss this money-making opportunity ! 





MAIL 
THIS COUPON 


If you want a peek 
at the finest Rope 
Merchandising Plan 
in the country — 
clip and mail the 
coupon now! = It 
will start you on 
the way to greater 
rope profits. 








PLYMOUTH CORDAGE COMPANY 
North Plymouth, Massachusetts 


Gentlemen: 


Yes, I would like to get a preview of your Rope Profit Plan! 





The Rope you can Trust 


to put MONEY in your pocket 
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STORMPROOF 







He ae. 


« 
) 





When you show a prospect Stormproof 
Roofing, you have six sales features you can 
back to the limit. Each one is convincing. 
The combination makes it plain why Storm- 
proof is a sales champion from coast to coast. 

You’ll find that Stormproof is the kind of 
roofing that practically sells itself. You'll 
find that every Stormproof installation be- 
comes an unpaid salesman working for you. 
For example, one Stormproof roof on a dairy 
barn recently sold ten neighboring farmers. 





| ...to sell your | 
( toughest customers, 
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They saw this attractive Stormproof instal- 
lation and found out how easy it is to lay 
Stormproof, with no seaming, no nailing 
sticks and just one row of nails at each side 
lap. All ten farmers bought Stormproof 
Roofing for their dairy and feed barns. Keep 
that in mind. Play up the six sales-compel- 
ling Stormproof features. Play them up big. 
They’I!l help you cash in on the swing toward 
steel roofing by pushing Stormproof. It’s 
tops in appearance, protection and long life. 







SALES- 
CLINCHERS 





1. Triple barriers— 
Three high ribs that 
triple-seal the roof 
against rain, snow or 
sleet. 








2. Double drains— 
Two large channels 
that prevent side-lap 
syphoning and drain off 
blown-in water. 





3. Syphon Seal— 

cross crimps at 
the sheet’s lower end 
stop end-lap syphoning 
and keep out wind- 
driven rain. 








4. Spring edge— 
This curved lower lip 
seals end laps, makes 
roofing lie snug on the 
decking and prevents 
any seepage. 





5. Pressure angle— 
Each sheet has a curve 
that forms an angle 
with the decking, flat- 
tens out on nailing and 
hugs the roof. 





6. Nail brace—The 
steep-pitched central 
corrugation braces the 
side-lap for nailing. 
Nails are easy to drive 
—no sticks needed. 


BETHLEHEM STEEL COMPANY 
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More file sales for you ... and more tool sales, too 
. .. When you attract customers with 
THESE HARD-HITTING HELLER DISPLAYERS 


Here is a sure-fire way to build 
up your file profits. Put these 
interest-arousing Heller Counter 
Displays to work in your store 
and watch your customer stop— 
look—examine—and buy. 


For each of these attractive, 
powerful sales-boosters gives 
your customer all the NUCUT 
facts at a glance... the size, the 
shape, and the price. More than 
that,—it gives him a chance to 
see just why a NUCUT provides 
better, cleaner, faster filing. Your 


HELLER NUCU 
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customer gets the file that is 
twice as good as an ordinary 
file yet costs only a little 
more... you get more and 
more business. 


Take action now to start boost- 
ing your sales of files and 
hammers with these hard-hitting 
Heller Displayers. Our jobber is 
ready to supply them—FREE. 
All you pay for are the tools. 


HELLER BROTHERS COMPANY 


Newark, N.J. Newcomerstown, Ohio 


“WAVY 





THESE HELLER DISPLAYS 


are a New Sales Opportunity for You! 





“SPECIAL FIVE” 


You get 5 dozen NU- 
CUT Files: 6” Extra 
Slim Tapers; 8” Mill 
Bastards; 10” Mill Bas- 
tards; 12-8” Farmer's 
Own; 6” Double Extra 
Slim Tapers. Size of 
Display: 10” x 13%”. 



















2 
“BIG THREE” 


3 dozen fast-moving 
NUCUT Files: 8” Mill 
Bastards; 10” Mill Bas- 
tards; 6” Extra Slim 
Tapers. Size of Dis- 
play: 6” x 13%”. 
















3 
“ALL PURPOSE 
FILE’ 


Coarse cut on one side 
—smooth cut on the 
other. You get: 12-8” 
All-Purpose Files. Size 
of Display: 11%4”x2%”. 
























...and HAMMERS 
that 


boost your sales! 


: 
BALL PEIN 
HAMMERS 


You get 12 Machinist's 
Parkerized Black Finish 
Ball Pein Hammers: 
2-4 oz.; 2-6 oz.; 2-8 0z.; 
2-12 oz.; 2-16 oz.; 2-24 
oz. ‘‘Rubberi’’. Size of 
Display: 19%” x 16”. 


5 
CARPENTER’S 
NAIL HAMMERS 


You get 12 Nail Ham- 
mers: 3-16 oz. Heller 
““Rubberi’’; 3-16 oz. 
Electric; 3-16 oz. Ex- 
celsior; 3-16 oz. Black 
Top. Size of Display: 
24%” x 14”. 
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PATENT No. 2027039 








SOMETHING WORTH THINKING ABOUT 
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BROOKLYN BRIDGE, LIKE MANY OTHER FAMOUS PUBLIC 
STRUCTURES, IS PAINTED WITH PURE WHITE LEAD OVER 
RED LEAD, BECAUSE OF LEAD PAINT’S UNEQUALED 
RESISTANCE TO WEATHER. 
















ALERT PAINT RETAILING ORGANIZATIONS 
mae a) ee ARE STRESSING THE LONGER LIFE OF 
Ti AM | HIGH WHITE LEAD CONTENT PAINTS IN 

| Nw THEIR CATALOGS AND ADVERTISING — 
BECAUSE THEY KNOW THE PUBLIC WANTS 
LONGER PAINT LIFE! : 








i 
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LEADING ARCHITECTS RECOMMEND WHITE LEAD 
PAINT FOR MODERN INTERIOR PAINT STYLING BE- 
CAUSE OF THE RICH COLORS AND BEAUTIFUL FINISH 
IT OFFERS ...... EASILY AND SAFELY CLEANED 

BY WASHING. 

















POWERFUL ADVERTISE- 





MENTS IN AMERICA’S 

LEADING MAGAZINES ARE 

TEACHING MILLIONS OF 

HOMEOWNERS — MONTH TO INCREASE YOUR SALES OF WHITE LEAD 
AFTER MONTH — THAT PAINT, MANUFACTURERS IN SOME AREAS 


‘ 
; WHITE LEAD PAINT LASTS ARE NOW OFFERING PURE WHITE LEAD 
LONGER AND COSTS LESS! PAINT PREPARED READY-FOR-USE — IN 
WHITE AND COLORS — IN POPULAR SIZE 
CONTAINERS. 





P See iN RECOMMENDING PAINT TO YOUR 
CUSTOMERS IT’S A SAFE RULE TO SAY: THE 
HIGHER THE WHITE LEAD CONTENT, THE 
BETTER THE PAINT! 








T 
LEAD INDUSTRIES ASSOCIATION 
420 Lexington Avenue, New York, N. Y. 
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110% ADVERTISING 
2 ee ALLOWANCE 


ON 24.€X BOUGHT DURING MAY and JUNE 


when you match this allowance with an 
equal investment in newspaper advertis- 
ing. See your distributor for details. 





PLUS sales-making ads in 


GOOD HOUSEKEEPING 
AMERICAN HOME 
BETTER HOMES AND GARDENS 


PLUS powerful dealer helps 
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HOW YOU CAN TIE IN! 
This is the Good 


Housekeeping advertisement Make your store headquar- 


. ters for Silex. Profit from 
this promotion. 


THE SILEX COMPANY HARTFORD, CONN. WRITE FOR DETAILS—QUICK! 
Creators of the Glass Coffee Maker Industry ; 


\ 
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ALL CERTIFIED BETTER! 


Never in its 40 years of fence manufacturing history has Pittsburgh offered so 
many EXTRA values — at no more cost! To an already exceptionally complete 
line have been added many new items, so that no customer demand need go un- 
filled. Best of all, Pittsburgh Farm Fence, Poultry Fence, Lawn Fence and Flower 
Border, and Close-mesh Welded Fence Fabrics are this year CERTIFIED to be 
BETTER by an official company-dealer CERTIFICATE OF SPECIFIED FENCE 
QUALITY! This Pittsburgh innovation assures your customers of better looking, 
longer lasting fence with a bright, uniformly heavy, pure zinc coating bonded to 
genuine copper-bearing fence-steel wire by the hot-dip galvanizing process. Yes, you 
can sell these p/us value fences at no advance in prices, secure in the knowledge 
that your customers are getting better fences than money ever bought before. 


PITTSBURGH STEEL COMPANY 
1621 GRANT BUILDING PITTSBURGH, PA. 


Pittsburgh Fences and Fabrics 
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These Shovels Made by America’s 


Largest Producer of Tillage Steel 


Available in all types 
and grades, round and 
square points, black or 
polished finishes. All 
Alloy, A and B Grades 
are heat-treated. 


See What 
Cross-Rolling Does... 


Steel rolled one way 
splits more easily. 


Steel rolled twoways 
resists splitting. 


"Ti, Hy), £ / 
—holds an Edge 
—that’s Keen 


—won’t Cal 
—won’t Salz 


The same TILLAGE STEEL that goes into the 
Discs used on America’s finest Plows, Harrows, 
Cultivators and Grain Drills, GOES INTO 
INGERSOLL SHOVELS, SPADES and SCOOPS. 


TILLAGE STEEL 


is cross-rolled to produce an jnterlocking, mesh- 
grain structure that is sp/it-proof. Then this same 
steel is Electric Heat-Treated to develop the tough, 
springy quality which makes keen-cutting edges 
curl-proof. The TEM-CROSS Process insures 
the extra life of every INGERSOLL Shovel Blade 
—insures you extra value. 


Write for Catalog and further information. 
Address our New Castle Plant. Dept. H.A. 


INGERSOLL STEEL & DISC DIVISION 


Borg-Warner Corporation, New Castle, Indiana 
Plants: New Castle, Ind.; Chicago, Ill.; Kalamazoo, Mich. 


INGERSOLL 


“THE BORG-WARNER LINE” 
























"EVEREADY" SPOTLIGHTS 


Styled for spring profits...and dressed in 
handsome new sales-building display packages! 


Two of the best-looking spotlights that ever wore the of brand new design they belong in the front line of your 
“Eveready” brand are now ready to help you doa whale _fast-turnover merchandise. Customers who see them are ‘ 
of a flashlight merchandising job this spring! These sure to want them—for they “look like a lot more money” 























a 
timely items combine advanced styling with famous than their attractive low prices indicate. 
“Eveready” quality in every detail of design and con- Order these popular items now, and feature them 
struction. prominently on your counter now for extra volume this 
Packaged in colorful, high-visibility display packages spring and summer! 
“EVEREADY” “EVEREADY” 
FLASHLIGHT FLASHLIGHT - 
Display Package ‘ Display Package AUTOMATIC 
No. 68 No. 23 rae 
Contains 6 No. 2681 2- . 


Contains 6 No. 2231 Medium- 
Size Automatic Spotlights. 
-resistant chromium 
. parer with rolled-on black 
decoration. 
e Pre-focused lamp with 
die cast reflector. 
oNew streamlined 
‘“Byeready”’ switch. 
e Uses 2‘ *Eveready”’ No. 935 
batteries. 


containing 3 lights each. 
© Sturdy new Positive switch. 
e New decorative motif for du- 


rable lithogra hed 
switch finish, Pp tube and 


© Candlelight feature. 


© Uses 2 * ‘Eveready” N 
b atteries. y”’ No. 950 


Si 


i 

























LIST VALUE (6 flashlights and 48 batteries) « « . $7.14 LIST VALUE of Display Package « « « « « « «94.68 
SUGGESTED DEALER PRICE...... 4.83 SUGGESTED DEALER PRICE of Dispizy Package 3-18 
LIST PRICE PER LIGHT (with 2 batteries). « .59 LIST PRICE PER LIGHT (with 2 sctteries) « . .98 
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NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. Branches: Chicago and San Francisco 
Unit of Union Carbide and Carbon Corporation 










The word “Eveready” is a registered trade-mark of National Carbon Company, Inc. 
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ELLE TET 
Z 3-IN-ONE Oil Gives 
= a Healthy Profit, Too! 






*RADIO ADS 3-IN-ONE Oil is a name known and 











3 accepted for over 45 years—kept con- 
be stantly before your customers by consist- 
RY Every week of the year, two days each ent advertising. Small wonder it's easy 
x ft k, forceful sales messages over 30 for you to sell—and because it’s priced 
is week, g or you . P 
/ aN g Jb stations of the CBS network coast-to- right, gives a good profit. Stock both the 
lo Ee 4, j Regular and Heavy Body types of 3-IN- 
wa Gy coast remind your customers to ask for ONE Oil! Display it! 
. 3-IN-ONE Oil! 









* MAGAZINES 












68 
3.18 More than 35 leading magazines, with 
98 combined circulation of many millions, are 
| carrying 3-IN-ONE Oil ads during 1940 
to help you sell! 
THE A.S. BOYLE COMPANY (Distributors) Jersey City, N.4J. 
ida 
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Super Quality Bug-a-boo 


Brings You Bigger Profits! 








| BUG-A-BOO SALES REACH NEW HIGH! 
T } | i 
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rae Bug-a-boo’s Extra Power Brings You More 


beastie’ Customers and More Repeat Business! 





| gaonnaesg LIKE Bug-a-boo. Its super 








| oe ann maseeinees power makes it highly effective. It TWO MORE MONEY-MAKERS 
| — insects oy a thorough job quickly...has pleas- a BUG-A-BOO MOTH CRYSTALS 
== ant fragrance ... wont spot or stain. 2 63.1 Plac-cosnted cxystale, packed te 


vaporizers or cans. These crystals 
‘wr | give off a saturated air that kills 
destructive moth worms. 





IZ HEY 
yf 
i 








| wae ,.4 It’s backed by a powerful, nation- 
wide advertising campaign. = 
Arrange for a supply of profit-paying 
Bug-a-boo from your wholesaler, or ad- re cea hvcwr ag ot yoy day — 


dress nearest office of Socony- Vacuum 4 ounces make 12 to 18 gallons. Used as directed, it 
Oil Co., Inc., or affiliated companies. is harmless to humans or pets. Will not clog sprayer. 
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THE INSECT SPRAY THAT PAYS A PROFIT 
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> QUAL 
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ys STERLING QUALITY PRODUCTS 
_ Ff EL 













re Field and Poultry Fence, Hinge Joint and Stiff Stay; rouitry 

Netting, Hexagon, Straight Line, Graduated; Hardware Cloth; 
= Wire Mesh; Ornamental Fence, Flower Guard, Trellis; Orna- 
S mental Gates; Non-Climbable Gates; Farm and Poultry Gates; 
LS Steel Line Posts, End and Corner Posts; Post Drivers, Braces; 
"i Nails, Wire Tacks, Staples; Clothesline Wire; Smooth Wire; 


Flat Head Wire Nails; Fence Stretchers; Bale Ties; Barb 
Wire; Handy Coiled Wire; Stone Wire; Stove Pipe Wire; 
it Ingots, Billets, Rods; Manufacturers’ Basic, Bright, Annealed 
and Galvanized Wire. 
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THIS SHOVEL IS 
LIGHTER - STRONGER -TOUGHER 
AND PERFECTLY BALANCED 

BECAUSE IT IS 
TAPER FORGED IN ONE PIECE 
FROM A SOLID BAR OF STEEL 

& 





Produced only by 7RUE TEMPER 
Under Patent No. 1898590 
This is the only Tubular Shank Taper 
Forged Shovel made in America 
NO OTHER IS GENUINE 
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strain—but with a thin, tough cut- crazy ab 
ting edge that enters any type of has your 


« To make the TRUE TEMPER Taper 4. Then, the blade is taper forged and 
Forged Shovel, a shovel blank, as trimmed. Illustration No. 4. 


shown above, is first cut from a solid e t i 
bar of steel. The socket will be 5. Next,thebladeand socketare shaped material easily,as shown in the cross- roll of 


forged from the lower part of this in forming dies—and we have a section above. Illustration No. 5. Cyclone 
blank, and the blade from the shovel with blade and socket taper Result — The TRUE TEMPER Taper Forged the trick 
upper part. Illustration No. 1. forged in one piece—no welds, Shovel excels in strength, in durability, has “She s 
seams, or joints—with thicker sec- perfect balance, and leads the world in hoe tines 


on, the socket of the shovel is : ; 
« Then, the socket _ tions of forged steel at all points of utility and value. worry al 


taper forged from the blank as 
shown above. Illustration No. 2. her lowe 


Produced only by The Makers of TRUE TEMPER Products a _ P 
need, sh 
high-qua 


TRUE TEmPER IAPER ForGep SHOVELS US'S 
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- Next, the socket is partially shaped 
2s shown in illustration No. 3. THE AMERICAN FORK & HOE COMPANY ¢ CLEVELAND, OHIO 
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“I'VE GOT 
MY CUSTOMERS 
WORKING FOR 


That Cyclone Fence job I sold 
Mrs.Wilson brought me a lot of new business 


when her neighbors saw it.” 


‘“V LL admit it was easy to get that 

order from Mrs. Wilson. When she 
was buying some garden tools and talk- 
ing about her garden I got an idea. She’s 
crazy about her fowers—and I know she 
has young children—so I showed her a 
roll of Cyclone Lawn Fence and a 
Cyclone Gate I had on display. That did 
the trick for me. 

“She showed real interest when I told 
her that a fenced-in yard would end her 
worry about dogs digging up or spoiling 
her flowers—and her children would have 
a safe place to play. “That’s just what I 
need,’ she said. Then I showed her the 
high-quality galvanizing—and I pointed 


to the Cyclone name on the placard 


that’s in every roll. Lucky for me she 


knew that Cyclone made good fence. | 
gave her the price. She saw that it was 
really inexpensive and was satisfied. It 
made a nice sale for me. 

“That was only the beginning. Mrs. 
Wilson did the rest, by telling her friends 
about Cyclone Fence. There is more lawn 
fence in this community than in most— 
and I got the business.” 

CYCLONE FENCE COMPANY 

General Offices: Waukegan, III. 
Branches in Principal Cities 
Standard Fence Company, Oakland, California 
Pacific Coast Division 
United States Steel Export Company, New York 


U'S*S CYCLONE “reo7ag” LAWN FENCE and GATES 








WOVEN-----WELDED 


Cyclone Lawn Fence and Flower Bed 
Border are available in either welded or 
woven mesh. Both styles are fabricated 
from good, heavy copper steel wire 
heavily galvanized to resist rust. Ask 
your jobber, or write us for complete in- 
formation about different heights and 
veights available in these styles. 


CYCLONE GATES 


Cyclone Gates are durable and good- 
looking. Available with either welded or 
woven galvanized fabric. Fittings for 
either steel or wood posts. There's a lot 
of gate business in your community. Be 
sure to display gates prominently in your 


store 
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tor TACKLE SALES 


When you stock and sell Union Hardware rods and reels you're in a 
stronger position to convert MORE prospects into thoroughly sold, 
well satisfied customers. Any sportsman who appreciates fine, depend- 
able equipment priced at popular prices will look twice at Union 
Hardware tackle—and buy! Everything about this top-flight line... 
its correct styling, expert construction and substantial appearance 
. .. the wide variety of types and sizes from which to select... 
helps simplify your selling job. And the “UNION HARDWARE” 
label, associated with honest quality in hardware and sporting goods 
for more than seventy-five years, immediately establishes confidence. 
You will find it sound selling to feature Union Hardware tackle. See 
your jobber and arrange to stock or re-stock an adequate assortment 
of Union Hardware Salt Water Rods to meet the seasonal demand. 


WRITE FOR THE UNION HARDWARE TACKLE CATALOG 


For illustrations and descriptions of the complete line—boat rods, regulation 
rods, surf rods, heavy tackle rods and weak fish rods; also an extensive range 
of tackle for every type of fresh water fishing—ask for Catalog 20. 





(A) No. 58-953 one-piece 
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HAR DWARE COMPANY (B) No. 58-612 one-piece Junior 
Surf Casting Rod. Made in light, 


(C) No. 58-838 one-piece Regula- 
split 


TORRINGT ON. CONN. a Se ae oe 


NEW YORM OFFICE ISI CHAMBERS STREET reel seat. Hickory grip and cane 





wound hand grasp. 
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EOPLE are naturally friendly to- 

ward this handy tube of Duco 
Household Cement when they see it 
in your store. You see, they associate 
the name Du Pont with many fine 
products, such as “Duco” lacquer, 
auto polish, “Cellophane,” nylon for 
stockings—and hundreds of others. 


That’s why Duco Cement is such a 





MAY 2, 1940 


SNAPPY 
TURNOVER! 


fast seller! That’s why a DucoCement 
display in your store is a sure-fire 
money-maker! And those eztra sales 
mean eztra profits in your scoring 
column. 


Flexible, transparent and water- 
proof, Duco Household Cement holds 
permanently to practically every- 
thing except rubber. Include it on 


DF 


ala 








your next order. Then display it 

where people can see it. No sooner 

seen than sold! Write for full details 

today. E. I. du-Pont de Nemours 

& Co. (Inc.),Wilmington, Delaware. 
a ae 


TUNE IN—Dwu Pont “‘Cavaicade of America” 
Tuesdays 9 p.m. E.D.S.T., NBC networks. 


REG. U.S. PAT. OFF 


HOUSEHOLD 


CEMENT 
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At best, even under the most favorable of weather conditions, 
hay making is a rush job. During harvest no farm equipment 
saves more time and labor than Myers Unloaders. Every year 
tens of thousands of farmers depend on them to quickly unload 
their hay or grain from wagon rack into mow or onto stack. 


Year after yeor the good word is passed along from farm to 
farm that Myers Unioaders have everything required for fast, 
economical unloading performance—ample capacity, ease of 
operation, speed, and, last but not least, durability for depend- 
able unloading service harvest after harvest. 


Be ready to supply your customers promptly with Myers Un- 
loaders, Forks, Slings, Pulleys and Fixtures. Your orders now 
will have prompt attention. Write or wire. 


THEF.E.MYERS & BRO.co. 


ASHLAND, OHIO, U.S.A. 





FIG. 2743 


PUMPS — WATER SYSTEMS — SPRAYERS — HAY TOOLS — DOOR HANGERS 
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A BRAND VELA AND A BRAND NEW PROFIT 









Carriage bolts of heat treated steel are accurately 
made, have smooth, round heads and true, square 


sss 
shanks. Available in either rolled or cut threads. 
Stocked in a full list of sizes up to %4-inch diameter, 
936 14-inch length. Larger sizes made to specifications. 





The Weather-tight Bolt is for wood construction. 
Head of this bolt sets flush with surface of wood 
without counter-boring. Prevents moisture seepage 
beneath head and from nut end as well. Tapered 
splined shanks prevent turning when nut is applied. 


® A new bolt which has more than usual profit possi- 
bilities for you! It has so many uses that we ourselves 
don't know all of them yet! It’s the new Lamson 
Weather-tight Bolt, which can be used wherever your 
customers use carriage, step or elevator bolts. It is for 
wood construction—and it’s designed by our engineers 
to prevent water or moisture from entering the wood 
from either end of the bolt! It was designed for rail- 








Elevator Bolts are made in four standard types. No. |, 
flat head countersunk; No. 2, oval head; No. 3, flat 
head,with slot,four fins beneath head; No.4, flat head, 
four fins beneath head. Stocked up to %-inch diame- 
ters; made with large heads to Bolt Institute standards. 





Twin Thread Lag Bolts penetrate wood twice as fast 
as old-style single thread lag bolts. Hold tighter; 
self-centering; long tapered point permits starting 
by hand. And they sell at standard lag bolt prices. 


road box-car construction, to make box-car sheathing 
water-tight. It works so well in other uses however 
that its application is spreading rapidly. For garage 





doors, for instance—and wherever wood is bolted 
and exposed to weather. Ask for samples from 75th 
your jobber, or from us, naming your jobber. 
e ANNIVERSARY 
1865 -1940 


THE LAMSON & SESSIONS CO., Cleveland, Ohio 
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A private garage installation 





Your stock should 
include this fine 
National product. 
Write today for 
full information. 





For a modern 
miracle in door 
manipulation— 


see the No. 900 


in action! 
W ORDS cannot fully describe 


the almost uncanny per- 
formance of raising huge garage doors high off the 
floor with a finger-tip lift. Yet this is what you can 
expect to do with the greatest ease when you install the 


No. 4 GARAGE 
ooo National poor se 
The secret of this weight-lifting lies in the scientifi- 
cally designed mechanism that serves these door sets. 
Heavy vertical springs acting in conjunction with 
cables and enclosed pulleys form a perfect counter- 
balance for the weight of the doors. Just a slight 
lift on a conveniently located handle starts the glid- 


ing motion that rolls the doors straight up off the 
floor and parks them safely overhead. 


Furnished in a variety of popular sizes 
to accommodate practically every size 
of opening. Most of the hardware is 
already mounted in place so that in- 
stallation is greatly simplified. 


NATIONAL MANUFACTURING CO. 


STERLING - ILLINOIS 


All hardware mounted on the inside 
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SHARP 
DURABLE 
TESTED 


Prorte are so forgetful! Time and time again, in the 
homes, garages, workshops and on the farms of every com- 
munity, they find themselves in need of a good file. “I 
must buy some new files next time I’m in a hardware store,” 
they say — with the best of intentions. 

But how many just naturally 





Some will remember. 
torget? Why let these extra sales get away? It’s so easy 
to remind absent-minded customers with a bit of colorful 
“spotlighting” of files. If the files are Nicholson, the dis- 
play will be doubly effective: Nicholson — the best-known 
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NICHOLSON FILES 


SA. 
J FOR EVERY PURPOSE mane im u.8.A 


















DISPLAY UNIT 


Durable, partitioned 

neat and compact. 
Holds popular as- 
sortment of Cello- 
phane-wrapped 
Nicholson Files. 
Provides spaces for 
your own. price- 
marks. Refills read- 
ily obtainable. 





name in files—‘“registers” instantly. Advertised persis- 
tently, year after year! No question about quality! And 
the price is right (with no sacrifice of profit for you). 

So why not get the forgetters and boost your file sales? 
The practical file Display Unit is free (you just pay for 
the files). 


above is another of the list of sales helps freely available 


The attention-arresting window cut-out shown 


to you through your jobber, or by writing direct to us. 


NICHOLSON FILE CO., PROVIDENCE, R. I., U. S. A. 


CANADIAN PLANT, PORT HOPE, ONTARIO 
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Sey 





25 























THE SHADOWGRAPH TELLS THE STORY 
by amplifying distortion and defects 20 times 


(1) This is high quality cylinder 
drawn window glass. The bent and 
twisted lines shown by the shadow- 
graph testing device indicate the 
presence of considerable distortion. 
This glass became obsolete in 1928. 


(2) Here is what most manufac 
turers offer today as top quality 
window glass . . . Made by the 
sheet drawn process, it shows a 
characteristic distortion in the wav- 
iness of the black lines. 





(3) Now look at this “shadow- 
graphed” sample of the new Lus- 
traglass. Obviously an important 
improvement. The lines are straight 
showing relatively perfect vision 
freedom from distortion. 


@ Write for the new Windowgraph Slide Rule 
Chart and a sample of the new Lustraglass. 
Examine both—then tell us what you think. 











Q) HERE'S THE GLASS THAT STUMPS THE EXPERTS 


WiHAT WOULD 
YOU CALL Ir? 


“but it can’t be window glass,” they said, “because the distorting 
waviness which identifies all window glass has been practically elim- 
inated . . . and if it sells at the price of window glass, it certainly can't 
be plate glass” . . . Here is a problem—the modern marvel of the window 
world—a new Lustraglass with amazing “whiteness of metal,” with 
greater tensile strength, with a diamond-like luster never seen before, 
with important ultra-violet ray transmitting properties, plus a plate- 
like clarity at window glass prices ... This new Lustraglass is so revo- 
lutionary in its perfection that we really don’t know how to classify it. 


What is your answer? 


AMERICAN WINDOW GLASS CoO., Pittsburgh, Pennsylvania 


Vanufacturers of Plexite, the safer safety glass; Lustrablu and Lustragold for ornamental uses; Crystal Sheet, Chipped and Special Glass for industrial purposes. 
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THIS NEW TYPE GF 
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The Ultra-Violet Ray Sheet Glass—__ 


LOOKS LIKE PLATE suass—seu/s AT WINDOW GLASS PRICES 
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Hand tools can be made lighter, more 
compact by utilizing steels containing 
Nickel. Nickel helps each ounce, each 
inch of metal withstand heavier loads 
and harder shocks. These heavy duty 
“Bernard” pliers and nippers are pro- 
duced by Wm. Schollhorn Co., New 
Haven, from Nickel-Chromium steel. 


noes 
ein 


Sues gee 


Every knock is another boost for dinging and 
ball pean hammers forged from Nickel alloy 
steels by the Plomb Tool Co., Los Angeles. 
Nickel improves the physical properties of 
steel thereby preventing spalling, breakage or 
other evidences of brittleness in these hammers. 


Tue use of Nickel alloy steels for hand 
tools is indicated wherever there is 
need for high strength and toughness 
combined with light weight, improved 
wear and fatigue resistance, high im- 
pact strength or better ductility. They 
are recommended for such tools as 
wrenches, hammers, chisels, screw- 
drivers, wood working tools, pliers, 
nippers, rivet sets, saws, knives, 
punches and lifting jacks. For further 
information regarding these applica- 
tions, write for copy of our booklet 


“Nickel Alloy Steels for Hand Tools”. 





with NICKEL“ 






Testing Nickel-molyb- 
denum steel wrenches in 
the laboratories of Bridge- 
port Hardware Mfg. Co.., 
Bridgeport, Conn., proved 
that plain steel bolt heads 
twist off before Nickel alloy 
steel wrench jaws strip or 
shanks deform. These 
Nickel - molybdenum 
wrenches withstood torsion 
loads about 35% higher 
than similar wrenches 
made of other steels. 


THE INTERNATIONAL NICKEL COMPANY, INC. sew von. 
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HAZARD INSULATED WIRE WORKS 


DIVISION OF THE OKONITE CO. 
WORKS: WILKES-BARRE, PENNSYLVANIA 


New York Chicago Philadelphia Atlanta Pittsburgh Buffalo Boston Detroit Seattle 


Dallas Washington Cleveland San Francisco St. Lovis Los Angeles 
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SELL “PENNVERNON” ...NOT JUST “WINDOW GLASS” 


ODAY, in all types of buildings, greater emphasis than ever before has been 
placed upon attractive windows. Consequently, greater emphasis has also been 
placed upon quality window glass. Pennvernon is a quality window glass. For a 


sheet glass, it is exceptionally free from distorting defects. It is clear. Both sides 
of the sheet are equally brilliant and reflective. It provides good vision. And each 
light is paper packed. Pittsburgh Plate Glass Co., Grant Bldg., Pittsburgh, Pa. 


= 


ENNVERNON WINDOW GLASS 
PITTSBURGH PLATE GLASS COMPANY 


"PITTSBURGH" sland fot Lully Glass 
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A Simple Demonstration That Will Help You Sell 
More Lally Sash Crd ani Make More Profit! 
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THIS IS INFERIOR CORD 


This illustration shows the construction of 
low grade sash cord. Notice the irregular 
quality of the individual strands which are 
. made of soft, loosely twisted rovings. The 
center strand is heavily loaded to add 
weight. This loose- 
ly twisted cotton 
cover stretches eas- 3 
ily and wears 
through quickly. 
The life of this cord 
is very short—which 
makes it expensive 
in the long run. 


THIS IS PURITAN CORD 


Unravel an end of Puritan Sash Cord. 
Note its ALL YARN, SOLID BRAIDED 
construction. Each yarn is spun from uniform 
cotton and twisted into tough strands. 
These strands are braided firmly into 
cord around a cen- 
ter strand of the 
same quality. There 
is no loading and 
no stretch. Special 
glazing insures 
smooth operation 
and extra durabil- 
ity. 
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“Puritan” Brand is approved by builders and 
architects everywhere—and priced for fast turnover! | =" 


: ih > Ee ‘a advant 
Many people who buy sash cord do not understand or appre- cord is made with a center filled with "loading" material— 
ciate its important requirements. Such customers will eagerly how the outside cover strands are made of soft, loosely 
welcome an explanation concerning the difference between twisted cotton that quickly wears out. 
PURITAN sash cord and a cheaper brand. Use the simple Remember that PURITAN quality cord 










demonstration above. not only gives you a better profit — 


Show your customers the fine uniform yarn used in PURITAN but insures continued good-will from 
your customers because of its extra 


sash cord. Point out how it is properly twisted and solid 
long life. Yet it's priced to give you 


braided to give a breaking strength 
CONGRATULATIONS that far exceeds the requirements set volume sales and real turnover! 


by the U. S. Government, states, rail- FREE BOOKLET 


roads, etc. PURITAN sash cord is free 


7 < from imperfections. It contains no This booklet is packed with prac- 
Anu’ ’ “loading” nor soft cotton rovings. It pg sales tips and information 
ANNIVERSARY eth ost eeetch. o help you sell more sash 

J cord. Send for "More Prof- 
Explain, on the other hand, how cheap its from Sash Cord" today! 


PURITAN CORDAGE MILLS, INC. 


1207 WASHINGTON ST. LOUISVILLE, KY. 


RITAN SASH CORD | 
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advertisement ; 


ee HOW CAN WATER pet through a sidélap like - 
that? If it seeped through the first lap (1), it 


would be carried off by the drain in the overlap. 
eee and I WAS sold when If it blew through the second lap (2), it would be 
carried off by the second drain. That’s why 


my dealer showed me jessnsont has bak snide Ueteh ew onsen 
StormSeal's features 





—and it is good-looking too. 
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STORMSEAL’S leak-proof features appeal to farmers. That’s why, in our _ END LAPS are sealed up tight in two ways. See 
magazine advertising, we tell farmers that you, their dealer, can show them — a a 
the features that make StormSeal such a water-tight roofing. And you really —_And there’s a pressure lip that holds the end lap 
have something to show them—for StormSeal’s features give you extra sales tight to keep out wind. A tension curve in each 
: sie Z StormSeal sheet holds it flat against the decking 
advantages that put you ahead of competition. and thus prevents gaps for wind to get in. 


HERE’S ANOTHER valuable sales aid that works 
for you when you sell StormSeal—the U-S-S trade- 
mark. This mark is advertised consistently in maga- 
zines and on steel sheets, fence and a lot of other 
products your customers use. The U-S-S mark on 
the StormSeal sheet tells customers that it is good 
quality—assures their getting their money’s worth. 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 


United States Steel Export Company, New York 














YOUR SALES AND PROFITS STEP UP, TOO 


@ Your sales of glass doubled! That wouldn’t be hard 
to take, would it? Many hardware dealers have done 
even better—reported increases as high as 400°%—simply 
by moving glass up front. 

You know that you’re most likely to buy things 
that you see. Customers in your store are like that. So 
when you display your glass stock attractively up front, 
folks see it. They are reminded to replace broken win- 
dows—they buy a lot of it! 

Today—right in the heart of the spruce up season— 
make a move in the right direction. And let paint, 
putty, putty knives, sash cord keep in step with bigger 


sales and bigger profits. Include these related items 


with your glass display. 

And it’s wise to standardize on L-O-F Quality Glass. 
First, because cutting glass is often the “dividing line” 
between a profit and a loss. L-O-F Quality Glass is Less 
Brittle, Easier to Cut and there is consequently Less 


Breakage. Second, for years and years, the L-O-F label 











has been familiar to millions and has identified glass 


of superior quality—glass that is Clearer, Brighter 


and Flatter. 


Call your L-O-F Distributor today. He will gladly 


cooperate in suggesting an attractive display LOOK FOR 
and serve you promptly and efficiently. : 1 
Libbey-Owens:Ford Glass Company, Toledo, O. 


THE LABEL 


LIBBEY -OWENS- FORD QUALITY GLASS 


32 


HARDWARE AGE 





SCHAL 
and st 


a hone 


the bil 


advert 


say SC 


more, 1 


Ask yo 


can at 
for dis 
for you 


ee ee ee 


oe 


crm set 


3 of? 
S DOING A C-Lft Cond fob NATION OVER 


SCHALK’S CRACK FILLER was born right. It started with a great product: a crack filler that dries hard 
and stays put; that won’t shrink, crack or crumble. Then it picked the right clothes: a package that’s 





a honey! And then, it set out to tell Mr. and Mrs. America how good it is; how it fills the bill and saves 
the bills in every home. Result? It’s doing a crack-in’ good job the nation over! Thanks to national 
advertising, thrift-minded Americans are learning to 
; : It’s on now! Schalk’s unique Window Display 

say SCHALK’S when they say CRACK FILLER. What's — Contest... you can’t lose! Why can’t you lose? Be- 
more, they say it’s the ‘‘handiest thing in the house‘’ cause we will pay $3 for every photograph that adheres = 

: to contest rules. In addition, the 45 cash prizestotal- 
Ask your jobber about the 10¢ self-seller; the pound waht ey St ee ee eae ae 


ing $500. So why not turn your windowsinto prize money? 


can at 25¢ and the five-pounder at $1 . Then ask us We'll supply free all the display material you need. Con- 
for dij : 1 Ms test closes June 12th! So don’t delay! Write for details | 
or display helps that will do a crack-in’ good job today: Schalk Chemical Co., 351 E. 2nd St., Los Angeles. 


for you! Schalk Chemical Co., Los Angeles, Chicago. 
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Seals Without 
Water — Fully 
Transparent. 


For sealing packages. For holding price labels. 
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“/ make a DOUBLE PROFIT... 


@ Time is money when your store is 
crowded. Sealing with SCOTCH Cellulose 
TAPE speeds up wrapping and gives pack- 
ages a clean, neat appearance. This quick 
service keeps customers happy and helps 
sales—your first profit. 

You get your second profit by displaying 
a carton of SCOTCH Cellulose TAPE in 
Utility Dispensers on the wrapping coun- 
ter. Your own use of the tape is a convinc- 
ing demonstration. Just a nod towards the 
carton, a word or two to the customer... 
and you ring up a sale of one of the Utility 
Dispensers! 

At your jobbers or write today for com- 
plete information and prices. 


Made and patented in U.S.A. by 
Minnesota Mining & Mfg. Co. 


SAINT PAUL 





(OMY TRawsrantyT state wrrsepr wetter 
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For attaching posters. 
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Numetal—the nationally advertised, national- 
ly Known, everlasting spring Bronze strip for 
windows and doors, and for 20 years consid- 
ered the most practical and efficient type of 





permanent weather strip. The 11 exclusive 
features will not permit coiling. Numetal is 
always in straight lengths. 





VIEW 
STYLE “A” 


The Standard of Quality. sé ” 

Be safe: Sell and recom- SPEED LOADS 
mend Nu-Calk for any and Sa 
~| all calking jobs. Proof of Save 40% labor on every 
~ quality has x proved calking job. Load or re- 
y many years of use and i 
laboratory tests. Nu-Calk ae ome cee. 
meets government require- Inside of gun barrel always 
ments. clean as new. 


Vi- Glaze GLAZING COMPOUN 








The ORIGINAL plastic 
compound for glazing wood 
sash and all general patch- 
ing purposes. Does not dry 
out, crack or peel. Applied 
like putty—but clean to 
handle. Sets to rubber-like 
consistency. 


Nu-Glaze_ selis and re- 
peats. Every sale makes 
you a fair profit. Hundreds 
of uses including boat work 
of all kinds, setting plumb- 
ing fixtures, etc. Nu-Glaze 
is the original, dependable 
compound. 








Metal trim is taking the STAINLESS STEEL 


att pA mentee bine country by storm. Go af- for Kitchen Sinks, 
9 - practical ter this profitable business Table Cc t 
type for every re- With Nu-Art—the complete S, ounters, 





quirement. line. Fast service. Stairs, Walls, Baths 
cNi-WAY SCREEN DOOR GRILLES 
D D OOO) 
A y i ; ihhae The new, improved, adjustable Nu-Way Screen Door 
; ' : ; ; y ; , ; Grille—that can be installed by anyone in five minutes 
; } ; 4 % x i ¥ without cutting or special fitting, is a popular, profit- 
ae } } } } t i able item that you can’t afford to be without. Also the 
‘ see Y 4 Nu-Way Push Grille in Senior and Junior sizes. May 
COCOCOCOOOSL we send you complete details. 





Brass, Bronze, Stainless Steel, Aluminum 


—widest variety on the market and takes 
care of every requirement. Refer to our 
catalog or write for information. Special 
designs created for any job. 
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—> dozens of sales opportunities 
on every building or home 


On every modernization or new con- 
struction job there’s many opportunities 
for profit and real service and satisfac- 
tion to your customers with Macklanburg- 
Duncan Company Quality Products. Right 
now is the time to renew selling efforts 
on these practical, efficient and profitable 
items. Order needed stocks today. Mer- 
chants not acquainted with our lines 
should write for catalog today. 


Macklanburg-Duncan Products are created 
FIRST, to be of utmost practicability for the 
consumer—items that can be installed quickly 
and satisfactorily by the most inexperienced. 
That makes easy selling, repeat business and 
profits. And in every Macklanburg-Duncan 
product you will find honest quality and work- 
manship — things you must have to keep the 
god-will of your customers. 





OTHER PRODUCTS: 


Special Window & Door Equipment 
Metal Screen Frame Stock 
Cast Sighs, Plaques & Tablets 
Sliding Door Equipment 
Brass & Aluminum Thresholds 
Automatic Door Bottoms 
Steel Casement Weather Strip 
Rolled Bindings & Edgings 
Ventilator Grilles 
Push Bars, Plates, Etc. 
Special Shapes, Cast, Rolled, Stamped 


A post card will bring you 
latest catalog and price list. 


MANUFACTURERS 
OKLAHOMA CITY, OKLA 
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G-E “DIAL-THE-FABRIC” 
AUTOMATIC IRON 
1. Streamlined. 
2. “Dial the fabric’ heat control. 
3. Compensating thermostat. 
4. Moulded handle and thumb rest. 
5. Fast heating Calrod unit produces even soleplate 
ironing temperature. 
6. Button nooks to save buttons. 
7. Chromeplate finish, attractive, durable. 
8. Heel rest to save lifting. 
9. Long-life cord set, moulded rubber plug. 
10. 1000 watts for faster ironing. 
11. Weighs only 4!4 pounds. 
12. List price $8.95. 
G-E “MET-L-TOP” IRONING TABLE COMPLETE 
All metal—will last a lifetime. ADVERTIS| 
Lightweight—warp-proof—fireproof. — NG PROGRAM 
Vapor-vented—vents carry off steam and aid in THIS — 
faster ironing. OUTSTANDING OFFER T) 
4. Patented folding legs—fold easily without ad- pe backed by a complete lo 
justment. aovertising program which ™" 
Pe ee aoe aa ree includes: Broad id 
: igid Construction—standard size. Pages Fold Side, Cat. 
6. List price $5.95. Pennants an im Handbills, 
Mats. wspaper Ad 
£ 
See your G-E pj 
QL on Ry Distributor at 
GENERAL (4 ELECTRIC rg 2 fe in with this com. 
A plete merchandising offer. 
BRIDGEPORT. CONN. ONTARIO, Cieear : 
Dii 
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Ball Bearing Hanger—a typical R-W product—quality built, 
long-lived, smooth and quiet in operation. 








The famous patented 
lock the track ends 
smoothly and silently 


Lock Joint Trolley Track. Joint brackets 
so tightly together that hangers operate 
over joints. Available in 9 different sizes. 


... preferred by 
engineers and builders 


R-W H ANGERS 


AND TRA CKS 


for all purposes 


R-W HANGERS and Tracks sell 
quickly and easily. Their repu- 
tation is firmly established with engineers 
and builders. They’re your best sellers be- 
cause of this overwhelming preference. 

Patents such as the Lock Joint, recog- 
nized as the greatest development in trolley 
track, put the R-W line years ahead. In 
addition you have at your command the 
world’s largest and most complete line. 
There’s an R-W Hanger and Track for 
every door regardless of size. 

Never need you fall down on filling an 
order when you offer R-W. Never need 
you fear dissatisfaction, for R-W quality is 
the utmost guarantee of satisfaction. Order 
R-W, the complete and proved line of 


tracks and hangers. 
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Richards-Wilcox Mfg. Co. [@ 


“A MANGER FOR ANY DOOGR THAT SLIDE S* 
AURORA, ILLINOIS, U.S.A. 


Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, D. C. 


Indianapolis St. Louis New Orleans Des Moines Minneapolis Kansas City 
Los Angeles San Francisco Omaha Seattle Detroit Atlanta Pittsburgh 
Milwaukee Richards-Wilcox Canadian Co., Ltd., London, Ont., Montreal, Winnipeg 
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HERE'S HOW TO GET THE RIGHT KIND OF 
FLUORESCENT LIGHTING TO FIT YOUR NEEDS! 


VERYONE is talking about fluorescent lighting 
... and the new cool, high level “indoor daylight” 
and dramatic colors produéed by G-E MAZDA Ff 
lamps. To get the best results from fluorescent light- — 
ing, you should have the assistance of competent, Ve 
experienced lighting specialists. 
You can get all the advantages that fluorescent light- 
ing has to offer by consulting your G-E lamp man or 
your local electric service company. Remember, too, 
that General Electric makes more than 9000 different 





There is a wide variety of fluorescent lighting fixtures avail- kinds of lamps, including a complete line of fluores- 
able in a range of prices to meet every fluorescent lighting ' 4 . 
need, They are sold by G-E Mazpa lamp jobbers everywhere. cent lamps in daylight, white and five colors. 


<— G-E MAZDA F (fluorescent) lamps 
make possible higher levels of light- 
ing and are comfortably cool. They 
are recommended for use only with 
equipment providing good power 
factor. Now available at new low 
prices. Even the 40-watt daylight type 
is now only $2.30. 
. . . 

>» When you buy fluorescent light- 
ing, one sure way of getting good fix- 
ture value is to look for this tag. It 
means that the manufacturer has com- 
plied with the specifications for light- 
ing fixtures for fluorescent lamps as 
sponsored by the manufacturers of 
MAZDA lamps. G.E. does not manu- 
facture these fixtures but is glad to 
recommend them. 


ALL FIXTURES SHOWN HERE MAY BE OBTAINED AS COMPLETE UNITS ! 
. e " D —— ‘ 











MILLINERY SHOPS TEXTILE MILLS INSPECTION WORK RETAIL STORES 


G-E MAZDA LAMPS oi 
GENERAL @ ELECTRIC 
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...e@arns full profits for you 


...4msures future sales 


Sell your customers the chain fittings and attachments 
they should have to get full use of the new chains they 
buy from you. This will mean many additional sales for 
you, a better profit and insurance of future sales. 

You can select any type of chain, chain fitting and 
attachment from the complete American Chain line, 
made by the world’s leading chain manufacturer. A 
carefully selected stock of these items will bring you 
substantial profits. 


AMERICAN CHAINS, ATTACHMENTS 


AND FITTINGS FOR EVERY PURPOSE ' 


In addition to full lines of American Welded and Weld- 
less Chains, there are also cotter pins, eye bolts, cold 
shuts, lap links, repair links, round eyes, malleable cast- 
ings, grab hooks, slip hooks, sash chain fixtures, screw 
hook hangers, shackles, S hooks, sling chain hooks, 
snaps, special attachments, swivels, toggles, utility 
jacks, welded rings, harness chain, etc., etc. 


AMERICAN CHAIN DIVISION 


YORK © PENNSYLVANIA 


AMERICAN CHAIN & CABLE C 


AMERICAN CHAIN DIVISION HAZARD WIRE ROPE DIVISION 


AMERICAN CABLE DIVISION 


FORD CHAIN BLOCK DIVISION 





HIGHLAND IRON AND STEEL DIVISION 


ANDREW C. CAMPBELL DIVISION MANLEY MANUFACTURING DIVISION 
OWEN SILENT SPRING COMPANY, INC. 
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OMPANY, Inc. 


PAGE STEEL AND WIRE DIVISION In Canad 
READING-PRATT & CADY DIVISION 
READING STEEL CASTING DIVISION 
WRIGHT MANUFACTURING DIVISION THE PARSONS CHAIN COMPANY, LTD, 


la: 
DOMINION CHAIN COMPANY, LTD. 


In England 
BRITISH WIRE PRODUCTS, LTD. 
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Palm Beach 
Convention :— 


Approximately 1100 hardware 
manufacturers, wholesalers and 
their ladies participated in the 
Golden Anniversary Convention 
of the Southern Hardware Job- 
bers’ Association. Held at Palm 
Beach, Fla., April 8 to 11, 1940, 
it was also the fortieth semi- 
annual convention of the Ameri- 
can Hardware Manufacturers’ As- 
sociation which meets jointly each 
spring with the Southern distrib- 
utors. The details of the conven- 
tion, the major discussions and 
addresses, are presented in this 
issue in order that the entire 
hardware industry may have a 
prompt, complete and graphic pic- 
ture of what happened at Palm 
Beach. Quite naturally, there 
were many references made to ear- 
lier conventions, the similarity 
of problem-discussions that took 
place on those bygone occasions. 
Notable in this connection is the 
talk by Henry J. Allison, pub- 
lished practically in full and start- 
ing on page 54. Mr. Allison is 
the newly elected president of the 
Southern Hardware Jobbers’ As- 
sociation. He brought to the meet- 
ing a most human resumé of the 
progress, its diffi- 
culties in earlier days and the 
problems discussed many years 
ago at previous Southern conven- 
tions. Apropos of these comments 
are three reproductions, in this 
issue, of pages taken from 1890 
and 1891 issues of The Jron Age. 


whose hardware section was the 


association’s 


MAY 2, 1940 


forerunner of HARDWARE AGE. 
These early day news reports told 
then (50 years ago) of the for- 
mation of the Southern group, an 
outgrowth of a Tennessee jobbers’ 
organization and also told of 
trade evils and problems faced in 
1890 and 1891. The similarity of 
these problems to the difficulties 
of today’s hardware distribution 
picture will interest all of our 
readers. Just as the former hard- 
ware section of The Iron Age re- 
ported the major happenings of 
the hardware industry, so does 
HarDWaARrE AGE in this issue bring 
to all of the industry, promptly 
and completely, the news of the 
Palm Beach convention and of 
other major hardware industry 
happenings. 


Plumbing Goods :— 


Many of the best rated and 
most efficient distributors of bath- 
room equipment and other so- 
called plumbing goods are ac- 
tually wholesale hardware firms 
or large, retail hardware stores. 
But, unfortunately, the best bath- 
room equipment lines and related 
profitable plumbing items have 
not been generally available for 
hardware distribution. Those of 
us who are interested in improv- 


sy CHARLES J. HEALE 
EDITOR, HARDWARE AGE: 


ing the status of wholesale and 
retail hardware distributors have 
felt for a long time that organ- 
ized master plumbers have kept 
hardware men out of the plumb- 
ing supply field—-frequently by 
means of ordinances which al- 
legedly were created to safeguard 
the public health. Whatever the 
reason, it has long been clear that 
master plumbers have successfully 
built a distribution fence around 
the sale of plumbing goods. This 
has been done to such an extent 
that many retail hardware dealers 
have believed that they could 
not satisfactorily handle certain 
plumbing items unless they hired 
or had in the firm a licensed mas- 
ter plumber and the proper quota 
of unionized helpers. It has never 
been quite clear to me whether 
manufacturers were afraid of the 
wrath of organized master plumb- 
ers; whether ordinances allegedly 
dealing with the public health 
“cramped the style” of hardware 
men; whether jobbers of such 
goods were awed by both plumber 
groups and ordinances or whether 
labor unions dominated conditions 
to a point where hardware stores 
could not enter the picture at a 
profit. I do know that wherever 
a hardware store could handle 


43 








bathroom equipment and plumb- 
ing supplies the sales volume and 
profits were eminently satisfac- 
tory. The big mail order firms, in 
both their catalogs and retail 
store operations, have done well 
with these lines, but the hardware 
trade seems to be at a disadvan- 
tage with respect to this particular 
type of merchandise. During the 
latter part of March, a Federal 
Grand Jury in Cleveland, Ohio, 
indicted 102 companies, trade as- 
sociations, unions and individuals 
charging that they had violated 
the Sherman Anti-Trust Act 
by maintaining an “uneconomical 
marketing system.” I do not 
know the merits of these charges. 
nor as yet have I been able to 
determine the full extent of the 
alleged violations. Of course. an 
indictment does not prove any- 
thing conclusively, but it does in- 
dicate a suspicion which paral- 
lels the opinion. long held by 
many hardware men. The out- 
come of this particular case is 
worthy of most earnest attention 
by hardware distributors for it 
might develop to be a new oppor- 
tunity for more profitable activ- 
ity in a large and attractive vol- 
ume business hitherto denied the 
hardware field. 


$66.000.000,000 : 


According to the authoritative 
United States Daily News. the 
present Roosevelt Administrations 
will have spent in the eight years. 
ending July 1. 1941, almost $66..- 
100,000,000. This about equals 
the amount of money that 28 
Presidents of the United States. 
from George Washington through 
and including Woodrow Wilson. 
spent in the 131 years from 1789 
to 1920. Remember, too. that in 
those 131 years this country par- 
ticipated in and paid for five 
wars—the War of 1812. the Mexi- 
can War, the Civil War. the Span- 
ish-American War and the first 
World War. Comments this same 
source of information. “Gone are 
the days of 1891 when the press 
howled as the 51st Congress struck 
out into history as the first bil- 
lion-dollar Congress; gone are the 
days of 1909 when the 60th Con- 
gress was called reckless because. 
in a single session, it ran above 
a billion dollars in appropria- 


tt 


tions. Gone indeed are those 
years for when you break down 
by fiscal years the expenditures 
of the present administration. 
says the United States Dail) 
News, we find the following fig- 
ures: 


1934 $7, 105,050,085 
1935 7,375,825, 166 
1936 8,879,798,258 
1937 8,105,158,547 
1938 7,766,374,277 
1939 8,765,338,030 
1940 9,199,253,641 
194] 8,524,191 .570 


The figures for the last two 
years are Treasury Department 
estimates. And so I ask you, “Do 
you know what a billion dollars 


is?” 


A Billion: — 


What is a _ billion dollars? 
Have you any idea? Have you 
any gage that makes a billion dol- 
lars a precise, appreciable or un- 
derstandable amount of money? 
Maurice Sherman, editor, The 
Hartford Courant (Conn.), tells 
us that if you were to spend one 
dollar per minute it would take 
1900 years to spend a billion dol- 
lars, or that if you started in the 
vear 800 B.C. with a billion dol- 
lars and were to spend a thousand 
dollars per day, you would have 
left on Jan. 1, 1939, more than 
one million dollars. Yet it takes 





one billion dollars per year for 
the U. S. A. to carry its debt load. 


Co-ops on Main St.:— 


As they say on the radio, and 
I quote: “Streamlined and moved 
to Main St., the first complete 
co-op self-service food store in the 
metropolitan area of Boston in- 
creased its sales 554 per cent in 
three months.” This quotation is 
taken from a recent bulletin of 
the Cooperative League News Ser- 
vice which goes on to explain that 
a certain co-op store moved to a 
better street traffic location. 
streamlined its interior arrange- 
ment by putting more goods on 
display, etc., and increased its 
sales volume greatly. And it cer- 
tainly did, if the 554 per cent 


increase is an accurate report. 


A Good Lesson :— 


In this simple boast lies a 
great message and lesson for in- 
dependent retail hardware mer- 
chants. The co-op store enjoyed 
all of its unwarranted competi- 
tive advantages in its previous 
location. These particular factors 
could not have been increased by 
moving to a better location or by 
improving the store. Neverthe- 
less, the move was made, the im- 
provement took place and_busi- 
ness improved 554 per cent. The 


(Continued on page 152) 





EpirorR, HARDWARE AGE: 


“The American Way” 


I would like to have ten or twelve copies of your editorial “Ameri- 
can Way” in “Just Among Ourselves,” appearing in March 7, Harp- 


WARE AGE. 


I want to mail this to some in Washington and a few others who 
are prospective candidates for a place in Washington. 

[ have been thinking for the last few years that we need an almost 
complete cleaning out and change in Washington, and the conserva- 
tive, responsible people have got to yell loud enough to be heard 
above the rabble and radicals who are being listened to too much. 

Will be glad to pay you for these copies. 

The press of this country is defending too tenaciously every sug- 
gestion that has the appearance of threatening the freedom of the 
press, and in doing so are keeping the gates open to these radicals. I 
know it is dangerous to let the Federal Government (especially this 
administration) do anything to curb free speech or the press. but 
something has got to be done to stop this poison from taking root 


too deep in the young generation. 





W. Aton CLIFTON. 
Eufaula, Ala. 
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In the Patrician line 
Lockwood offers the . 
first practical applica- 
tion of color to Build- 
au ° e 
ers’ Hardware. Patri- 
cian gives you inter- — Tr 
& y f This is Lee J. Williams, who calls on Mr. Sweetnam 
t changeable knob + ae : 
for Lockwood. He travels Illinois, Indiana, Kansas 
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PE 


bodies and escutch- 
eons in colored plastic 
—seven beautiful 
colors to harmonize 
with any decorative 
scheme. Send for full 
information today! 











Lockwood Hardware Mfg. Co. 


Fitchburg, Massachusetts 


Division of Independent Lock Co. 
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and Oklahoma, and will be glad to call on you, 
too, to show you the entire Lockwood line. 


PATRICIAN UNIFAST BOR -LOC 
PLASTELLE EQUIPOISE CAPE COD 
Each of these names represents an outstanding 


Lockwood development or improvement in 
Builders’ Hardware. 
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It Cost Less Than $3 
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l A RTH R A. Grune- 


wald, owne. Grunewald Hard- 
ware Co., spent less than $300.00 
to completely modernize his store 
which is located in one of the 
suburban districts of Milwaukee. 
Wis. The new store, which is 
bright and full of interesting mer- 
chandise, is attracting many more 
women and sales per customer 
are averaging approximately 25 
per cent higher. Christmas busi- 
ness was 30 per cent better than 
a year ago and Mr. Grunewald 
gives much of the credit for this 
increase to the new store which 
made it possible to show more 
merchandise in a decidedly more 
effective way. 
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The sporting goods bar is at the 
front of the store. The small 
counter in front of the section 
serves as a seasonal display and 
protects sidewall merchandise. 
In the oval—Plumbing supplies 


this cross-aisle table 


with ends devoted to mass dis- 
plays. Bathroom fixtures are sam- 
pled on the panel across the back. 
The adjoining side aisle tahle 
is used for electrical supplies. 














A swivel saw rack saves space in this open tool dis- 
play. Panel doors and ledge displays show the various 
items attractively. Small electrical appliances are 
on the seasonal cross aisle table facing the entrance. 


Additional display space was 
gained as a result of the new 
fixtures and improved layout. 
New lines of housewares, popular 
selling glassware and other items 
of interest to women customers 
were added. Mr. Grunewald is 
making a real bid for the femi- 
nine trade and he has found that 
now women like to shop in his 
store. 


How It Was Done 


The new equipment of modern 
design was constructed from the 
material in the old fixtures plus 
such new lumber as was necessary. 
All of the work was done by the 


employees of the store during eve- 
nings, Sundays and other spare 
time. It required about two 
months to complete the altera- 
tions. 

To complete the job of mod- 
ernizing the store, the front was 
refinished and the windows 
painted to harmonize with the 
interior color scheme. Window 
displays are one of the best ad- 
vertising mediums and attractive 
displays are installed and changed 
often. 

A one-day, Saturday opening 
was planned for the purpose of 
presenting the new store to the 
neighborhood. Circulars were to 
he distributed in the neighbor- 
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This Store 


0 to Modernize 


The Grunewald Hard- 
ware Co., Milwaukee, 
has maximum results 
from a minimum cost 





hood inviting people to visit the 
store, but through a mistake by 
the distributing company they 





were delivered to an adjacent 

district. Nevertheless, more than Many seasonal items are shown in this 

500 people visited the store and spot on the wrapping counter and the 

display is frequently changed. Another 

; section of this table is equipped with 

Another opening was then step-up units for showing paint brushes. 
planned for the following Satur- 


day and circulars issued in the 


many new friends were contacted. 


correct district. More than 700 The store is 21 ft. wide and 48 ware Co. of Milwaukee. This 
people visited the store on that ft. long. Plans for the changes, firm also assisted Mr. Grunewald 
day. The circular and windows and valuable assistance in work- _ in the preparation of the circular 
were the only mediums used to ing out the improvements were and in making complete arrange- 
publicize this event. supplied by the Frankfurth Hard- —_ ments for the opening sale. 


Below—-All cleaning items are displayed 
in this section toward the rear of the 
store. The fixture showing waxes and 
polishes is half the section’s depth 
and handled goods are shown behind it. 



















Paint accessories 
are shown on the 
paint department 
ledge. Seasonal 
painting items 
are on a cross- 
aisle table facing 
the wrapping 
counter. Sample 
boards of paint 
are fastened on 
fixture uprights. 





‘Ve- 
are 
-wO 
Tra- 





od- 


ws 
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ow 
ad - 
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ed Right—Housewares are shown in two 

sections near the center. Better 
ing grade cutlery is under glass with 
{ popular priced brands on the open 
e ledge. Popular selling items are 
the on small spot table in foreground. 
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; 50th or Golden 


Anniversary Convention of the 
Southern Hardware Jobbers’ As- 
sociation brought 1,100 hardware 
wholesalers, manufacturers and 
their ladies together at Palm 
Beach, Fla., April 8 to 11, 1940. 
The jobbers met jointly with 
the American Hardware Manu- 
facturers’ Association which cel- 
ebrated its 80th semi-annual 
meeting. Headquarters were at 
the Biltmore and Whitehall ho- 
tels, and both hotels were well 
filled. With the exception of one 
day, the convention enjoyed gen- 


Golden Anniversary (50th) Convention of 
the Southern Hardware Jobbers’ Associa- 
tion and eightieth semi-annual meeting of 
American Hardware Manufacturers’ Asso- 
ciation held jointly at Palm Beach, Flia., 
April 8 to 11, 1940. Official registration goo, 
total attendance 1100 with 66 member job- 
ber firms and 27 non-member jobber firms 
represented. Sessions well attended. 


The Story 0 













Palm Beach | C 


uine Florida sunshine through- 
out its stay, permitting golf, 
deep sea fishing, swimming and 
sunning. The official registra- 
tion was approximately 900 but 
another 200 or more _ present 
failed to register. There were 
93 wholesale firms represented, 
among whom 66 were members 
of the Southern and 27 were 
guests of that group. 

Henry J. Allison, president, 
Glasgow-Allison Co., Inc., Char- 
lotte, N. C., was elected president 
of the Southern Association 
succeeding Allan C. Rankin, 


general manager, Teague Hard- 
ware Co., Montgomery, Ala., who 
completed his second term as 
president by presiding at the 
Palm Beach convention. W. W. 
French, president, Moore-Hand- 
ley Hardware Co., Birmingham, 
Ala., and W. A. Parker, presi- 
dent, Beck & Gregg Hardware 
Co., Atlanta, Ga., were chosen 
as first and second vice-presi- 
dents respectively. Other offi- 
cers selected are listed elsewhere 
in this issue in connection with 
the story of the convention. The 
manufacturers hold their asso- 





A glimpse of the opening session of the Palm Beach convention as seen from the rostrum. 
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Henry J. Allison elected president S.H.J.A., 


succeeding Allan C. Rankin. W. W. French 
and W. A. Parker new vice-presidents. Two 
joint sessions held. Wholesalers devote 
major attention to informal discussions of 
distribution problems, management expe- 
riences, sales methods and current taxation 
and legislation affecting business opera- 
tions. Varied entertainment program. 
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ciation election at their October 
meeting. 

In keeping with the spirit of 
the times, plus the special occa- 
sion of this being the Golden 
Anniversary Convention, the 
Monday night opening session 
was dramatically started with a 
blackout for the audience that 
special electrical lighting effects 
might be played on a waving 
American flag over the rostrum. 
These special lighting effects 
were presented by Miss Ruth 
Rankin, daughter of President 
Rankin, the presiding officer. 
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Another daughter, Miss Nell 
Rankin, rendered appropriate 
vocal selections and the meeting 
got under way with Mr. Ran- 
kin’s address of welcome which 
in part follows: 

“This is our Golden Anni- 
versary and it is being held 
at America’s Golden Coast 
Resort. We hope you will for- 
get all your troubles at home 
and drown all your worries 
in the Atlantic Ocean. The 
whole setting of this conven- 
tion invites you to make a 
happy combination of busi- 


(Photo by Jerry De Santis, Vogue Studio, Whitchall and Biltmore Hotels) 














ness and pleasure while at 
Palm Beach. 

“As indicated by the term 
Golden Anniversary, this is 
the 50th anniversary of the 
founding of the Southern 
Hardware Jobbers’ Associa- 
tion. Arrival at one’s 50th 
birthday is an _ occasion 
worthy of note in any life. 
So also with an organization 
such as ours. It is reminis- 
cent of rich years and dec- 
ades of experience and ser- 
vice. It pictures again the 
faces of friends whom we 





In the upper corners of these pages are two views from points near the Biltmore Hotel. 


49 





have ‘loved long since and 
lost a while.’ It thrills us 
with the recollection of suc- 
cesses and challenges us with 
the failures recalled. It beck- 
ons to loftier heights and 
nobler achievements in the 
future. It brings us the sol- 
emnizing thought that we 
shall not pass this way again. 
There will never be another 
Golden Anniversary for us. 
It bids us make the most of 
these golden hours. May we 
do constructive things at this 
convention! 

“The American Hardware 
Manufacturers’ Association, 


but 10 years our junior, is 
meeting with us in its 40th 
annual convention. We have 
always been taught to be 
kind to our younger brothers, 
and we shall strive to heed 





that teaching during these 
days of fellowship and coun- 
sel together. We rejoice in 
the now well-established cus- 
tom of holding a joint con- 
vention. 


To The Ladies 


“To the ladies we offer 
the choicest flowers from our 
garden of welcome! We are 
glad you came. It will make 
so much easier our job of 
‘chaperoning’ the ‘boys.’ You 
will add sparkle and zest to 
the wine-cup of our enjoy- 
ment. May your charm and 
grace find answering delights 
in the beauty of Palm Beach. 

“We count it an honor to 
welcome the ‘Old Guard’ mem- 
bers who are with us tonight. 
We are not unmindful of the 
fact that in the final analysis 














the salesman is the producer 
of business and the guardian 
of good will. 

“We extend a special wel- 
come to the hardware job- 
bers of the State of Florida. 
Or should I say we extend to 
them our gratitude for invit- 
ing us to their Paradise of 
Flowers called Florida? We 
believe that anybody but a 
Californian would agree that 
it is the Elysian Garden of 
America! We shall revel in 
its natural beauty while we 
admire the genius of the hand- 
iwork that has combined 
nature’s glory with the best 
things of modern civilization. 
If Ponce de Leon could be 
here now I am sure that he 
would count his quest for the 
Fountain of Youth to have 
been not in vain. De Soto 


The Birth of 


The Southern Hardware 


Jobbers Association 
on October 30, 1891 
as announced by 
THe Iron AcE 
whose hardware section 
was predecessor to 
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From its small beginning with 
fourteen jobbers, all located in 
Tennessee, the association has 
grown to include eighty jobbers in 
thirteen states. 


Its influence has grown in propor- 
tion and today its conventions are 
colorful, highly successful affairs 
in both the business and social 
sense. They draw attendance from 
the flower of hardware wholesal- 
ing in the South, and from hard- 
ware manufacturers throughout 
the country. The entire hardware 
trade is interested in them—deal- 
ers, jobbers and manufacturers. 


Contrasting strongly with this 
simple announcement of its 1891 
first meeting, the 1940 convention 
at Palm Beach, April 8 to 11, is 
fully reported and illustrated in 
this issue. 
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would find the exploration of 
present-day Florida even more 
fascinating than the thrilling 
exploits of his original ad- 
venture. To all our Florida 
friends we give the assur- 
ance that from this conven- 
tion there will go out an 
army of boosters for Florida 
—the land of sunshine, and 
flowers, and hospitality! 


A Hearty Welcome 


“To every member and 
guest of the convention I 
would offer a hearty welcome 
in the name of each host 
organization: The Southern 
Hardware Jobbers’ Associa- 
tion, and The American 
Hardware Manufacturers’ As- 
sociation. As a key-note for 
the occasion, I give you the 
one word, better! I am con- 
vinced that we have definitely 
come out of ‘The Slough of 
Despond’ and now have our 
feet on the solid ground of 
better business. I need not 
argue with you that our glor- 
ious American way of life is 
better than any other in the 
world today. You will readily 
agree that we are the most 
highly privileged people un- 
der the sun. Let us, there- 
fore, take courage and press 
on to better sales, better ser- 
vice, and better satisfaction 
of soul in the ministry of our 
contribution to the welfare 





Presidents Rankin and Wilson exchange greetings. 


of the social order. As I lis- 
ten to the lapping of the 
waves of the majestic Atlan- 
tic Ocean on the silver sands 
of Palm Beach, I am reminded 
of the golden words of Oliver 
Wendell Holmes with which 
he ends his famous poem, 
‘The Chambered Nautilus’: 


‘Build thee more stately man- 
sions, O my soul, 

As the swift seasons roll! 

Leave thy low-vaulted past! 





OFFICERS ELECTED BY S.H.]J.A. 


H. B. HORSEY 
Sharp-Horsey 


W. A. PARKER 
Beck & Gregg Hdwe. 





W. W. FRENCH 
Moore-Handley 


Hdwe. Co. Ca. Hdwe. Co. 

Atlanta, Ga. Atlanta, Ga. Birmingham, Ala. 

Treasurer Second Vice-Presi- First Vice- 
dent President 
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Let each new temple, nobler 
than the last, 
Shut.thee from heaven with 
a dome more vast, 
Till thou at length art free, 
Leaving thine outgrown shell 
by life’s unresting sea!’”’ 


H. B. Wilson, Mathias Klein 
& Sons, Chicago, as president 
of the Manufacturers’ Associa- 
tion, responded with a tribute 
from that group to the Southern 
Association for its accomplish- 
ment in reaching its half cen- 
tury mark as trade organization. 


“Machine Made Misery” 


Then’ followed a talk, “Ma- 
chine Made Misery,” by Dr. John 
J. Tigert, president, University 
of Florida, which proved a 
great surprise and caused many 
critical comments from_ both 
manufacturers and wholesalers. 
Highly inappropriate for a man- 
ufacturer-distributor gathering 
such as comprises a joint hard- 
ware convention, the burden of 
Dr. Tigert’s comments were to 
the effect that machinery is a 
prime cause of current urem- 
ployment, a major contributor 
to many of our economic and 
moral ills, ete. In view of Dr. 
Tigert’s previous address to this 
convention, at Miami, Fla., in 
1936, this particular theme came 
as a distinct disappointment to 
many listeners. 

Tuesday and Thursday the 
wholesalers held executive ses- 
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sions and on Wednesday met in 
joint session with the manufac- 
turers, who had a session of 
their own Tuesday. 


Two Formal Addresses 


The wholesalers had but two 
formal addresses, President Ran- 


kin’s annual address and a 
merchandising talk by Walter 
W. Rector, merchandising di- 


rector, American Fork & Hoe 
Co., Cleveland, Ohio. Both of 
these messages are given else- 
where in this report of the pro- 
ceedings. The remainder of the 
Jobbers’ sessions were devoted 
to informal discussion of whole- 
saling problems and to legisla- 
tive and tax measures affecting 
business. 

At the wholesalers’ Tuesday 
meeting, Wm. M. Parrish, presi- 
dent, Keith-Simmons Co., Inc., 
Nashville, Tenn., stressed the 
value of a well controlled budget 
system, which he said was an es- 
sential aid to better efficiency in 
any business and was particu- 
larly important in these com- 
petitive days which did: not per- 
mit any hope of increased gross 
margins. With small available 





profits, he urged close watch 
over turnover, purchases, oper- 
ating costs, all of which he said 
were better controlled when un- 
der a good budget system. Prac- 
tice at budget control he found 
encouraged efficiency and he also 
said it was surprising how 
quickly estimates, in a budget 
system, become fairly accurate. 
Currently he plans budgets on 
a six months’ basis instead of 
on a 12 months’ basis and holds 
each departmental buyer respon- 
sible for the selling as well as 
the buying of his particular 
lines all under budgetary con- 
trol. 


Wage-Hour Laws 


R. R. Witt, Builders’ Supply 
Co., San Antonio, Texas, dis- 
cussed the wage-hour laws and 
their effect on Southern whole- 
salers, bringing out the point 
that these laws were enacted to 
help improve wage standards in 
low-pay firms but actually it is 
the high-paying firms that are 
penalized because even with in- 
creases the low-wage firm has 
sufficient slack or margin of ad- 
vantage. He mentioned the con- 





Hardware Age Sponsors Trains to Palm Beach 
from New York, Chicago, etc. 


OR the convenience and en- 

joyment of the delegates to 
the Golden Anniversary Conven- 
tion of the Southern Association 
and the semi-annual convention 
of the Manufacturers’ Associa- 
tion, HARDWARE AGE, by special 
arrangement with the Seaboard 
Railway, put at the disposal of 
hardware men, deluxe train ser- 
vice to Palm Beach aboard the 
Orange Blossom Special and the 
Florida Sunbeam, both crack 


trains. About 150 persons 
joined the parties and traveled 
together in the club atmosphere 
of these HARDWARE AGE spon- 
sored trains. The Florida Sun- 
beam left from Chicago and 
other western points and the 
Orange Blossom Special from 
Boston, New York and other 
seaboard points. Departures 
from these cities were scheduled 
to permit arrivals on the Satur- 
day and Sunday immediately 
preceding the convention. 











trary opinions heard regarding 
the “averaging of hours” to 
overcome overtime periods and 
urged caution in such matters 
and in all details pertaining to 
wage-hour regulations, advising 
that competent official advice be 
obtained on any disputed point. 
He also mentioned some of the 
seeming inconsistencies in the 
law such as the rules regarding 
overtime payment for atten- 
dance at store meetings—for ex- 
ample, voluntary attendance at 
a meeting by an employee does 
not require overtime wages un- 
less the lines under discussion 
directly concern the employee’s 
daily work. He cited an instance 
of a builders’ hardware meeting 
attended by all members of a 
firm’s staff. Only those in the 
builders’ hardware department 
would have to be paid overtime, 
unless some of them were in the 
exempt class which requires that 
they have the authority to hire 
or fire subordinates, earn more 
than $30 weekly and do not ac- 
tually spend the major part of 
their working hours at the same 
kind of work as their subordi- 
nates. Mr. Witt protested the 
inclusion of wholesalers under 
wage-hour regulations, saying 
that wholesalers could not shut 
down in slack times like a fac- 
tory because their entire activi- 
ties were subject to the whims 
and needs of their dealer-cus- 
tomers. 


Consumer Co-ops 


J. N. Williamson, Nelson 
Hardware Co., Roanoke, Va., 
protested the advantages en- 
joyed by consumer cooperatives, 
such as tax exemption and fa- 
vorable loans through govern- 
ment agencies. He said co-ops 
had grown rapidly in Virginia, 
probably more so there than in 
the rest of the South and said 
that was the probable reason for 
relative indifference of this form 
of competition among wholesal- 
ers outside of that state. 

Other discussions in the 
wholesalers’ sessions dealt with 
organization matters, committee 
reports, etc. 


Now Turn the Pages 


Practically, in full, the ma- 
jor parts of the principal ad- 
dresses delivered at the Palm 
Beach convention are presented 
in the pages immediately fol- 
lowing. 
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A. C. RANKIN 


N the occasion of our Gold- 
en Anniversary convention, 
it may be in order to refer 

briefly to the record of the 
Southern Hardware Jobbers As- 
sociation since it was established 
a half century ago. 

It is not necessary to empha- 
size the fact that the association 
has been of definite, constructive 
value to its members and to the 
hardware industry in general. 
The mere record of 50 years of 
continuous service is, in itself, 
sufficient proof of the fact that 
it has been worthwhile. And it 
may be taken for granted that 
the association long since would 
have passed out of the picture 
had it not been contributing to 
the upbuilding of this business 
in which we are engaged. 

But sometimes we may glance 
only at the record of visible ac- 
tivities over a brief period, over- 
looking the long-range values 
which have accrued oyer the 
many years in which this asso- 
ciation has been operating. And 
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Wholesalers Must Keep “ Step 
With Changing ‘Times 


By A.C. Rankin 





General manager, Teague Hardware Co., Mont- 
gomery, Ala., in his annual address as president 
of the Southern Hardware Jobbers Association, 
calls upon the association to continue in value to 
its members and the hardware trade in general. 
He commended members for realizing the aims of 
the association’s founders in maintaining and 
strengthening the position of the hardware whole- 
saler through the many drastic changes that have 
affected distribution by expanding and improving 
their services to the retail trade. 





sometimes we may be prone to 
think that an association is not 
accomplishing much, merely be- 
cause it may not be emulating 
Don Quixote of old, going forth 
daily to battle the windmills. 


The Founders 


We know, of course, some of 
the purposes which the founders 
of this association must have had 
in mind. They wanted to develop 
friendship, confidence and good 
will among those engaged in the 
same line of trade. They wanted 
to encourage higher standards of 
business ethics. They visualized 
the advantages of meeting to- 
gether to discuss common prob- 
lems and exchange ideas as to 
the development of greater effi- 
ciency and economy in their op- 
erations. And very early in the 
association’s career, even before 
a manufacturer’s organization 
was formed, the policy was 
adopted of inviting manufactur- 
ers to attend the annual conven- 
tions. And from that policy orig- 
inated nearly a half century ago 
have developed our present-day 


joint conventions, which are of 
such very definite value that in 
recent years they have been far 
more largely attended than ever 
before in the history of the as- 
sociation. 

We know that the organization 
values visualized by the founders 
of this association have been 
realized. But is it not possible 
that much more has been accom- 
plished over the long years than 
those pioneers could have antici- 
pated? 

Many drastic changes affecting 
distribution have taken place 
during the period in which the 
association has been functioning. 
Machines have gone far toward 
supplanting man-power, in agri- 
culture as well as industry. Au- 
tomotive development has elimi- 
nated a large part of the busi- 
ness which was so important to 
the hardware jobber of 25 to 50 
years ago. New methods of dis- 
tribution—the chain stores and 
the catalog houses—have been 
developed or greatly expanded 
during the half century. Other 

(Continued on page 102) 








Problems of Yesterday 





HENRY J. ALLISON 


subject. One reason, I 

presume, is because we 
thereby discover that the prob- 
lems with which we are beset, 
from day to day, have to a sur- 
prising degree been the same 
problems which have troubled 
the sons and daughters of Adam 
as far back as the records of 
history go. 

Some years back I ran across 
the minutes of the Southern As- 
sociation meeting at White Sul- 
phur Springs in 1914, and was 
quite amused to find that prob- 
lems which were then occupying 
a good deal of our time had been 
the subject of animated discus- 
sions at this old hardware meet- 
ing. The subject was so intri- 
guing that I was an easy victim 
for the assignment of this topic 
on our program here. Whether 
or not I make it interesting to 
you, I’ve had lots of fun review- 
ing the records of some of the 


FE ISTORY is a fascinating 
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vs. Today 


By H. J. Allison 





President, Glasgow-Allison Co., Charlotte N. C., 
and newly elected president, Southern Hardware 
Jobbers’ Association, looks back into the records 
of previous conventions in the early 1900's and 
whimsically presents to Jobbers’ Tuesday session 
a homely resume of the problems discussed then 
and their close relation to current discussions— 
some serious and others not so serious. 





earliest meetings of our associa- 
tion and re living with a former 
generation the problems of the 
hardware business. 

No minutes or records of the 
association meetings were kept 
prior to June 1900 when the con- 
vention met at Old Point Com- 
fort, Va. But would you have 
imagined that in 1900 anyone in 
addressing the association could 
have truthfully said: “In one of 
our cities there is a grocery 
house that for years has used 
nails and wire for marketing 
their goods. Shall we not then 
use sugar to help sell our hard- 
ware?” And in 1901, they re- 
ported the grocery jobbers as 
selling nails, cutlery, buckets, 
tubs, and tinware. One member 
said: “Every day we are getting 
closer to the groceryman’s profits, 
and we have got to put ourselves 
on the same basis with the gro- 
ceryman.” 


In 1908 


Will it comfort you to know 
that in 1908 the members of this 
association were deeply troubled 
about the price of stove pipe, 


sheet iron heaters, and coal hods. 
Border line and Mississippi Riv- 
er jobbers were selling these 
items at cost. Surely there must 
be money in selling goods at cost 
or they would not still be doing 
it 32 years after this 1908 con- 
vention as they probably were 32 
years before. For some strange 
reason the hardware jobbers at 
that time were having trouble 
with handled hoes, trace chains, 
hames, screen doors and win- 
dows. In commenting on the 
situation, J. D. Moore said: “It 
appears that many of us make 
our prices based altogether on 
what our neighbor does, without 
knowing at all whether or not 
we can afford it.” 

This problem of trying to 
make a profit has long been a 
matter of deep concern to the 
association. A very impressive 
plea was made in 1900 to the job- 
bers to adopt that system of 
figuring cost which our manufac- 
turing friends have long had a 
virtual monopoly on, of including 
the entire overhead expense in 
the cost of goods. Some of the 
members claimed they had had 
very satisfactory results with 
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this system. Probably the manu- 
facturers made them stop it. 
Apparently, the millenium de- 
scended for one brief spell, other- 
wise how could you account for 
this quotation from the 1914 con- 
vention: “Twenty years ago it 
very frequently happened that 
after one jobber had sold a bill 
of hardware the representative 
of another jobber would come 
around and offer a 5 per cent 
lower price if the merchant 
would cancel the order and give 
it to him. While such a thing 
was a common occurrence 20 


years ago, it rarely, if ever, hap- 
pens today, for almost any sales 
manager would fire a salesman 
for doing a thing like that.” I 
say that was in 1914. 

Perhaps you think the chain 
stores originated the idea of 
leaders. But, listen to this in 
1901: “I hope we will all resolve 
that we will do less of this selling 
of leaders at cost in order to at- 
tract business for other lines. If 
we had the proper confidence in 
each other, we would be surprised 
what we .could accomplish. It 
does seem that after 10 years of 
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history we ought to have pro- 
gressed more than we have.” 
Perhaps some of the younger 
men may think the hardware 
business is getting terribly com- 
plicated. Well, you have good 
company. I take pleasure in 
quoting the Methodist bishop of 
the hardware business (none 
other than Charlie Ireland), who 
made the following comment at 
the 1903 convention: “One of 
the greatest troubles I have is to 
keep up with the size of tinware, 
the weight of tacks, and the 
length of trace chains. If a man 


Printed evidence, apropos 
of Mr. Allison’s comments 
regarding early day trade 
evils. Note _ particularly 
these 50-year old discus- 
sions of freight allow- 
ances and direct sales to 
consumers. 


55 





does 
he mean eastern or western, 
American or English, German or 


quotes me trace chains, 


Hindoo? When he quotes No. 2 
axe handles, does he mean there 
are two in the dozen you can use 
and the balance you must take 
your chance on? On his table 
knives, are the handles hung on, 
glued on, or flung on? Is the 
stag on the handles of pocket 
cutlery that which grows on a 
deer’s head or in dear Mr. Ar- 
mour’s bone factory? Does half- 
and-half solder mean that half of 
what he charges me for is his 
profit? Is his pure putty, pure, 


superior pure, or extra superior 
pure? Does anyone wonder that 
hardware men grow grey and old 
instead of rich and retire as other 
men?” 

If you think you have trans- 
portation troubles, listen to this. 
‘My house had a shipment which 
left Louisville, Ky., via Southern 
Railway, on March 6, and reached 
Richmond on April 19, 44 days 
for 650 miles, a rate of 15 miles 
per day. These, gentlemen, are 
the conditions which exist in our 
country today and they are ac- 
tual facts.” 

However, some subjects do die 
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or are killed as dead as a dodo. 
Some of you older members will 
remember the National One Cent 
Letter Postage Association. How 
long a life this old subject had, 
I cannot be sure but it was still 
going strong in my day. I ran 
across one speech which took up 
20 to 25 pages on that one sub- 
ject. 

In 1907, a lot of time was given 
to the consideration of a uni- 
form, standard, loose leaf catalog 
and after much consideration 
the committee came to this con- 
clusion: “About the only feature 
of cooperation we can find is a 


More printed evidence, 
apropos of Mr. Allison’s 
comments on early day 
trade evils. Note par- 
ticularly comments on 
“Department Stores” and 
remember that this was 
published 50 years ago. 
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Ike Fearn, American Thermos Bottle Co., “holes out” as Clem Clardy, Ray-O-Vac Co., 
calls for “quiet,” and Howard Hart and C. W. Harris, Galena Oil Corp., thoughtfully watch 





the proceedings. Taken during the Palm Beach Convention golf games by Jerry De Santis 


uniform loose leaf binder and a 
publisher.” 

Some of you may have had 
trouble with foreign competition. 
Well, I traced that to its source. 
In 1900, a manufacturer in ad 
dressing the Southern Hardware 
Jobbers said: “I have a customer 
in a progressive Southern city 
who is selling goods from Texas 
to Virginia. My experience has 
been that the further you travel 
from home, the more goods you 
ean sell.” Just think how much 
trouble could have been elim- 
inated if that manufacturer could 
have been handled by the Ku 
Klux Klan. 

I can prove to you that asso- 
ciations do accomplish things, 
for I found one evil which has 
been completely exterminated. I 
quote from the very fluent. secre- 
tary in 1907: “Your ability to 
transact business with a man is 
considerably augmented when 
you know him personally, know 
his characteristics and tempera- 
ment, know whether or not he is 
afflicted with ‘strabismus’.”’ Nev- 
er having known anyone who had 
strabismus, I went to the dic- 
tionary about it and, gentlemen, 
you can put it down as a positive 
fact that the Southern Hardware 
Jobbers Association has _posi- 
tively eliminated “strabismus” 
from the wholesale hardware 
business, for it is no longer even 
in the dictionary. 

If manufacturers don’t think 
as highly of us jobbers as they 
should, perhaps we have not been 
living right in recent years, be- 
cause there was a time when 
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they really thought we were 
“tops.” I quote: “It is because 
of the great service you jobbers 
have rendered in prolonging our 
lives and making them more 
peaceful and joyous that I feel 
justified in saying in the name of 
all manufacturers and _ their 
families that we are under great 
and lasting obligations to you.” 
How is this for a hot line from 
1900?—“‘In fact there are very 
few of these old time Southern 
merchants in business today. 
They have been succeeded by a 
younger generation of bright 
business men, full of energy and 
push, well posted, fully compe- 


tent to buy yoods, always al 
minimum prices. I know of no 
brighter and better business men 
today than the Southern Hard- 
ware Jobbers.” Well, if you ever 
get hooked with that piece of 
bait, just remember it is already 
at least 40 years old. 

Of course, the seller has to say 
nice things about the buyer but 
the buyer can say exactly what 
he thinks about the seller, and 
some of them used to think out 
loud. For instance, the executive 
committee, in reporting to the 
convention in June 1907, made 
this pointed recommendation: 

(Continued on page 103) 
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Gradual Business Improvement 





Foreseen Within Next Iwo 
or [Three Months 





H. B. WILSON 


INCE 1902 we have been 
meeting each year with our 


friends of the Southern 
Hardware Jobbers Association 
and this meeting of 1940 marks, 
as you all know, a special occa- 
sion, in that it is the Golden 
Jubilee Anniversary of the 
Southern Association. 

So, before addressing any re- 
marks to you on other subjects 
I want to put the American 
Hardware Manufacturers Asso- 
ciation on record as offering 
hearty congratulations to our 
friends of the South in attain- 
ing such a healthy age; on the 
fact that they are the oldest 
organization of their kind in 
the American hardware indus- 
try, and further, that there is 
plenty of evidence that they are 
really 50 years “young.” We 


couple with our congratulations 
the hope that 50 years from now 
our two associations may still be 
in the same happy enjoyment of 
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Mathias Klein & Sons, Chicago, IIl., in his address 
as president of the American Hardware Manufac- 
turers Association, Tuesday morning, says a 
gradual improvement in general business condi- 
tions should assert itself within the next two or 
three months. Would educate employees as to 
what system of Free Enterprise is. Urges support 
of American Tariff League. Pays tribute to Job- 
bers Association and traces its history and that 
of Manufacturers Association. 





one another as we are today. 

Whatever changes may come 
in the meantime—and there may 
be many—whatever adjustments 
may necessarily be made, we 
hope none may lead to any dimi- 
nution of the friendship and co- 
operation and mutual good will 
between the distributors and 
manufacturers of hardware 
which in 1940 mean so much to 
our splendid industry, and to us 
as members of it. 


Conditions 


At this meeting your presi- 
dent is usually expected to make 
some attempt to report on the 
“state of the industry.” Were 
we concerned with the compli- 
cated domestic situation only, 
this would be difficult enough. 
But with the European situation 
and the situation in the Orient 
as further complications, the 
task becomes well nigh impos- 





sible. Students and professors 
of economics, politics and finance 
differ widely in their views. For 
a mere business man to go on 
record is probably to risk the 
retort “Fools step in where 
Brain Trusters fear to tread.” 

First, it seems likely that the 
recent precipitous decline in 
business has about come to an 
end. A _ gradual improvement 
should assert itself within the 
next two or three months. The 
export figures for January indi- 
cate that month was the largest 
since 1929. A favorable sign is 
that export shipments have not 
“ballooned” as they might -have 
done under the stimulus of war 
demands. 

The steel industry, with the 
improvement in activity of the 
automobile business, is of course 
itself improving, as are the nu- 
merous other industries depend- 
ing largely on the automobile 
trade. There are great hopes for 
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building increases, which in 
turn will affect dozens of con- 
tributory businesses. Those of 
us who have tried to purchase 
machine tools over the past six 
months or more are pretty sure 
to know that this industry is be- 
ing worked to capacity. 

Even though a “presidential 
year,” 1940 at this time seems 
to offer encouragement. If no 
major unfavorable developments 
occur later on to slow up the 
natural forward movement of 
business we may have a better 
year than 1939, if perhaps not 
as good as 1937. 

Let us hope that America may 
realize that her problems at 
home are many and that our do- 
mestic “wars” that have been 
running the past several years 
should be settled and peace 
terms agreed on. What domes- 
tic “wars’? Well, the first is 
perhaps, government versus 
business; then class versus 
class; agricultural versus. ur- 
ban industry—plenty of others 
you can think of—only such set- 
tlements can put the country 
back on a sound and productive 
basis. 

As to the wisdom of the gold 
and silver purchase policy of the 
government, we may in all char 
ity refrain from comment. It 
has not proven successful and 
has not brought about the bene- 
ficial results that were so confi- 
dently expected. 

There is now before Congress 
a bill to put an end to further 
purehase of foreign silver, indi- 
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(Photo by Jerry De Santis) 





Herb P. Ladds, National Screw & Mfg. Co., looks on as his oppo- 
nent, during a convention golf game, tries to get out of the sand trap. 


cating that at least some of our 
legislators appreciate the futil- 
ity of the plan so far as foreign 
purchases are concerned. If this 
bill becomes law it will be a 
move towards a saner plan than 
trying to raise the market on 
silver to $1.29 per ounce, when 
in spite of an accumulation of 
nearly $1,000,000,000 worth of 
the white metal, it is still selling 
at about 35 cents an ounce. 
Fortunately, American busi- 
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ness is concerning itself actively, 
and as never before, in problems 
of the day—we are fortunate, 
and may well be gratified that 
one of our own members, W. 
Gibson Carey, Jr., president, 
of Yale & Towne Mfg. Co., is 
leading the United States Cham- 
ber of Commerce. H. W. Prentiss, 
Jr., president, Armstrong Cork 
Co., also is no stranger and has 
addressed us at our gatherings 
—there could be no better man 
to head up the National Associa- 
tion of Manufacturers. Such 
men give unselfishly and abun- 
dantly of their time. We all 
profit from their labors. They 
deserve and should have the 
wholehearted support of every 
member in our association. We 
must have teamwork to gain suc- 
cess in our efforts to improve 
conditions in general. We must 
be unselfish enough to forget our 
own particular little ends, at 
least for the time being. Most 
of us believe the future well be- 
ing of the Republic depends 
upon the survival of our free 
enterprise system. What are we 
doing to make sure that it does 
survive? 

Well, there is some encourage- 
ment in the investigation of the 
actions of our friends “The 
Labor Board” and the onera- 
tions of the Wagner Law. I am 
confident that the one-sided un 
fairness so glaringly displayed 
in many decisions of the board 
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is due to end. The excesses have 
aroused resentment in employee 
and employer alike. I am confi- 
dent that the best labor repre- 
sentatives want a square deal 
and no more. The coddling 


methods of the board are far 


more dangerous to labor than to 
capital, however irritating they 
may have been to the latter. In- 
telligent labor leaders know this 
full well. 

Leti us do our part to educate 
our employees, our friends, as to 
what this system of free enter- 
prise is; what it has done for 
America and what it can do for 
America in the future. 

On the question of our protec- 
tive tariff system—that system 
under which has been built up in 
the United States, a standard of 
living never before equalled in 
the history of the world. Do 
we believe in it? Do we want it 
to continue? Well, what are we 
doing about it? 

How many of us realize that 
under our present “trade agree- 
ment” program, over 1000 (one 
thousand) rates of duty have 
been reduced. 


After the War 


When fighting in Europe ends, 
we shail have to face the certain 
depreciation of European cur- 
rencies, and their tremendous 
drop in value expressed in terms 
of the dollar. Foreign nations 
turning from war to production 
will fight desperately for the 
great market, the American mar- 
ket. 

True, most trade agreements 
can be terminated on short no- 
tice if the rate of exchange be- 
tween the foreign currency of 
any “Agreement Country” and 
the United States varies so as to 
“prejudice: the industry or com- 
merce of the United States.”’ But 
it is illuminating to note that no 
move has been made so far to 
terminate any agreement for 
this reason. 

Between the effective dates of 
the agreements and Nov. 30, 
1939, the following currency de- 
preciations have occurred: 
France, 66 per cent; Belgium, 29 
per cent; Switzerland, 31 per 
cent; Holland, 22 per cent; 
United Kingdom, 17 per cent- 
(now much further “off’) and 
Sweden, 6 per cent. 

Well, what about all this? How 
many of us have even gone so far 
as to become members of the 
American Tariff League? Yet, 
our industry is well represented 
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on the board of managers by G. 
B. Durell, American Fork & Hoe 
Co., and Camille L. Gairoard, of 
Kraeuter & Co., Inc., and J. Wiss 
& Sons. They are giving their 
time for all of us as well as them- 
selves—let us all give them our 
support and appreciation. 

Let us now pass on to a sub- 
ject more historical and I’m sure 
more happy. Half a century ago 
the leading wholesalers of hard- 
ware and kindred lines operating 
in the 14 southern and south- 


western states met together and 
inaugurated the Southern Hard- 
ware Jobbers Association and 
initiated the custom of annual 
meetings or conventions held in 
the spring of the year. To them 
belongs the honor of pioneering 
the mutually helpful meetings 
for which the hardware industry 
holds an enviable record in this 
country. 

Four years later, The National 
Hardware Association of the 
United States (to be known sub- 
(Continued on page 62) 





Merchandising to Meet 


Competition 


UL NDER the title ‘“Merchan- 
dising to Meet Competi- 
tion,” Walter W. Rector, mer- 
chandising director, American 
Fork & Hoe Co., Cleveland, Ohio, 
delivered an outstanding and in- 
spiring talk before the jobbers’ 
Tuesday session. With his wide 
background of experience both 
in the wholesale hardware and 
mail order field, Mr. Rector’s 
comments were authoritative and 
highly interesting. 

He brought a new hope to in- 
dependent wholesalers, outlining 
many of their natural advantages 
in the competitive picture. He 
said that if you stop competition 
you stop progress and the profit 
system; that manufacturers have 
made widespread and acknowl- 
edged progress in production im- 
provements but that distribution 
methods had not kept pace. As a 
parallel to the competitive situa- 





WALTER W. RECTOR 


tion faced by hardware dealers 
he mentioned that hotels do not 
try to meet cafeteria prices or 
coffee shop prices in their main 
dining rooms but depend upon a 
better and improved type of ser- 
vice to justify a higher price and 
that a proper improved service 
by independent dealers could 
command a better price than the 
more restricted services available 
from chains, etc. As evidence 
that people will pay more for 
better service, he cited the his- 
tory of the mail order firms who 
realized that most consumers 
wanted more and better service 
than could be supplied via the 
mail order route and thus they 
established their retail stores 
with admittedly higher prices 
for the definitely better and more 
desirable services. He said they 
knew they could do this better 
through retail stores and that 
independent dealers can go a step 
further and do a still better ser- 
vice job. 

The chains do better than in- 
dependents, he continued, in the 
selection of goods; plus their 
system of inventory control; 
their displays and the way they 
price their goods. Independents, 
he said, are too prone to try to 
offset low margins on _ traffic 
building goods by pyramiding 
margins on other goods which 
defeats the whole purpose of 
special price lures and encour- 
ages the belief that independents 
are too high-priced on all goods, 
which, he said, is of course not 
true. 
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These Big Fish Didn’t Get Away 
From These Hardware Anglers! 


iS ~ yf INLET DOCK 
; PALM BEACH FLA. 


INLET DOCK 
PALM BEACH FLA. 





(Photos by C. FE. Landes, West Palm Beach, Fla.) 


Here are a few of the successful catches made by hardware men during the Palm Beach convention. Upper 
left is Walter M. Bonham, C. M. McClung & Co., Knoxville, Tenn. Upper right, John K. Dyer, Doherty 
Hardware Co., Baton Rouge, La.; J. T. Conger, Monroe Hardware, Monroe, La., and Clyde Wells and Bob 
Rothrock, Remington Arms Co., Inc., Bridgeport, Conn. This group was one of several fishing parties spon- 
sored by Remington Arms Co., Inc. Lower left is a picture entitled, “We caught a shark,” meaning that 
Howard Mull, Warren Tool Corp., Warren, Ohio, and Sheff Clark, Sheffield Clark & Co., Nashville, Tenn., 
caught this fellow jointly, proving, says Sheff, that a manufacturer can get proper cooperation from a manu- 
facturers’ agent if he has the right line. Lower right, Palmer Leeper, Western Windmill Co., Sweetwater, 
Texas; Geo. S. Case, Jr.. Lamson & Sessions Co., Cleveland, Ohio, and W. W. French and J. M. G. Parker, 
Moore-Handley Hardware Co., Birmingham, Ala. 
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H. B. Wilson’s Address 
(Continued from page 60) 


sequently as the National Whole- 
sale Hardware Association), 
came into being. It embraced 
wholesalers from every part of 
the country, among its members 
being many who were already 
members of the Southern asso- 
ciation. The annual meetings of 
the National Association were 
set for the fall. All this hap- 
pened in the early part of the 
Cleveland administration, when 
the country-wide prosperity of 
the railroad building period was 
fading, to be finally eclipsed by 
the “silver campaign” panic. 

But what were the manufac- 
turers doing? These meetings 
of their customers—the whole- 
salers—naturally began to at- 
tract their attention. The oppor- 
tunities afforded for valuable 
trade contacts were obvious, so 
that for several years there was 
an unorganized and informal at- 
tendance by many of the manu- 
facturers and their representa- 
tives at the annual gatherings of 
the two wholesaler associations. 

A group of manufacturers re- 
alized the logical necessity and 
potential value of an organiza- 
tion of their own. Accordingly, 
in October, 1901, during the 
seventh annual conveutliun of the 
National Hardware Association, 
held at the Hollenden Hotel, 
Cleveland, Ohio, the American 
Hardware Manufacturers Asso- 
ciation accomplished its formal 
organization with the following 
general objectives: 1. To promote 
cordial relations with distribu- 
tors and among manufacturers. 
2. By legitimate cooperation to 
assist in the solution of common 
trade problems. 3. To devote its 
influence and activities toward 
improvement of ethics and mer- 
chandising methods in the hard- 
ware field. 

The first officers and commit- 
tee members, all of whom were 
present at the organization 
meeting were: President, Fay- 
ette R. Plumb, Fayette R. Plumb, 
Inc., Philadelphia, Pa.;  vice- 
presidents, Samuel M. Nicholson, 
Nicholson File Co., Providence, 
R. I.; C. S. Van Wagoner, The 
Van Wagoner Co., Cleveland, 
Ohio; F. S. Kretsinger, Iowa 
Farming Tool Co., Ft. Madison, 
Ia., and secretary-treasurer, F. 
D. Mitchell, Standard Chain Co., 
Pittsburgh, Pa. 

Members of the executive com- 
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mittee were: Robert Garland, 
chairman, Standard Chain Co., 
Pittsburgh, Pa.; Henry B. Lup- 
ton, Oliver Iron & Steel Co., 
Pittsburgh, Pa.; N. A. Gladding, 
E. C. Atkins & Co., Indianapolis, 
Ind.; W. S. McKinney, McKin- 
ney Mfg. Co., Allegheny, Pa.; 
Samuel Disston, Henry Disston 
& Sons, Inc., Philadelphia, Pa.; 
C. E. Adams, Cleveland Hard- 
ware Co., Cleveland, Ohio; James 
P. Kelly, Kelly Axe Mfg. Co., 
Alexandria, Ind., and J. C. Birge, 
St. Louis Shovel Co., St. Louis, 
Mo. 

At the organization meeting 
applications for membership 








facturing companies. Of these, 
60 were formally enrolled as 
members, and an additional 86 
companies were added to the 
roster prior to the second con- 
vention of the organization, held 
jointly with the Southern Hard- 
ware Jobbers Association at At- 
lantic City in June, 1902. It is 
a significant fact that of the 60 
charter members of the Amer- 
ican Hardware Manufacturers 
Association, 36 companies, or 
their successors—60 per cent— 
still are active members. This 
record, after 40 years, is elo- 
(Continued on page 136) 





Mobile, Ala. 
Tenn. 


andria, La 


* Newly elected 





OFFICERS ELECTED AT PALM BEACH, FLA. 
by the 
SOUTHERN HARDWARE JOBBERS ASS'N. 
Thursday, April 11, 1940 
President 
Henry J. Allison, Glasgow-Allison Co., Charlotte, N. C. 
First Vice President 


Wm. W. French, Moore-Handley Hardware Co., 
Birmingham, Ala. 


Second Vice-President 
W. A. Parker, Beck & Gregg Hardware Co., Atlanta, Ga. 
Executive Committee 


A. C. Rankin, Teague Hardware Co., Montgomery, Ala. 
Wm. M. Parrish, Keith-Simmons Co., Inc., Nashville, Tenn. 
Claiborne R. Watkins, Watkins-Cottrell Co., Richmond, Va. 
R. R. Witt, Builders’ Supply Co., San Antonio, Texas. 
*Edmund Orgill, Orgill Bros. Co., Memphis, Tenn. 
*T. H. Stauffer, Stauffer, Eshleman & Co., New Orleans, La. 


Advisory Board 


John Donnan, Richmond, Va. 
Mark Lyons, McGowin-Lyons Hdwe. & Supply Co., 


L. M. Stratton, Stratton-Warren Hardware Co., Memphis, 
J. L. Pitts, Brown-Roberts Hardware & Supply Co., Alex- 


Walter M. Bonham, C. M. McClung & Co., Knoxville, Tenn. 
Robt. H. Baker, Fones Bros. Hardware Co., Little Rock, Ark 
A. C. Rankin, Teague Hardware Co., Montgomery, Ala. 


Secretary 
T. W. McAllister, Southern Hardware, Atlanta, Ga. 
Treasurer 
H. B. Horsey, Sharp-Horsey Hdwe. Co., Atlanta, Ga. 
Sergeant-at-Arms 
R. P. Boyd, Knoxville, Tenn. 
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A MESSAGE TO 
MEN WHO HAVE SONS 





(" 1M . 


(This message is one of several, 
addressed to millions of Ameri- 
can fathers, and included as a 
separate panel in Remington’s 
advertising. Have you seen it? 
What do you think of it? We'd 
like to know.) 
a *£ & 


What boy doesn’t want a 
gun? Didn’t you when you 
were your son’s age? It’s 
part of every boy’s natural 
love of the outdoors. And 
sooner or later, your boy will 
handle a gun or be around 
other boys who are handling 
one. 

Let him learn now how to 
use a gun safely and skill- 
fully. Boys want to do 
things the right way—they 
ask only to be shown the 
right way. Teach your boys 
to shoot—it’s a self-reliant, 
typically American sport! 

It’s important, too, that 
the first gun a young man 
owns be a safe, well-made 
arm like the Remington Tar- 
getmaster. Every part of 
this gun — the automatic 
safety, safety firing indica- 
tor, type of sights and gen- 
eral construction — makes it 
desirable for sensible shoot- 
ing instruction. See it at 
your dealer’s. 











Something to Think About 


Once, many years ago, we ran a Christ- 
mas ad saying, “‘You give the great out- 
doors, when you give a gun.” 

We like to feel that every gun and every 
box of ammunition we make contributes 
to someone’s enjoyment of woods and 


fields. 


But there’s no fun in shooting ammuni- 
tion that’s not accurate, and powerful, 
That’s one reason why 
we’ve always been so proud of Klean- 
bore ammunition. We know that every 
box of Kleanbore .22’s will add to the 
day’s pleasure—will give added enjoy- 
ment in the satisfaction of the shooter 
in his equipment. 


Naturally we’re proud that Kleanbore 
.22’s are the leading brand. But we get 
our greatest satisfaction thinking of 
the youngster whose prized rifle gives 
him enduring pleasure, because the 
barrel is protected against rust and 
corrosion by Kleanbore ammunition. 
We know you like to sell that kind of 


and reliable. 


product, too. 


A Remington Dealer Letter with a timely message for you 4 
will appear on this page—in each issue. WATCH FOR IT! 


500,000 ROUNDS AND 
NEVER BEEN CLEANED! 


How many _ times 
have shooters asked 
/ you, “Does Kleanbore 
priming really keep 
a gun barrel from 
rusting?” We hope 
you’ve answered, 
“Yes, Sir!” because 
we can prove it does! 
At left is a Rem- 
ington autoloading 
rifle. You recognize 
it, of course, because 
you’ve probably sold a 
lot just like it. Over 
a considerable period 
of years, over half a 
million Kleanbore 
.22’s have been fired 
in this particular 
rifle. And we never 
have cleaned it — not 
even once! Today, 
the barrel is as bright 
as new, with accu- 
racy unimpaired. 
What’s more; 
Kleanbore priming 
zives dependable igni- 
tion. ‘“Kleanbore” 
.22’s have been put through 
“torture tests” .. . subject- 
ed to extremes of tempera- 
ture and humidity .. . and 
still functioned perfectly. 
— - +s . 


WE'VE GOT AN OIL 

FOR GUNS AND REELS 

THAT REALLY BEATS 
EVERYTHING ! 


We believe that “Rem Oil” 
is a good light utility oil 
even without Du Pont E. P. 
lubricant. But when we 

















THE CUSTOMER IS ALWAYS RIGHT 
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| ..AND 10¢ 
WORTH OF 
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“*Kleanbore’’, ‘“Targetmaster’’, 
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LETS GO! 
WE HAVENT 
GOT ALL DAY 























“Blue Rock’’, and ‘‘Rem Oil’? are Reg. U 





OPEN SEASON | 


| For hand traps and targets 


| Why don’t you get out in the 
| field somewhere and toss out 
| some Blue Rock targets with 
a Remington hand trap? 
| Then you'll understand why 
| we keep harping on these 
|summer profit-makers. Be- 
| cause you’ll find it’s a pile of 
|fun. It provides a perfect 
| vacation sport. And there’s | 
| no finer way to get the “feel” | 
|'of a new gun or to tune up 
for the game season. 





lits new eye- 


found out how this ingred- 
ient made “Rem Oil” spread 
more evenly and adhere more 
tenaciously, we knew we had 
something really special. 
“Rem Oil” lubricates, pre- 
vents rust, cleans and pol- 
ishes, and is especially good 
for guns, rods and reels. In- 
cidentally, this is a good sea- 
son for it. 
Dealers have 
found that 
“Rem GH" 
sells fast from 


eatching dis - 
play _ carton. 
Why not try 
it on your 
counter ? 





S. Pat. Off. by Remington Arms Company. Inc., Bridgeport, Conn 
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DR. A. L. FAUBEL 


N calling this discussion “A 
Look at the Outlook” I mean 
only to give you my ideas on 

what I see ahead for us as the 
results of certain developments 
of the last eight years and a 
number of the most obvious 
trends already formed. 

First, we have a new, or at 
least a drastically different, 
legal-economic attitude on the 
part of our courts especially evi- 
dent in the decisions of our 
higher and highest courts. And 
mark you this: this new-found 
attitude of the courts goes back 
beyond the change in the person- 
nel of our highest court which 
has been accomplished in the last 
two years. It stands out like a 
house afire in the Supreme 
Court’s decision in 1934 invali- 
dating the gold clause. 

This decision, in my opinion, 
turned entirely on the question 
of economic policy (economic ex- 
pediency is really a more accu- 
rate term) and so have all too 
many decisions by the Court dur- 
ing the past five years. I can 
make no attempt here to discuss 
the wisdom or the dangers in this 
change. Instead I shall simply 
point out to you that an impor- 
tant feature of the outlook in 
this country is that the tradi- 
tional legal safeguards which we 
in business and industry have 
had in our courts have changed 
radically during the last five 
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A Look at the Outlook 


By Dr. Arthur L. Faubel 





Secretary, Cork Institute of America, New York, 
N. Y., tells Tuesday morning session that govern- 
ment and power have been concentrated in Wash- 
ington and it is a big factor in the outlook today. 
Expresses uncertainty for improvement in dis- 
tribution of relief and reduction of monstrous 
bureaucracy now in existence. 





years from what we have always 
understood them to be. And this 
change is here to stay at least for 
some time to come. 

The second change to which I 
shall refer is the thing that Mr. 
Wendell L. Willkie had in mind 
when he said recently that big 
business in this country has been 
replaced by big government. And 
as I look at the outlook, big gov- 


ernment is here to stay. Until 
Mr. Willkie described this devel- 
opment in more striking terms, it 
was referred to as the increasing 
concentration of government and 
power in Washington. The be- 
ginnings of this concentration 
can be traced back well beyond 
1932, but let us look only at what 
has happened during the last six 
or eight years, and how it has 
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MARK LYONS LESLIE M. ROBERT H.BAKER 

McGowin-Lyons STRATTON Fones Bros., Hdwe. 

Hdwe. & Suppy Co., Stratton-Warren Co., Little Rock, Ark. 
Mobile, Ala. Hdwe. Co., 


Memphis, Tenn. 


Mr. Lyons is president of the National Wholesale Hardware Association 

and brought from that body a special message of good will, paying high 

tribute to the Southern Hardware Jobbers’ Association. This interesting 
document is reproduced, in this issue, on page 107. 
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TRU-TEST 


A formula that spells Success 
for the INDEPENDENT Hardware Dealer 


@ Into the world of Hard- tossed their hats in the ring 
ware Merchandising has and “kept abreast” it has 
crept an influence so power- meant ever increasing turn- 
ful that it has completely over, volume and profits. 
changed the sales and distribution prac- To those dealers who are still in there 
tices of the industry. That influence is pitching, Tru-Test Marketing and Mer- 
the Chain and Syndicate Store. To some chandising Corp. offers a constructive 
Independent Hardware Dealers this new help — offers a success formula that is 
“competition” has spelled finis—to bringing profits to Retail Hardware 
others who have accepted the challenge, Dealers all over the continent. 


TRU-TEST Merchandise and Merchandising 


Boiling it all down into a few words, Tru-Test Distributors 

are offering Hardware Dealers quality merchandise — 

merchandise that can be sold with assurance of customer 
satisfaction—merchandise that can be sold to meet com- 
petition and still show a satisfactory profit. And together 
with such merchandise, Tru-Test Distributors offer point of 
sale plans and promotion materials that will move this 
merchandise off the dealers’ shelves. Tru-Test Service 
means “Plus Profit.” 


FOR FURTHER INFORMATION 
SEE YOUR TRU-TEST DISTRIBUTOR 
OR WRITE DIRECT 


TRU-TEST MARKETING 
ani MERCHANDISING CORP. 


MERCHANDISE MART CHICAGO, ILLINOIS 


MAY 2, 1940 











Leslie M. Stratton, Stratton-Warren Hardware Co., Memphis, Tenn., 
went fishing with Col. W. F. Siegmund, Western Cartridge Co., East 
Alton, IIll., during the convention—and this is what happened. Col. Sieg- 
mund, shown in these photos, hooked this trunk-back sea turtle or sea 
monster, harpooned him, shot him and hauled him to shore, all in a 
very rough sea. It weighed over 1,000 lbs. and furnished a truck load 
of meat and a hogshead of turtle eggs. These pictures give a graphic 
idea of the size of this turtle compared to a man. 


happened—our Constitution to 
the contrary notwithstanding. 

A consideration of the funda- 
mental change that has occurred 
must begin with a recognition of 
the fact that the improvements 
in our systems of transportation 
and communication, unforeseen 
and undreamed of when the Con- 
stitution was adopted 150 years 
ago, have made this country a 
single economic unit and have 
eliminated the barriers of space 
and time which effectively sep- 
arated our people as economic 
groups in 1789. At the end of the 
Eighteenth Century business 
competition was so localized it 
seldom extended over the area of 
a single state. Today it is na- 
tion-wide. 

Such a change, of necessity, 
called for a change in the funda- 
mental law of this country estab- 
lished for both the protection and 
the control of business. But the 
change in a really significant de- 
gree was not forthcoming. The 
issue turned largely around the 
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commerce clause of the Constitu- 
tion written and accepted for the 
economic system of this country 
at the end of the Eighteenth 
Century. In case after case 
whenever the commerce clause 
came up the discussion became 
inextricably involved with a po- 
litico - economic argument on 
states’ rights and the powers that 
were delegated to the Federal 
Government and those reserved 
for the states. And then some 
seven years ago a very signifi- 
cant thing occurred. 


States Failed 


The states, so jealous of their 
rights and powers over the eco- 
nomic affairs of their people, fell 
down miserably in meeting the 
problems of relief, unemploy- 
ment and predatory business tac- 
tics which the economic collapse 
piled in on them. And what did 
these proud and jealous states 
do? They turned to Washington 
for help. The governors as the 
elected heads of the individual 


states singly and in groups called 
on Washington for relief in order 
to prevent starvation and ruin 
in communities within the states. 
The states, in other words, liter- 
ally sold their political birth- 
rights for a mess of economic 
porridge. 

And what did Washington do? 
Washington paid. It was now 
1933, and there were those in 
Washington who saw the oppor- 
tunity and they poured economic 
help and relief into the states di- 
rectly and by means of all the 
letters in the alphabet except, I 
think, Q and Z. And they have 
done this for seven years, striv- 
ing at the same time to get con- 
trol over the business, industrial 
and financial institutions of this 
country the collapse of which in 
1929 caused the crisis. 


A Big Factor 


The Federal Government in 
other words, began to carry the 
load, and to those in power it 
seemed only reasonable that, car- 
rying the load, they should have 
control. They set out to get it 
and I need not go further into 
the extent to which they have 
succeeded. All this I think it is 
only fair to say and because this 
has happened in the way it has 
happened and to the extent that it 
has happened, I say to you big 
government—centralized power 
in Washington—is a big factor 
in the outlook confronting us. 
Mark you that this need not 
necessarily be wholly an evil. On 
the contrary, it can be an advan- 
tage and an improvement de- 
pending entirely upon whether or 
not the people of this country 
recognize that citizenship in- 
volves certain duties and respon- 
sibilities as well as certain rights, 
privileges and the pursuit of 
happiness. 

Third. We have a public debt 
in this country today of over 
$60,000,000,000. Of this astro- 
nomical total $42,000,000,000 rep- 
resents the outstanding indebt- 
edness of the Federal Govern- 
ment and about $19,000,000,000 
(as of 1938) is the the total of 
the state and local debt.. 

Now, there are several things 
we can do with this debt. Be- 
cause there is every indication 
that we shall do so, I shall say 
first that we can increase it and 
thereby increase our chances of 
inflation, national bankruptcy 
and repudiation. Or we might 
attempt to freeze our public debt 
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at approximately its present size, 
retund it periodically and pay the 
carrying charges on it in per- 
petuity. But stagnation in fi- 
nance is generally regarded as a 
sign of weakness and not very 
far removed from failure. Fur- 
ther, this plan might easily lead 
to ruinous difficulties in the event 
that a national emergency made 
increased borrowing absolutely 
necessary. 

Two alternatives remain. Re- 
pudiation or pay it off—reduce 
it. Our own record as to repudi- 
ation is not as unblemished as | 
wish it were, but I nevertheless 
believe (as of today) that we will 
not resort to this lowest form of 
governmental dishonesty. In say- 
ing this I am not overlooking the 
fact that certain features of our 
present financial policy border on 
the unsound. But assuming that 
we won’t repudiate, that we will 
reduce our national debt, what 
does this mean to the outlook? 
It must mean first of all a reduc- 
tion in Government spending so 
that the Government lives with- 
in its income and with a balance 
to spare for it is this balance and 
it alone which will make debt re- 
duction possible. 

But obviously this is only half 


(Continued on page 126) 





The Entertainment Program 
at Palm Beach 


MOST enjoyable part of the 

Golden Anniversary  pro- 
gram was the several entertain- 
ment features arranged for both 
the hardware men and their 
ladies during their stay at Palm 
Beach, Fla. On Sunday, April 7, 
for the benefit of early arrivals 
on the scene of the convention a 
special afternoon concert was 
given at the Palm Beach-Bilt- 
more Hotel. At the conclusion 
of the first session, Monday eve- 
ning, the convention party, 
danced in the Biltmore Grill and 
Cascades Lounge. This was an 
informal get-together. 

The first of the features ar- 
ranged for specially for the la- 
dies was a visit to the Sun and 
Surf Club, Tuesday afternoon 
where they witnessed a water 
carnival that included swimming 
and diving exhibitions, and a pro- 
fessional tennis match. Musical 
entertainment was provided by a 
strolling ensemble and refresh- 
ments were served during the 
course of the afternoon. That 


evening the Biltmore Gardens 
was the scene of a gay carnival 
with dancing to the music of the 
“Gay Nineties” and pauses for 
entertainment by professionals. 
Sport ruled Wednesday after- 
noon for the hardware men with 
a golf tournament at the Palm 
Beach Country Club while the 
ladies were sightseeing about 
Palm Beach. Their tour included 
visits to some of the magnificent 
private estates in aerocars 
which, incidentally, furnished 
the chief means of transporta- 
tion throughout the convention. 
A formal reception and ball 
Wednesday evening concluded 
the planned program of enter- 
tainment. However, during the 
convention there were such en- 
tertaining features as the semi- 
annual dinner of the X Club at 
the Biltmore, the annual meeting 
of the Southern Old Guard and 
that group’s annual dinner and 
also a reception by the Old 
Guard in honor of the Southern 
Hardware Jobbers Association. 


Groups of hardware folks enjoying 
the Palm Beach Convention enter- 
tainment feature Wednesday eve- 
ning in the patio of the Biltmore 


Hotel. 





Our Faith m the American Way 


By William D. Anderson 





WILLIAM D. ANDERSON 


.7 OUR orvanizations—the 
one national, the other re- 
gional—jointly celebrate 


today the Golden Anniversary of 


the Southern Hardware Jobbers 
Association. Running it a close 
second in point of age and ser- 
vice, is the American Hardware 
Manufacturers Association, 
which is 40 years old today. The 
occasion suggests that we can 
appropriately consider the amaz- 
ing changes which that brief pe- 
riod has witnessed in our own 
country and in the life of the 
world. 

Time and space have been con- 
tracted with such rapidity that 
it is relevant to speak of world 
changes rather than mere do- 
mestic progress; for no discovery 
of science, no advance in the 
arts, no radical, political or so- 
cial change, wherever it may oc- 
cur, leaves the rest of mankind 
unaffected by the example or the 
precedent. 

In making a hasty survey, I 
have become intensely interested 
in finding out what has occurred 
during these 50 years about 
which we are thinking today. 
The period has been epochal. 
But in no section of our great 
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President of the Bibb Mfg. Co., Macon, Ga., and 
director, National Association of Manufacturers, 
at Wednesday morning’s joint session, says we 
have no reason to fear our abundance, but that we 
have every reason to fear the development of 
forms of public policy that discourage saving, in- 
vestment and enterprise and to fear those who 
erect barriers to progress instead of removing the 
shackles of hobbling regulation and taxation that 
are obstructing the march of American prosperity. 
He urged that we demonstrate our faith in the 
American way by resolving to preserve the sacred- 
ness of the individual and perpetuate the Ameri- 
can system of free enterprise and so save this 
nation from destruction. 





country has more cof interest 
happened than here in the South, 
and in no other part of the nation 
has more remarkable progress 
been made in all matters that 
contribute to the ongoing of civ- 
ilization and the enrichment of 
the lives of men and women. 

In these 50 years our popula- 
tion in the South has been almost 
doubled. The deposits in our 
banks have grown from almost 
nothing to a total of more than 
814 billions of dollars, represent- 
ing almost 1/7 of the total bank 
deposits of the nation. Our bank 
clearings have been multiplied 
by six during the last 40 years 
and are now approximately 1% of 
the total bank clearings of the 
nation. 


Manufacturing Leads 


Long regarded as an agricul- 
tural region, our manufacturing 
now exceeds the value of all ag- 
riculture by more than 260 per 
cent. The value of our manufac- 
tured products now approaches 
20 per cent of the value of the 
products made by the entire 
United States. During these 50 
vears the South has captured the 


yreater part of the cotton textile 
industry of the United States. 

From 1910 to 1936 the value 
of mineral production in the 
Southern States increased near- 
ly 400 per cent, compared with 
only 40 per cent increase for the 
rest of the nation. Southern 
cash farm income is increasing, 
while the cash farm income for 
the balance of the country is de- 
clining. 

The South has come to pro- 
duce more than 68 per cent of 
the fertilizer output of the na- 
tion. The life insurance compa- 
nies write more than 25 per cent 
of their business in the South 
today. The South produces 100 
per cent of the national produc- 
tion of such important items as 
naval stores, sulphur, bauxite, 
phosphate rock, and carbon black 
from natural gas, with the ex- 
ception of two plants outside the 
South. We produce nearly 50 
per cent of the bituminous 
coal, nearly 60 per cent of the 
natural gas, over 60 per cent of 
the crude petroleum, and over 
75 per cent of the fullers’ earth. 

In rayon manufacturing, there 
are 270 plants in the Unitéd 
States and of these the South 
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HERE tut UNUSED MILEAGE 





INANY USED truck 


—CAN BE BOUGHT WITH 





\X) HEN International dealers and 
branches sell mew trucks they are all 
INTERNATIONALS. They are qual- 
ity trucks. Owners buy Internationals 
with the confidence established by a 
34-year reputation. 

When International dealers and 
branches sell used trucks they sell a// 
makes—and experience has taught 
them that the same regard for value 
must be maintained, the same regard 
for owner-confidence that applies to 
the sale of new International Trucks. 

Let’s say the truck shown here be- 
longed to Tom Brown. Tom is faced 
with a bigger hauling contract and he 
has switched to a new truck. His used 


truck is ready for a new owner. Mile- 
age was built into it, and the Interna- 
tional dealer or branch has given it a 
thorough reconditioning. You can put 
your own name on this truck and 
count on receiving exceptional value 
in UNUSED mileage. 

International dealers and branches 
know the used truck problem must be 
handled with exactly the same fairness 
to you that goes with the purchase of 
every new International. Whatever 
the make, mileage, or price—you will 
receive top value. 

Ask any International dealer or 
branch about the After-Sale Service 
Agreement. 


INTERNATIONAL HARVESTER COMPANY 


INCORPORATED) 


180 North Michigan Avenue 


Chicago, Illinois 





NEW Trucks and USED Trucks 
International sizes 
range from Half-Ton to 
powerful Six-Wheelers 
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INTERNATIONAL TRUCKS 


1940 












A.H.M.A. EXECUTIVE COMMITTEE 





SPENCER T. OLIN 


Western Cartridge Russell, 


Co. 
East Alton, III. 


H. O. McCULLEY 
Burdsall & 
Ward Bolt 


Cc. R. SWISSHELM 
Crescent Tool Co. 
Jamestown, N. Y. 


& Nut 


Co. 
Port Chester, N. Y. 





has 51, and in the value of prod- 
ucts of this industry we pro- 
duced in 1937 more than 40 per 
cent of the total produced in the 
nation. 

During the last few years the 
paper-making industry of the 
nation has begun a migration to 
the South, drawn here by the 
wonderful supply of wood, which 
can be counted as being almost 
inexhaustible because of the 
quick growth of our slash pine. 

To return to the larger pic- 
ture, I might say with truth 
that the 50 years you commemo- 
rate today have witnessed scien- 
tific and social advances in the 
life of civilization that are un- 
paralleled in the preceding his- 
tory of the world. I wish I could 
point with equal pride to man- 
kind’s political progress in the 
ways of good government and 
world peace resting upon a moral 
foundation. 


Labor Saving 


There are those who shrink 
from the technological progress 
that places twice as many horse- 
power hours per day at the ser- 
vice of our people than are found 
in any nation in Europe. There 
is a constantly expressed fear 
that this miraculous mastery of 
nature is victimizing the human- 
ity it serves. It is said to be 
stealing jobs. It has even been 
described as the pickpocket of 
employment. A_ distinguished 
Senator of the United States, 
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even as I speak, is proposing to 
penalize such improvements by 
taxing what he terms “labor- 
saving devices” and rewarding 
an enlarged use of individual 
power. 

Again and again, this com- 
plaint has been answered through 
the lips of the scientists and 
from the experience of our own 
lives. “Despite increasing popu- 
lation and increasing use of 
labor-saving machinery,” says 
President Milliken of the Cali- 
fornia Institute of Technology, 
“the percentage of our population 
gainfully employed increased 25 
per cent between 1870 and 1930.” 
That was a period of constant 
technical advance. The same 
high authority called attention 
to the fact that last year the 
wages of the average worker 
bought seven times as much as 
in 1840, when our manufactur- 
ing industries may be said to 
have begun, and twice as much 
in 1910. 

Until recently at least, the 
American way was to find a way 
to produce more things that were 
better in quality and lower in 
price by the constant application 
of science and invention, through 
the arts ef manufacture. 

In his book, “Capitalism the 
Creator,” Carl Snyder reminds 
us that it is almost universal 
knowledge now that in the United 
States we have the widest dis- 
semination of comfort and well- 
being of any nation. The aver- 
age of wages, real wages as mea- 


sured in purchasing power, was 
in 1930, as computed by the 
international Labor Office, at 
least one-half again as much as 
the next leading nation, Great 
Britain, near to twice the aver- 
age real wage of Germany, and 
between two and three times that 
of Italy. 

He maintains that we now 
have solid statistical evidence 
that the extraordinary growth of 
the United States in manufactur- 
ing, mining, and transportation 
has been closely parallel to the 
increase of the capital invested. 
He points out that the amount 
of machinery or horsepower em- 
ployed in industry per worker 
has risen almost exactly with 
the amount of capital invested 
per worker; and, in turn, the 
wages of the workers appear to 
have risen at a corresponding 
rate. 

Mr. Snyder also points out 
that this accumulation and util- 
ization of capital, the “division 
of labor” it provides, and the 
utilization of every kind of tal- 
ent and unusual capability has 
led to a variety of production of 
goods, conveniences, and satis- 
faction that almost defy enumer- 
ation. 


What We Have to Fear 


We have no reason to fear our 
abundance, but we have every 
reason to fear the development of 
forms of public policy that dis- 
courage saving, investment, and 
enterprise, or cause any great 
number of our population to be- 
gin to believe that the very foun- 
dations of our free institutions 
are threatened by political heresy 
and heretics. Man has no reason 
to shudder at his abundance, but 
he has reason to fear those who 
undertake to make it an excuse 
for erecting barriers to prog- 
ress, instead of recognizing and 
removing the shackles of hob- 
bling regulation and taxation 
that are obstructing the unpar- 
alleled march of American pros- 
perity. 

While industry, with the aid 
of research, science, chemistry, 
and invention, has made such re- 
markable progress in the last 
half century that the United 
States is the envy of the world, 
I remind you that the cultural 
things of life—art, music, and 
drama—have not been neglected. 
Indeed, it is an understatement 
of the fact to say that in the 
realm of higher culture, develop- 
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ments have kept pace with the 
general expansion in our country. 

I think that this period we are 
discussing has not been con- 
cerned merely with the more effi- 
cient production of more varied 
commodities at higher wages and 
at a less cost, nor with the mul- 
tiplication of new conveniences 
and comforts. We have been con- 
quering disease, anticipating in- 
fection, stopping contagion, in- 
creasing safety for health, and 
adding years to life. Our chem- 
ists, engineers, sanitarians, and 
biologists have been making civ- 
ilization synonymous with pre- 
vention. 

Meanwhile, the resources of in- 
creased wealth have not only af- 
forded new leisure for the scholar 
and the scientific investigator, 
but they have also created in this 
half century new educational op- 
portunities on a vast scale. The 
culture of mankind, expressed 
through its literature, has inter- 
communicated the contributions 
of each nation to the other. 

There has been, in addition, so 
vast an increase in the diffusion 
of individual ownership, tempo- 
rarily halted by the circum- 
stances of the depression, that 
an increasing proportion of our 
people have become home-owners 
and stockholders in American en- 
terprise. 

Mr. Justice Holmes, one of our 
greatest liberals, has pointed out 
another of the phenomena of this 
day—that is, social participation 
in all the advantages of this ex- 
traordinary progress. I quote his 
view of this for the benefit, espe- 
cially, of that great body of 





D. A. Merriman, new “Chief X” of the “X Club,” inducts Horace Baker, 


father of “X Chief X” Robert 
Co., Little Rock, Ark., into the 


pseudo liberals who too frequent- 
ly use his great name without 
any capacity for sharing his 
great thought. Said he: 

“T should say we need to 
think things instead of words 
—to drop ownership, money. 
etc., and to think of the stream 
of products; of wheat and 
cloth and railway travel. When 
we do, it is obvious that the 
many consume them; that they 
now as truly have substantial- 
ly all there is, as if the title 
were in the United States; 
that the great body of proper- 
ty is socially administered 
now, and that the function of 
private ownership is to divine 
in advance the equilibrium of 
social desires—which socialism 


DENNIS A. MERRIMAN IS NEW “CHIEF X” OF “X CLUB” 


H. Baker, Fones Bros. Hardware 
“X Club” as an honorary member. 


equally would have to divine, 

but which, under the illusion 

of self-seeking, is more poig- 

nantly and shrewdly foreseen.” 

But there is one spot upon our 
apple. Men forget that these are 
the achievements of freedom. 
How few of us realize that the 
United States is the oldest nation 
under a substantially unchanged 
constitutional system. The pres- 
ent form of government of every 
European, Asiatic, and South 
American state has undergone 
essential political change during 
our constitutional lifetime. Rep- 
resentative institutions have 
been seriously impaired through- 
out Europe and autocratic au- 
thority has triumphantly ad- 

(Continued on page 124) 





Dennis A. Merriman was chosen “Chief X” of the “X Club” at that group’s semi-annual dinner meeting dur- 

ing the Palm Beach convention. He succeeds Robt. H. Baker, Fones Bros. Hardware Co., Little Rock, Ark., 

who now beomes “X-Chief-X.” The “X Club” dinner was held Sunday April 7, 1940, and was well attended 

as may be seen by the accompanying photograph. Mr. Baker’s father, Horace Baker, was present as a guest 

and was elected an honorary member of the club. George H. Harper, National Enameling & Stamping Co., 
Baltimore, Md., continues as able historian. (These two photos by Jerry Di Santos.) 
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Remember “Cinderella” ?... She was always kept in the 
background — while her stepsisters took over the show. But when 
Cinderella was placed out in front—got the chance to show how beau- 


tiful and attractive she really was... boy oh boy, did she go to town! 


That little story has a moral. Perhaps you haven't realized 
the possibilities in the new Perfection Oil Ranges. Maybe you have 
a Perfection that’s “somewhere” on the floor—not getting the right 
display — the chance it deserves to show its beauty —to show its top- 
notch, unbeatable performance. Dealers have been amazed at Perfection 
acceptance when it’s been properly displayed. For Perfections are 
newly improved —as finely “dressed” as any cooking device. If your 
Perfections aren't getting their chance—then they aren’t making the sales 


and profits they can make for you in the tremendous market available. 


Perfections have many features, easily demonstrated, that 
prove how modern an oil range is. High-Power Burners that are fast, 
clean and odorless—unexcelled by any type of burner regardless of 
fuel; scientifically ventilated “Live-Heat” oven; streamlined beauty; 
connections for outside storage tank that end carrying or lifting fuel; 


the economy of kerosene and many other features 


Perfection Oil Ranges are major appliances—and can be 
a profitable business. You can increase your profits from this line by 





the simple methods of display and demonstration. We have material 
to help you— folders, literature, display ideas, display material. So 
write today for information that is helping Dealers make real bank- 


able profits with Perfect:on! 


PERFECTION STOVE COMPANY 


7247-B PLATT AVENUE . CLEVELAND, OHIO 
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Don't overlook the profit possibilities in 
PERFECTION OIL RANGES 


~” BIGGER VOLUME ADVERTISING THAN 
) ALL OTHERS IN FIELD COMBINED! 
148,000,000 selling messages in magazines and 


on the radio—plus point-of-sale advertising. 


NEW MCDELS! Entirely improved line... 
plus two new models at the lowest price 


ever for modern, “streamlined” Perfections! 


OUTSIDE FUEL STORAGE! Ends carrying, 
lifting or handling fuel in the kitchen. Con- 
stant level valve connections for outside 
storage available on Models 8890 and 8690. 


ECONOMY STORY WITH A PUNCH!... 
that shows the savings with safe, dependable oil 


over other more expensive wired or piped fuels! 


& 


MORE BANKABLE PROFIT FOR YOU! 
More money in your pocket — because of 


freedom from service worries or adjustment. 


SELLING HELPS FOR YOUR STORE! 
Catalogs, literature, sales helps — yours. free. 


for the asking. 


The Mark of Quality 


Yes sin— its a2 PERFECTION year 
ievale the mast of it! 
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Future Certainties 


Affecting Business 


By Professor Erwin H. Schell 





PROF. ERWIN H. SCHELL 


O look into the future is the 

privilege of every one of us. 

To interpret the future is 
the duty of those of us who are 
responsible for the welfare of 
others. To turn such foresight 
into socially constructive action 
is the opportunity which each of 
us naturally seeks to embrace. 

Many oncoming events are 
cloaked in uncertainty. To ex- 
plore these moving areas—to 
ring them about with delicate 
indicators that their slightest 
movement may give hint of their 
future behavior is an ever-fas- 
cinating activity. But my pur- 
pose is to speak of future cer- 
tainties, of those approacing 
developments of which we may 
be sufficiently sure to plan with 
confidence upon their occurrence. 
Particularly, I shall refer to 
those certainties which will di- 
rectly affect American business 
in its future relationship with 
government, with the employee, 
with the consumer, with the pub- 
lic and the nation at large. 

At the outset, we should ap- 
preciate that we as a people are 
still situated in an amazing geo- 
graphical position. With the con- 
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Department of Business and Engineering Admin- 
istration of the Massachusetts Institute of Tech- 
nology, Boston, Mass., tells Wednesday morning 
joint session that the government will continue to 
relate itself more intimately with business activi- 
ties in its efforts to represent the desires of our 
growing industrial and commercial population. 
Foresees informed public opinion expressing 
itself so that an international policy best adapted 
to national ideals will be conceived and adopted. 
Sees American system of free education surest 
protection against growth of class antagonism. 





flayration of great wars in both 
the east and the west, we are 
separated from them on either 
hand by thousands of miles of 
natural barrier. Although this 
splendid isolation of ours has 
lessened with the years, it has 
never been of greater signifi- 
cance than today. 


‘ 


Must Stand Together 


An ancient principle of be- 
havior is the tendency of the 
people to draw together in times 
of peril or concern. This prin- 
ciple is already at work in the 
United States. I view it a cer- 
tainty that the period of ill will 
existing between business and 
government is now rapidly draw- 
ing to a close; that with the 
presence of wars on either side, 
from involvement in which we 
have mercifully been spared, 
public opinion in this country 
will not countenance continued 
antagonism of one part of our 
body politic toward another. We 
are now called upon to stand to- 
gether. 

When this country was found- 
ed we were an agricultural na- 


tion. It is a principle of govern- 
ment that its structure should 
conform and harmonize with the 
economic activities of its people. 
Our government was so consti- 
tuted. It was built to fit an agri- 
cultural economy. Since its 
founding, manufacturing and 
more recently trade and trans- 
portation have forged ahead in 
relative occupational importance 
until today these two great sec- 
tions of our workers constitute 
an overwhelming proportion of 
our earning population. 

Government is facing the 
problem of adjustment to fit 
these altered conditions and 
much of the difficulty that we are 
encountering results from these 
unavoidable growing pains. I 
view it a certainty that govern- 
ment will continue to relate itself 
more intimately with business 
activities in its effort to repre- 
sent more intimately the desires 
of our growing industrial and 
commercial population. 

A third certainty bears sig- 
nificantly upon government and 
business. It is built upon a con- 
dition following upon the great 
war of 20 years ago. At the 
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SPECIAL SUMMER) G 7 
old Seal Congol 
RUG OF FER ON-| THE FLOOR CovERING pe COAT THICKNESS 


MR. POTTS STARTS A PARADE OF PROFITS 


Congoleum-Nairn’s Star Salesman proves that the bigger they 
come, the harder they fall for the beauty of Gold Seal Rugs 
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THAT LAUGHS AT WEAR 





JACKPOT JUNCTION IA 

SALES MANAGER MAY | 1940 
CONGOLEUM-NAIRN INC 
KEARNY NJ 
WOULD LIKE TO TAKE ADVANTAGE OF YOUR 
SPLENDID GOLD SEAL CONGOLEUM SUMMER RUG 
PROMOTION BUT WE ARE SKEPTICAL OF RESULTS 
BECAUSE POPULATION HERE TOO*"PRICE CON- 
SCIOUS”. CAN YOU OFFER ANY SUGGESTIONS? 

ASSOCIATED DEALERS OF JACKPOT JUNCTION 


JAMES POTTS 
SPLENDID HOTEL 
DES MOINES IOWA 
PROCEED IMMEDIATELY TO JACKPOT JUNCTION, 
IOWA. SITUATION THERE NEEDS YOUR ATTENTION. 
CONTACT ASSOCIATED FLOOR COVERING DEALERS. 
SALES MANAGER 


KEARNY NJ 
MAY | 1940 


SALES MANAGER DES MOINES IA 
CONGOLEUM-NAIRN INC MAY | 1940 
KEARNY NJ (COLLECT) 
PROMOTION HERE GOING OVER WITH A BANG, 
ESPECIALLY FREE RUG OFFER AND NEW’SLOGAN. 
AND NOW YOUR OLD "TROUBLE SHOOTER" POTTS 
IS READY FOR THE NEXT JOB. GLAD IT’S JACKPOT 
JUNCTION BECAUSE THE FLOTSAM & JETSAM 3- 
RING CIRCUS WILL BE THERE. 

JIM POTTS 
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JACKPOT JUNCTION IA 
SALES MANAGER MAY 2 1940 
CONGOLEUM-NAIRN INC (COLLECT) 
KEARNY NJ 
DEALERS HERE AGREE TO PAVE MAIN STREET 
WITH GOLD SEAL RUGS FOR BIG DEMONSTRATION 
OF WEARING QUALITIES—IF WE’LL STAND HALF 
THE EXPENSE OF ANY THAT ARE RUINED. OKAY? 


JIM POTTS 
JAMES POTTS KEARNY NJ 
COMMERCE INN MAY 2 1940 


JACKPOT JUNCTION IOWA 
CANNOT OKAY YOUR ABSURD REQUEST. LEAVE 
STREET PAVING TO TOWN OFFICIALS AND TEND 


TO BUSINESS. 
SALES MANAGER 


JACKPOT JUNCTION IA 
SALES MANAGER MAY 3 1940 
CONGOLEUM-NAIRN IN( (COLLECT) 
KEARNY NJ 
SORRY, BOSS, YOUR WIRE CAME TOO LATE. BESIDES 
ONLY ONE BLOCK IS PAVED AND, FURTHERMORE, 
DEALERS HERE ARE THE TOWN OFFICIALS. BIG 
DEMONSTRATION ALL SET. WISH ME LUCK. 

JiM POTTS 


JAMES POTTS 
COMMERCE INN 
JACKPOT JUNCTION IOWA 
YOU'LL NEED MORE THAN LUCK. THE EXPENSE 
WILL COME OUT OF YOUR SALARY. 

SALES MANAGER 


KEARNY NJ 
MAY 3 1940 
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GOLD SEAL 
CONGOLEUM RUGS 





JACKPOT JUNCTION IA 
MAY 4 1940 

SALES MANAGER (NITE LETTER) 
CONGOLEUM-NAIRN INC 
KEARNY NJ 
BOSS, OUR SLOGAN IS A WOW. TIED UP WITH MY 
DEMONSTRATION IT CONVINCED CURIOUS CROWDS 
OF GOLD SEAL’S SUPERIOR QUALITIES. ALL WAS 
GOING WELL UNTIL THE CIRCUS PARADE HIT 
MAIN STREET. ON REACHING THE RUGS THE ELE- 
PHANTS ROLLED OVER ON THEIR BACKS AND 
REFUSED TO BUDGE. THEY SIMPLY LOVED THOSE 
RUGS AND YOU COULD ALMOST SEE THEM SMILING 
IN APPROVAL. TRAFFIC WAS BLOCKED AND THE 
TOWN IN AN UPROAR UNTIL FINALLY THE CIRCUS 
PEOPLE BOUGHT THE RUGS TO LURE THE ELE- 
PHANTS BACK TO THE LOT. THE CROWDS HOWLED 
WITH GLEE. DEALERS REPORT BEST SATURDAY 
BUSINESS IN YEARS, GOLD SEAL MAKING A BIGGER 
HIT THAN*THE ELEPHANTS. INCIDENTALLY, CIR- 
CUS OWNER OFFERED ME JOB AS PUBLICITY MAN 
BIG MONEY. AM TEMPTED TO TAKE IT. 


JIM POTTS 


JAMES POTTS F 
COMMERCE INN 
JACKPOT JUNCTION IOWA 
AN ELEPHANT NEVER FORGETS AND NEITHER 
DOES A SALES MANAGER. YOUR FUTURE IS AS BRIL- 
LIANT AS THE SUCCESS OF THE GOLD SEAL SUM- 
MER PROMOTION. STICK TO YOUR JOB. 

SALES MANAGER 


KEARNY NJ 
MAY 6 1940 








with a sure-fire warm weather promo- 
tion on Gold Seal Congoleum Rugs— 
the perfect summer floor-covering. 
Here’s what this next big attraction 
in “Program Selling” brings you: 
The -biggest opportunity in years 
to boost summer sales! 
Youcan’t miss with this Special Free 
Rug Offer—you get Free a gift stock 
of 30 Crescent Seal Scatter Size Rugs. 


“PROGRAM SELLING” TURNS TO SUMMER PROFITS .. . 


You give your customers Free one of 
these Crescent Seal Scatter Size Rugs 
with every purchase of a room-size 
Genuine Gold Seal Congoleum Rug. 
For full details of this sensational CONGOLEUM-NAIRN 
Free Offer and the extra sales- INC. 
building features of this special sum- 
mer rug promotion—get in touch 
immediately with your Congoleum- _targest Manufacturer of 
Act fast... Smooth-Surfaced Floor- 
offer good for a limited time only! Coverings in the World. 


Nairn representative. 





KEARNY, N. J. 
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close of that struggle many 
European nations found certain 
age-groups among their people 
to have been heavily decimated. 
Indeed, millions of men within a 
comparatively narrow range of 
years were removed from their 
populations. Today, those coun- 
tries are suffering from these 
uneven age distributions. No 
nation thus impaired can be ex- 
pected to think in socially bal- 
anced terms. Though our losses 
in the past conflict were great, 
our ratios between young and 
old was far less affected. Our 
present ability to arrive by demo- 
cratic processes, at policies and 
decisions of even temper and 
broad effectiveness, is perhaps 
the greatest of any large coun- 
try today. I view it a certainty 
that we may look with confidence 
to the people of the United 
States for a sound and construc- 
tive attitude toward the impor- 
tant political and social ques- 
tions upon which they will be 
asked to vote. Our electorate 
contains the prerequisites for 
balanced judgment, the exercise 
of national common sense, and 
these will be forthcoming. 
Finally, in these certainties 
relating to govenment and busi- 
ness, I shall mention the ex- 
traordinary advantages enjoyed 
by the American people from the 
services provided by the national 
press and radio. Only those of 
us who can recall details of the 
last hostilities, may appreciate 


fully the amazing developments 
of news collection and news dis- 
tribution during the last two 
decades. Today, into our low- 
liest homes is pouring authentic 
information of passing events, 
from every important country, 
which make our people the best 
informed in the world. I view 
it a certainty that in the years 
ahead, thanks to these agencies, 
an informed public opinion can 
and will express itself to the end 
that an international policy best 
adapted to our national ideals 
may be conceived and adopted. 
If we continue increasingly to 
give the American people the 
cold facts, they will continue to 
make sound decisions governing 
our international relations. 


Vigilance Needed 


What necessities to business 
follow upon these certainties? 
If these are days in which inter- 
nal differences are to be com- 
posed, business may properly 
take care that it, too, draws its 
fire. If our national economy is 
such that business and govern- 
ment should more closely con- 
form, business may do well, too, 
by taking the initiative. If our 
electorate has within it the ca- 
pacity for balanced judgment, 
may business do its part to urge 
cool deliberation in order that 
such judgment have free play, 
and to avoid the arousing of po- 
litical prejudices. If our press 


and radio are making the Amer- 
icans the best informed of all 
peoples, let business exert its 
influence that these agencies 
may continue to grow in their 
power for significant service. 
Freedom of speech and of the 
press are fundamental tenets of 
democracy. May business be 
vigilant that these rights be 
amply protected. 

There is evidence that the 
public expects management and 
labor to get together and to stay 
together. This is the order of 
the day and indeed it is not un- 
likely that our citizens will show 
unexpected irritability if con- 
scientious attempts at mutual 
understanding are not forthcom- 
ing from both parties. 

During the long lean years 
from which we recently have par- 
tially emerged, certain principles 
affecting employer behavior have 
appeared. The first is the real- 
ization that we as an industrial 
nation not only live by industry 
but because of it. To put it an- 
other way, industry not only 
may, but in the long run must 
support the people, if not by pay- 
roll then by tax, for without sus- 
tenance, the breadwinner may 
forsake law and order in his ef- 
for to provide for his family. 
Again it has become clear that 
the placing of blame for past ills 
brings no solution; that the cure 
is not in the culprit; that the 
stock brokers or the bankers or 

(Continued on page 138) 





These past presidents of the American Hardware Manufacturers Association and 
D. A. Merriman, pictured elsewhere in this issue, spoke informally at the Manufac- 
turers’ Tuesday session telling of the progress, history and earlier experiences of that 
association. 





FAYETTE R. PLUMB R. G. THOMPSON 
Lufkin Rule Co., 
Saginaw, Mich. 


Fayette R. Plumb, Inc., 
Phila., Pa. 
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A. E. ALVERSON 


Greenlee Tool Co., 
Rockford, III. 


Highly interesting, their comments were well received and enjoyed. 


J. E. STONE 


The Stanley Works, 
New Britain, Conn. 
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STYLE...at a PRICE always sells ! 


.and you've got it here—just the way profit in fast sales— rapid turnover —and big 
women want it! Color that makes a kitchen volume. See our complete kitchenware line at 
sing — exciting new decorating trends made your jobber’s or contact our nearest sales office. 


practical for the home, apartment or summer 
cottage — style for the average income — fine 
workmanship and excellent finish to satisfy 
the thriftiest customer — all combined in by 


Owens-Illinois Kitchenware Ensembles. OWE N 4 ] L LI N '@) iS 


‘ The ARCADIA pattern displayed above is 


KITCHENWARE ENSEMBLES 





typical of the high styling characteristic of the CAN COMPANY : 
* entire line. Here's merchandise that builds pres- HOUSEWARES DIVISION © TOLEDO 
n. tige through customer satisfaction and pays 
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TAKE MV WORD FOR /7... 


WOMEN WILL GO FOR THESE 
NEW FLORENCE GAS RANGES 





Fe smaller kitchens, Florence gives you 
three brand new models, packing quality 
features into minimum space! 

These are swell looking models—fully por- 
celained inside and out! They fit flush to the 
kitchen wall, and all have set-back pedestal 
bases. Note the new design of the optional top 
lamp and Minute Minder. 

Convenience is not sacrificed to compact- 
ness! Look at these features—four focused heat 
ring-type burners; automatic flash lighters; 
large, one-piece welded, fully insulated ovens; 
Robertshaw combination thermostat and gas 
cock . . . slide-out insulated broilers . . . top 
covers. Storage compartments in the larger 
models. 

Here’s high quality and high value for a 
mighty important part of your market! 








3231 (above}—This model, only 36” 
in overall width, provides conveni- 
ence features rarely found in a range 
of this size. Two large service draw- 
ers. Generous work space in the mid- 
dle of the balanced top. Also avail- 
able in united top, Model 3531. 


; 
; 


2231 (/eft}—This extremely compact 
range for the small home has its full 
quota of big range features! Only 
30” in overall width, it still provides 
good top work space and a storage 
cabinet. 


1231 (right}—Here is big range per- 
formance in a minimum of space—a 
full featured small range, only 20” 
in overall width. Sell it for apart- 
ments and small kitchens. 








FLORENCE STOVE CO. 
General Offices and Plant, 
Gardner, Mass.; Western Of- 
fices and Plant, Kankakee, IIl.; 
Sales Offices: 1458 Merchan- 
dise Mart, Chicago; 45 E. 17th 
St., New York; 53 Alabama 
St., S. W., Atlanta; 301 N. 


Ask about the NEW LIBERAL FLORENCE PROMOTION PLAN /or Dealers 
Market St., Dallas; and 2730 


FLORENCE RANGES: 
16th St., San Francisco. as 
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Cotton—Its Relation # 
Our National Economy 


HON. OSCAR JOHNSTON 


ITHIN the realm of agri- 
W catture, cotton looms as 

an important factor. The 
aggregate value of the annual 
cotton crop is less than the total 
value of the annual poultry and 
poultry crops; it is less than the 
value of the live stock and dairy 
products; it is less than the gross 
value of the annual corn crop; 
on the other hand, its production 
provides employment and liveli- 
hood of approximately 33 1/3 per 
cent of all those engaged in agri- 
culture in America. Cotton is 
produced in 19 of our 48 states. 
It is the major cash crop in 11 
of our states. There are on the 
farm, engaged in the production 
of cotton, some 2,500,000 or 3,- 
000,000 farm families, represent- 
ing between 10,000,000 and 12,- 
000,000 human beings. 

It is estimated that some 25,- 
000,000 persons in the United 
States of America are dependent 
directly upon the _ production, 
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President, Delta and Pine Land Company, and 
president, National Cotton Council of America, at 
Wednesday joint session, states excessive surplus 
of cotton on hand is serving to turn the cotton 
belt away from the one-crop idea. Expects divers- 
ified agriculture to better balanced conditions 
with a consequent increasing demand for hard- 
ware and farm implements in southern states. 





processing, transporting, mar- 
keting and distribution of cotton 
and the sundry products and by- 
products thereof. These people 
provide a market for an enor- 
mous percentum of American 
hardware. Your interest, as man- 
ufacturers of hardware, and dis- 
tributors of these manufactures, 
is, of necessity, vitally linked 
with the economic welfare of the 
cotton growers; hence, aside 
from all humanitarian aspects, 
all duties arising out of man’s 
obligation to man, and out of the 
duties of citizenship, you are vi- 
tally concerned with the welfare 
of the cotton grower and of the 
cotton industry, so that enlight- 
ened and intelligent selfishness 
should prompt you to take a keen 
interest in the problem confront- 
ing the cotton industry, and to 
contribute to the maximum pos- 
sible extent toward the effort to 
solve cotton’s problem. 


The Cotton Problem 


The problem confronting the 
industry is the lack of balance 
between production and _ con- 
sumption. In short, the produc- 
tion of cotton in America is an- 


nually in excess of consumption 
of American cotton by the con- 
sumers of the world. 

I shall not trespass upon your 
time to elaborate upon the vari- 
ous factors which have developed 
the problem. I shall enumerate 
briefly the major factors :— 

(1) Lack of organization of 
producers made possible unsound 
competition between producers, 
which resulted in the expansion 
of production without regard for 
demand. 

(2) Competition between 2,- 
500,000 producers for markets 
for their production, developed 
a cut-throat price competition 
which resulted in bankruptcy to 
the industry. 

(3) Unfavorable international 
trade policies, which even prior 
to the development of the Euro- 
pean War seriously curtailed Eu- 
ropean markets for cotton. 

(4) The development of the 
industry was originally based 
whoily upon export markets, then 
later it was necessary to sell a 
major part of the production in 
world markets in competition 
with foreign growths, while at 

(Continued on page 144) 
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Available. 
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Large 2 oz. lightproof eyedropper bottle 
makes 800 gallon solution. An outstand- 
ing value to retail at $1.00 (dealer's price 
$7.20 per display case of 3 00 
12 bottles). 1 


AT YOUR JOBBER. 
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Stabilized Liquid 


VITAMIN 
B, 


35¢ retailer. Protected in an amber glass 
bottle—Eye-dropper cap affords easy 
and accurate measuring. Use only two 
drops to a gallon of water. Contents of 
bottle makes 120 gallons of solution. 
Beautifully packaged in a three color 
display carton with window streamer 
enclosed. A fast seller. Every plant 
lover wants a bottle of this 
popular priced product. 


a 
a 


ORDER MACKWIN VITAMIN B; TODAY 
DIRECT FROM YOUR JOBBER 


JOBBERS NOW WITH STOCK 


Hibbard, Spencer, Bartlett 
Chicago, Illinois 
Bostwick-Braun Company 
Toledo, Ohio 
George Worthington 
Company 
Cleveland, Ohio 
Kruse Hardware Company 
Cincinnati, Ohio 
Masback Hardware 
Company 
New York City 
Bigelow-Dowse Company 
Boston, Mass. 

Janney Semple Hill & Co. 
Minneapolis, Minn. 


35° bottles 


IN COUNTER 
DISPLAY 


$530 


PER DISPLAY 


Dealer's Price 





le ARS TA Ae 


F e E EI Newspaper mats ready for you to run in 
= your local newspapers. Write for them. 


THE MACKWIN CO. 


WINONA 


MINNESOTA 


HARDWARE AGE 








on 


CM WIL oem 


MIN Ba 


ttles 
TER 


IDAY 
BBER 


CK 


irtiett 


pany 


pany 


un in 
them. 


TA 


AGE 








st 


iia 


EMRE 


ER oe 


SRR TS RN EMER Se sca 





Fe 
f 
a 


You know about your own job but consider 


The President’s Job 


Here are some suggestions which 
should aid him in handling his 


By SAUNDERS NORVELL 


‘he study of the fun- 


damental principles underlying 
good management is fascinating. 
These principles apply as well to 
small businesses as to large cor- 
porations. In these articles on 
management I am trying to con- 
fine my remarks to principles and 
am only using details as a matter 
of illustration. 

I now have in mind a going 
business, a corporation of con- 
siderable size dealing in a wide 
assortment of merchandise. It does 
not make any difference whether 
it is hardware, dry goods, drugs, 
groceries, etc., as the same man- 
agement principles apply equally 
to all. 

The first principle is that the 
chief executive of the business 
must free himself of details. He 
must have time! What for? 


1—To think. 

2—To study his industry as a 
whole. 

3—To attend conventions and 
meet his competitors and others 
in the trade. 

4—-To study governmental 
trends and laws that concern his 
business. 

5—To seek outstanding talent 
that may improve his organiza- 
tion. 

6—To learn of new lines, new 


develop- 


items, bargains, new 


affairs and the affairs of the 


company of which he is the head 


ments, that may prove to be valu- 
able at once or in the future. To 
study present and future trends of 
the industry. 

7—To learn what his competi- 
tors are doing. To seek their 
friendship and confidence. 

8—To gather from outside con- 
tacts information about his own 
business. You have to leave home 
to get the news. 

9-—To study domestic and world 
markets to avoid troubles and to 
grasp unusual opportunities for 
profit. Foreign trade. Unusual 
deals. Government business. 


How Can This Be Done? 


Here’s the principle of manage- 
ment: 

1—You must organize your 
business to run without you. Be 
an outsider “looking in.” 

2—You must get the best possi- 
ble man at the head of every de- 
partment. 

3-—You must run the entire busi- 
ness. Don’t be a department 
manager of your business. Be 
president of all of it. 

4—Lay out your plans carefully 
and then conserve your time. Only 
use your time generously when the 
end in view justifies the time used. 

5—Conserve your health and 
energy. Go to a health clinic and 
be looked over. A good manager 


first of all must manage his own 
health. After all you are a ma- 
chine. See the machine is properly 
taken care of to do its work. 
6—Get your company to insure 
your life for its own benefit, espe- 
cially if you are young and can 
get a low rate. All young “key 
men” should be insured for the 
company by the company. 


To Do These Things 


1—First of all get a “backbone” 
for your business. What is a busi- 
ness “backbone”? Answer — a 
business with such a variety of 
staple and necessary items that 
even ,in times of depression the 
sale of these staples will pay your 
fixed overhead even if it leaves no 
profit. 

Make your business “depression 
proof” by carrying staple goods 
saleable all the year around. You 
will make money on luxuries in 
good years—extra money—but in 
bad years sales of luxuries dry up 
but the staples will carry you 
through. 

2—Make your deals with de- 
partment managers and salesmen, 
so their compensation will go up 
and down with the profits of the 
business on their departments. 

3—Be prepared for quick 


changes. Many a business goes on 
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the rocks because heavy over-head 
can’t be quickly cut. 

If your business is running well 
without you; if you are organized 
by personnel and merchandise ar- 
rangements, so that in the ordinary 
course of the business there will 
be no serious troubles, then as 
chief executive you are prepared 

do some profitable work for 
your company in a field of your 
own. 


Suggestions 


In a going business the first 
principle in buying is to keep 
always a complete and even full 
stock of staple. Goods for which 
there is a regular steady demand. 
To be short of staple goods is 
inexcusable. Staple goods well 
bought are often worth more than 
cash. 

The next principle is to watch 
closely the slow sellers—the buying 
mistakes—and get rid of such 
goods at any price as quickly as 
possible. Many concerns fool 
themselves taking inventory after 
inventory of such goods at original 
cost. They also eat up cash in 
storage and insurance charges. 
One of a president’s main duties 
is to watch inventory and keep it 
liquid. Interest, insurance, and 
house expenses can all be kept 
down by watching inventories all 
the time. 


A president can make money for 
his concern by watching the 
handling of finances. How? 

1—By holding down the needs 
of borrowing by, keeping a close 
watch on inventory. By getting 
the lowest interest rates. 

2—By watching collections and 
getting the money in. 

3—By having the right arrange- 
ments with banks to get money as 
wanted at reasonable rates of 
interest. 

t—It is a good idea if it is 
necessary to borrow money regu- 
larly to have three bank accounts 
as a revolving source. If funds 
are borrowed for four months 
from one bank when notes are 
due, use the next bank and then 
the next, by this method you are 
in one bank four months with two 
other banks open. Each bank loans 
you four months and is clear eight 
months. This prevents your ac- 
count from becoming a “sleeper.” 


Bank examiners do not like 
“sleeping” or never fully paid 
accounts. Sometimes—spring and 
fall you may have to use two 
banks. But always keep one bank 
open. 
* * + 

Speculation in buying is always 
dangerous, but there are times 
when a clear headed well informed 
executive can use his experience 
to good profit by increasing his 
buying of certain goods. This is 
especially true under war con- 
ditions. The prevailing low inter- 
est rates of recent years have been 
used to great advantage by active 
presidents. There is not much risk 
if buying is confined to goods that 
in the course of time the business 
is able to work off. 


” * * 


In a period of approaching de- 
pression do not be afraid to sell. 
Be guided by the movement in 
prices of raw materials, also of 
exchange. Prices usually tell the 
truth when trade reports are 
colored. Recently when Churchill 
gave rather optimistic reports of 
conditions in Norway the English 
pound went off seven points. The 
pound was probably a_ better 
source of information than 


Churchill. 


+ ia * 


In an advancing market, when 
well covered with goods bought at 
low prices, increase sales by 
dividing the advance with your 
customers. Profits are not in the 
till until goods are sold, delivered 
and paid for! 


Watch for Bargains! 


Look out for bargains. Com- 
petitors can be bought out at a 
profit. Manufacturers changing 
lines often sell at cost or less. 
When you see the news in the 
papers it is too late. A president 
should circulate and also have a 
hundred sources and contacts for 
information. 


* * * 


Study the presidents of our 
great corporations. They are al- 
most always on the move. Study 
Watson, Hill, Schwab and others 
who draw or drew the great 
salaries. Take Watson—his salary 
is over $300,000 per annum. He 
sells governments office machines 
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all over the world. The new census 
must have meant something to him 
and his machines. 


* * * 


Presidents these days must be 
better than average lawyers. What 
about the Patman Price Contract 
Law? Its workings are turning 
some lines of business into a profit 
for jobbers and retailers that had 
almost been down and out. A drug 
wholesaler reports that the Patman 
Contract Law has been especially 
beneficial in getting a higher price 
for goods bought in broken pack- 
ages. Broken lots and boxes have 
been a curse in all lines. 


* * + 


Today—presidents—more than 
ever—are confronted with the 
labor situation. Intelligent and 
sympathetic handling of labor has 
been of great value to many con- 
cerns, while short-sighted, careless 
management has had a lot of 
trouble and losses. 


Wasted Time 


Presidents immersed in details 
often miss their opportunities to 
handle these matters of greater 
importance. An analyst making a 
study of a business started with 
the president. For a week he sat 
at his desk, watched and timed his 
work, read his mail and answers. 
His report was this president was 
devoting 40 per cent of his time 
to work that could be just as well 
done by a $100.00 a month clerk! 


* * * 


A whole chapter could be de- 
voted to personal relations on the 
inside of a business. The personal 
affairs of valuable employees di- 
rectly affect their work. A presi- 
dent in touch with all of his people 
can do a world of good and save 
many men and families. The story 
of this angle of business has never 
been told. What stories there are! 
More dramatic than most movies. 

I have purposely left out a 
president’s work on sales. It is so 
important it needs a chapter all 
to itself. Every really great presi- 
dent is a great sales manager by 
instinct. Almost all the great cor- 
porations are headed by experi- 
enced salesmen. Later I hope to 
write an article on what the 
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president can do to push sales 
because selling after all is the life 
blood of every business. 


A Good Secretary 


In conclusion, and of the great- 
est importance is the assistant or 
secretary of the president. 

It is my opinion that women 
make the best secretaries. Here 
are a few rules about employing 
one. 

1—Not too young, not too at- 
tractive—about 35—married or a 
widow—past the “dating” and 
telephoning age! 

2—Well read, intelligent, and 
above all with a good memory not 
only for facts but of people. Not 
“gushy” but with pleasant man- 
ners. A woman who knows how 
to handle people. She also should 
have experience in accounting 
personal tax matters and all that. 

Naturally a good stenographer 
and typist with the ability to grasp 
a letter from a few words and 
write it herself in the president’s 
formal or informal style. 

She is a buffer for the president 
and she does a lot of his work. 
She reminds him of things. She 
remembers names and initials. She 
looks after his personal affairs. 
She is a jewel of great price. 

She does not gossip inside or 
outside about the president or the 
business affairs she learns to know 
so well. 

A good assistant or secretary 
can increase a president’s efficiency 
25 per cent. She should be well 


paid. 


Old Accounts Week 


To help clean up their old ac- 
counts, merchants at Laconia, 
N. H., recently staged a business 
promotion plan, whereby certain 
credits were given toward cash 
prizes by people who came in and 
paid something on their back ac- 
counts. The offer was extended to 
include the rural area, and many 
farmers came to town to settle 
their old accounts. The event was 
advertised extensively in a_ local 
newspaper, and much new busi- 
ness was also secured. This is a 
stunt which can hardly be put on 
by one merchant: it must be done 
cooperatively to draw attention. 
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SHAPLEIGH HARDWARE TO PURCHASE 
ASSETS OF THE SIMMONS COMPANIES 


Simmons stockholders approval to complete sale to Shapleigh of 
Simmons Hdwe. & Paint Corp., Simmons Hdwe. Co., Mound City 


Paint & Color Co., and Simmons Warehouse Co. Shapleigh 

will continue “Keen Kutter” and some other Simmons lines 
Sale of the Simmons Hardware | of the Simmons Hardware Co. | plow back all earnings of the 
and Paint Corp., St. Louis, Mo., | which it can profitably employ. | Simmons Hardware Co. and 


Mound City Paint and Color Co., 
for additional working capital 
and it was, therefore, impossible 
to pay any dividends to our stock- 
holders who in the main repre- 


“We expect that the resultant 
business will enjoy the good will 
and trade possessed by both the 
Shapleigh Hardware Co. and the 
Simmons companies and thus en- 


and its three subsidiaries, the 
Simmons Hardware the 
Mound City Paint and Color Co., 


and the Simmons Warehouse Co., 


Co., 


to the Shapleigh Hardware Co. : i _— 

» P = on an able St. Louis to maintain its | sented former noteholders of the 
of that city for $2,712,497.65 was : “ ’ 4 

4 leadership over other centers in | Associated Simmons Hardware 

announced April 20 by both the i : ; 
Shapleigh and the Si the hardware field. Companies. 
a me a oo L. E. Crandall, president of the “The lease on the St. Louis 
panies. The sale is subject to| Simmons Hardware and Paint | warehouse property expires at 


approval of the stockholders of 
the Simmons companies. 

In announcing the transaction 
the Shapleigh Hardware Co. ad- 
vises: “Negotiations, initiated by 
the Simmons companies, for the 
sale of the assets of the Simmons 
Hardware and Paint Corp. of 
Missouri, Simmons Hardware Co., 
Mound City Paint and Color Co. 
and Simmons Warehouse Co., to 
the Shapleigh Hardware Co., 


the end of this calendar year. 
In view of the necessity for nego- 
tiating for a new long-term lease 
in St. Louis and of making other 
new long-term commitments, our 
board of directors, taking into 
consideration that no dividends 
had been paid to stockholders, 
since the reorganization, con- 
cluded that it was to the inter- 
ests of the stockholders that the 
possibility of selling be explored. 


Corp., in his announcement of the 
transaction stated: “Notices are 
being sent today (April 20) to 
the stockholders of the Simmons 
Hardware and Paint Corp. of a 
meeting of the stockholders of 
the company on June 21, 1940, 
for the consideration and ap- 
proval of the proposed sale to 
the Shapleigh Hardware of the 
assets of the Simmons Hardware 
and Paint Corp. and of the busi- 





have progressed to the point of | ness and assets of its wholly “Negotiations were initiated 
the signing of a contract looking | owned _ subsidiaries, Simmons | with the Shapleigh Hardware Co., 
toward the sale of all their assets | Hardware Co., Mound City Paint | which was regarded as the most 
by the Simmons companies to the | and Color Co., and Simmons | likely purchaser. These negotia- 
Shapleigh Hardware Co. Warehouse Co. tions culminated in a contract 

“The contract, to become effec- “Since our reorganization in| subject to the approval of the 
tive, must be approved by the | 1935, it has been necessary to'| stockholders of the Simmons 


requisite number of stockholders 
of the Simmons Hardware and 
Paint Corp. To that end, a notice 
has been mailed to the stock- 
holders of the Simmons Hard- 
ware and Paint Corp., requesting 
their approval of this sale, de- 
livery to be effective, June 24, 
1940. 

“The proposed deal 
payments by the Shapleigh Hard- 
ware Co. to the Simmons Hard- 
ware and Paint Corp. and its 
subsidiaries, amounting to ap- 
proximately $2,700,000. We have 
been influenced in making our 
decision to make this purchase 
by the desire to maintain St. 
Louis as a great hardware mar- 
ket. 

“The Shapleigh Hardware Co. 
will continue the ‘Keen Kutter’ 
and all other lines of the Sim- 
mons Hardware Co., which it 
finds expedient and all employees | 


involves 





W. G. YANTIS 
President 


A. L. SHAPLEIGH 
Board Chairman 
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HARDWARE 


AGE FOR | 


E 
Hardware and Paint Corp., by 
which the Shapleigh Hardware 
Co. has agreed to pay for the 
assets of the Simmons Hardware 
and Paint Corp. and the assets 
subsidiaries, subject to 
debts and the assumption of all 
unexpired leases and commit- 
ments, the sum of $2,712,397.65. 

The book value of each share 
of our stock, according to the 
year-end audit for December 31, 


1939, is $6.74 per share. The | 
proposed sale price equals a g 
gross of $5.87 per share. The 


payment of the purchase price 5 
will be completed by Feb. 15. 


1941. 

“In the event the proposed sale —[ 
is approved by the stockholders, i. 
it is contemplated that the §& 
parent company and the sub a 
sidiaries will be dissolved and 3 
the proceeds of the sale will be a 
distributed to the stockholders q 
after the payment of the expenses E 


incident to the completion and 
consummation of the sale and of 
the dissolution of the companies.” 

The history of the wholesale 
hardware business in St. Louis is. 
to a great extent, the story of 
both the Shapleigh and the Sim 
mons companies. A century ago. 
Rogers Bros. & Co., of Philadel 
phia, Pa., was one of the largest 
wholesale hardware concerns in 
this country. Its junior partner, 
Augustus F. Shapleigh, was sent 
to St. Louis with a large stock 
of hardware to establish a branch 





OFFICERS OF THE SHAPLEIGH HARDWARE CO. 


A. W. SHAPLEIGH 
Vice-President-Treasurer 
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AGE—WHILE IT’S NEWS 
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Corp., by | tached to the ceiling and with SALES LETTER WINS 
Hardware | modern lighting methods for each GOLD MEDAL AWARD 
y for the individual machine, affording di- ee ee ee 
Hardware — lighting on each piece of! ager of the Continental Screw 
the assets equipment. : Co., New Bedford, Mass., _re- 
ubject to Phe engineering and patent de- | ceived the Dartnell Corp.’s gold 
ion of all | velopment department which spe- | medal award for a sales letter 
commit- | cializes in the development | heatnead le a vances compat 
sega | patents which lend themselves! tion Mr. Ladetto’s letter was 
ach share | mainly to resinous compounds 48 | one of 90 dent candies’ della 
1 to the well as rubber compounds, is | recognition. His letter was sent 
ember 31, also on the same floor with the | f sutte. ¢h the Cantina eum. 
are. The E | mechanical and sample mold de- | pany’s inactive accounts and was 
equals a 3 | velopment department. | responsible for reinstating some 
are. The lof those accounts and cementing 
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COLUMBIAN VISE NAMES 
WESTERN REPRESENTATIVE 
The Vise & Mfg. 


Columbian 





friendship between the company 
and its customers. 








-kholders, AMERICAN STEEL & WIRE 
thet the (o., 9021 Bessemer Ave., Cleve- MOVES NEW YORK OFFICES 
the sub L. E. CRANDALL H. A. HOEYNCK land, Ohio, has appointed H. S. 
lved and President Vice-President Baker, H. S. Baker Co., 1355 The New York offices of the 
io wilt the Market St., San Francisco, Cal.,| American Steel & Wire Co., Pitts 
sbidialitors = ; ’ representative in northern Cali-| burgh, Pa., were moved on April 
expenses house there. Arriving in St.| its position as the largest hard- | fornia and Bernard E. Blunden,| 26 to 71 Broadway, New York 
Min ond Louis in the fall of 1843, he se-| ware market. When at the turn | 1990 Alaskan Way, Seattle.| City. This office was formerly 
le and of cured a suitable building on Main | of the century, Mr. Shapleigh and Wash., representative in Oregon, located in the Empire State 
npanies.” St., adjacent to the levee and was | Mr. Simmons had both reached | Washington and northern Idaho. | Building. 
wholesale soon engaged in supplying the | the age of retirement, the sons, 
Louis is. trade. The transportation facil- - whom they had trained, were 
story of ities provided by the two great well prepared lo carry on. - ? 
the Sim rivers and their tributaries gave Officers of the Shapleigh Hard- W agner Manages W estinghouse 
tury ago. access to a huge territory and ware Co. are: A. L. Shapleigh. Vacuum Cleaner Section 
Philadel- soon St. Louis hardware was find- | chairman of the board; W. G. 
e largest ing its way over that great area. | Yantis, president; A. Wessel Creation of a separate vacuum | ner, former laundry equipment 
cerns in Three years later, in 1846, E.| Shapleigh, vice-president and | cleaner section in the Westing-| regional supervisor, has been 
partner, C. Simmons, then a boy of seven, | treasurer; J. S. Driscoll, vice- | house appliance department to | named manager of the new vac 
was sent went to St. Louis with his president; L. Matthews, Jr., sec- | coordinate the company’s intensi- | uum cleaner section in the appli- 
ge stock parents. In 1856 he was employed retary, and E. L. Johnson, assis- | fied activity on that appliance is | ance department, which is headed 
a branch by Child, Pratt & Co., hardware | tant secretary. These with C. E. | announced by Frank R. Kohn- | by H. B. Donley. 
dealers, and began to learn the} Hill, G. A. C. Woolley, T. F. | stamm. sales manager of the Mer- Mr. Wagner joined Westing 
business. In 1859 he went to} Wood, B. F. Connolly, and S. chandising Division, Westing-| house in 1937, and served for a 
work for Wilson, Levering &| Quisenberry, comprise the board | house Electric & Mfg. Co.,| year as laundry equipment super 
Waters and three years later be- | of directors. Mansfield, Ohio. George E. Wag-| visor in the Northwest district, 
came the junior partner of the Officers of the Simmons Hard- with headquarters in Chicago. He 
firm. Upon the death of Mr.| ware Co. are: L. E. Crandall, | | then went to Mansfield, headquar 
E Levering, the firm name was | president; H. A. Hoeynck, vice- | jters of the Westinghouse Mer 
: changed to Waters, Simmons & | president; W. N. Halliday. trea- chandising Division, and served 
Co. and in 1872, Mr. Waters re- | surer, and L. W. Crenshaw. sec as laundry equipment supervisor 
tired, whereupon Mr. Simmons | retary. | until his recent appointment to 
with I. W. Morton, reorganized head the new vacuum cleaner 
as E. C. Simmons & Co. | section. 
by 1864 the Shapleigh ; firm ELECTRIX CORP. { ader Mr. Wagner's direction, 
adopted the “Diamond Edge a major part of the company’s 
trade mark and in 1870 “Keen IN NEW PLANT vacuum cleaner program will be 
Kutter” became the trade mark The Electrix Corp., 150 Middle directed on two new models to 
of the Simmons firm. Both firms | St., Pawtucket, R. I., is occupy- do household chores more easily 
grew rapidly and in 1880 both is- | ing its new research and develop- and quickly. These are the “Pace 
sued large general catalogs for | ment plant, which has been built | maker,” a cylinder-type cleaner 
their customers. In the succeed-| to conform with the principles described as a. complete home 
E ing years the business of both | of the most up-to-date design. cleaning service, and the “Floor 
fs firms steadily increased in vol- | The equipment is the most mod- Cruiser,” described as two mod- 
e ume and their shipments of hard- | ern, electrically driven apparatus, els in one because it may be 
ware from St. Louis grew to | all being individually electrically used either as a floor cleaner ot 
- proportions which gave St. Louis | driven to eliminate shafting at- GEORGE E. WAGNER a hand cleaner. 
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H.R.1 OFFERS “ONLY RELIEF TO INDEPENDENT 
HARDWARE DEALERS,” PETERSON TELLS COMMITTEE 


Claims Robinson-Patman Law fails in its purpose 
because of slow legal processes and loopholes. 


(Washington Bureau 
of HARDWARE AGE) 


Citing the Robinson-Patman 


Act and other legislation which | 


he said indicates that Congress 
already has recognized the neces- 


sity for curbing “bigness” if de- | 


structive, Rivers Peterson, man- 
aging director of the National 
Retail Hardware Association, told 
a sub-committee of the House 


Ways and Means Committee on | 
April 8 that the Patman anti- | 
chain store tax bill would be an | 


effective step toward restoring 
more equitable competition. 

Mr. Peterson expressed disap- 
pointment in the Robinson-Pat- 
man law, complaining that it has 
not accomplished its purpose be- 
cause the law processes are too 


slow and because many loop- 
holes have been discovered. He 
said that the Patman measure, | 


identified as H.R. 1, offers the 
only relief to the independent 
dealers who “can’t cope with 
such price competition.” 


As an illustration of price com- | 


petition faced by hardware re- 


tailers, the witness cited an alu- | 
minum tea kettle allegedly sold at | 


discriminatory prices to the small 
merchant. The product, he told 
the committee, is available to a 


large mail order house for re- 


tailing at $2.98, whereas the sug- | 


gested retail price to independent 
stores is $3.75. He estimated that 
the independent retailer pays 54 
same 


per cent more for the 


product and gets only a 2 
cent discount in 10 days for cash 
whereas the mail order concern 


- 


obtains a 5 per cent discount in 


per 


30 days for cash. 

Asked by a member of the sub- 
committee if relief had not been 
possible under existing law, the 
witness revealed that a complaint 
had been Federal 
Trade Commission in March, 
1939, but that to his knowledge 
no action had ever been taken. 
He told the committee that some 
been reluctant to 


made to the 


dealers had 
press the issue, fearful that the 
outcome would be _ intensified 
competition. 

Other insiances cited by Mr. 
Peterson in which he complained 
of price discrimination included 
a manufacturer’s brand electric 
iron priced to sell at $8.95 but 
sold by a national chain at $6.95. 
On a nationally advertised fish- 
ing tackle reel carrying a retail 
price of $6.00 on which the in- 
dependent merchant gets a 40 


86 


per cent discount if purchased | 


in lots of 100, Mr. Peterson testi- 
fied that a large mail order house 
retails the same product at $2.98 
| and advertises that it is made in 
| the same factory as similar reels 
nationally advertised at $6.00. 

In substantiation of his claim 
that large chain organizations, al- 
ready with “gigantic 
| buying power,” pursue “ruthless 
practices” to meet competition 
from independent retailers, Mr. 
Peterson referred to a vanadium 
carpenter’s hammer advertised by 
a mail-order house in a nation- 
ally-known magazine and priced 
at $1.25. He related that after 
independent hardware dealers 
successfully matched the price by 
an arrangement with the manu- 
facturer the mail order concern 
cut the price to 79 cents. 
| “Today after we're licked,” he 
told the committee, “the price is 
| 


possessed 


up to 98 cents.” 

To illustrate his point that the 
large mail order firms in estab- 
lishing retail outléts throughout 
the country made gains at the 
| expense of other retail stores 
| rather than at the expense 
| of their own mail order busi- 
ness, the witness submitted 
| for the record figures showing 


RETAIL SALESMEN 








that 271 mail order organizations 
obtained 1 per cent of all retail 
sales in 1929, about 1 per cent 
in 1933, and about 1.3 per cent 
in 1935. He estimated that where- 
as the sales of mail order com- 
panies declined 52 per cent dur- 
ing the period from 1929 to 
1933, the sales had increased 79 
per cent from 1933 to 1939. 

Mr. Peterson referred to the 
Gamble chain with headquarters 
in Minneapolis, advising the com- 
mittee that expansion of such 
organizations continues until they 
embrace manufacturing divisions, 
financing units, and additional 


chains. He said that in addition 
to the 250 units in the chain, 
there were 1400 agency stores 


operated in towns too small for 
the regular chain units of the 
system, the avowed purpose of 
which, he indicated, was to 
“evade the chain store tax laws 
effective in many of the states.” 
Under questioning, he replied 
that he did not know what effect 
the Patman bill would have on 
the so-called agency stores. 
Complaining that the chains 
were making inroads on the busi- 
ness of the hardware retailer, Mr. 
Peterson cited figures showing 


that the growth of hardware 


| stores is not keeping pace with 
increases in population. Contrast- 
ing the number of hardware 
stores today as compared to 
1925, the witness said that Fargo, 
N. D., has three hardware stores 
and five chains selling hardware 
products today as compared with 
four hardware stores and two 
chains in 1925. Detroit had 534 
retail hardware stores in 1925 
whereas today the number is 
380. Grand Rapids, Mich., had 
72 retail hardware stores in 1925 
and has only 53 today, Mr. 
Peterson said. 

Answering the argument fre- 
quently heard from chain store 
advocates that a high degree of 
efficiency is attained, the witness 
asked the committee to consider 
the cost in unemployment and 
other factors resulting from the 
so-called efficiency. Figures read 
into the record by Mr. Peterson 
informed the committee that in- 
dependent retailers employ 18.1 
employees for each $100,000 of 
sales whereas the chains employ 
only 12.6 workers for each 
$100,000 of sales. 

Questioned in detail by several 
members of the sub-committee 
at the conclusion of his prepared 
statement, Mr. Peterson charac- 
terized the Patman bill as both a 
tax bill and a social measure. He 
said he had given no thought to 
the bill’s effectiveness as a rev- 
enue producer and described the 
measure as one which will permit 





ATTEND CHICAGO SCHOOL 


eee EAS, 





Retail hardware salesmen attending regular Monday evening classes in the model store 
of the Chicago Retail Hardware Association, Merchandise Mart, Chicago. Standing (left) is 
J. C. Amis, secretary of the association, and at the right, Robert F. Kozelka, retail hardware 
dealer and instructor. Conducted by Mr. Kozelka, who is here demonstrating lock structure, 
the school is operated under the George-Deen act through the Division of Vocational Education, 
Chicago Board of Education. A complete story of how the school operates was published 
in the March 21 issue of HARDWARE AGE, page 34. 
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Sone Tees 


the continuance of “a reasonable 
amount of bigness.” 

Representative Richard M. 
Duncan, Democrat of Missouri, 
asked the witness about a poll 
conducted by the trade associa- 
tion in January, 1938, requesting 
Mr. Peterson to reconcile the re- 
sults with the attitude taken by 
the association today in seeking 
enactment of the Patman bill. 
Mr. Peterson expressed the belief 
that a poll today would show 
different results, and he pointed 
out that endorsement of the Pat- 
man measure was the result of 
action taken by the association’s 
board of governors and a com- 
designated to 
hardware dealer sentiment. 

Mr. Peterson defied that the 
Patman bill would have the ef- 
fect of increasing consumer costs, 
insisting that it would not result 
material change.” He 


mittee consider 


in “any 


ity of whose members is ex- 
pected to vote against the mea- 
sure that the chains ought to 
be curbed “when they become 
destructive and not necessarily 
when they grow large.” 


cept the Patman bill “will do 
the job” of providing relief 
from price competition suffered 
by the independent merchant. He 
called the committee’s attention 
to the fact that a two-man store 
can be just as efficient as one 
employing 100 employees, that 
there are two types of competi- 
| tion to weigh, competition in 
| methods and competition in price, 
and that since consumers now 
buy 67 per cent of their needs 
| from sources other than chains, 
it is unlikely that consumer costs 
| will be affected materially if the 
| Patman measure becomes law. 





21 States Have Chain Store Tax Laws; 


Fees Range From $25 to $200 | 


When Kentucky’s new chain | $785,000; Michigan, $597,000 and 


store tax law goes into effect 90 
days after the adjournment of its 
1940 legislature, there will be 21 
states with a chain store levy. The 
new Kentucky tax, which replaces 
a law ruled out as unconstitu- 
tional last year by the Kentucky 
Supreme Cort, provides for pay- 
ment of fees ranging from $25 
for each store in a chain of five 
units or less, to a maximum of 
$200 per store in chains of more 
than 250 units. 

The Federation of Tax Admin- 
istrators, in a compilation of 
chain store tax laws, also reports 
that the chain store levy was first 
accepted in South Carolina in 
1930. All other state chain store 
tax laws were enacted during the 
period 1933 to 1935. 

In Michigan, according to the 
federation, a chain of 26 stores or 
more pays $250 in taxes for each 
store and a correspondingly less 
amount if there are fewer stores. 
The Louisiana tax of $550 is 
levied against every store in the 
state owned by a chain of more 
than 500 stores, located in or out- | 
side Louisiana. 

Arizona, California, Maine, 
New Mexico, Pennsylvania and 
Vermont have either repealed or 
invalidated their chain store tax 
laws. Still operating, although 
being scrutinized in the courts, is 





Minnesota’s chain store tax law. 

Chain store taxes do not rate | 
high as revenue producers, ac- | 
cording to the federation. State | 


collections from chains in 1939 | 
totaled $6,167,000, or about 0.2 | 
per cent of total tax revenues. | 
Largest 


collectors were Texas, 
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Indiana, $544,000. 


States having chain store tax | 
laws include Alabama, Colorado, | 
Florida, Georgia, Idaho, Indiana, | 


Iowa, Kentucky Louisiana, Mary- 


land, Michigan Minnesota, Missis- | 
sippi, Montana, North Carolina, | 


South Carolina, South Dakota, 


Tennessee, Texas, West Virginia | 


and Wisconsin. 


RICHARD LUTHER HEADS 
VITA-VAR DIVISIONS 


Richard Luther has been ap- 
pointed by the Vita-Var Corp., 


Newark, N. J., to take charge of | 
sales and export | 
Mr. Luther was asso- | 
ciated for more than 21 years 


its industrial 
divisions. 


with Certainteed Products Cor- 
poration in charge of its export 
sales but resigned that position to 
become associated with Vita-Var. 





RICHARD LUTHER 


In summary, Mr. Peterson told | 
. . | 
the committee that nothing ex- | 


told the sub-committee, a major- | 
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(AND LISTEN 
WAIT TILL YOU SEE 
THE SWELL NEW 
STOVE BOARD /M 
BRINGING HOME! | 


MOTHER 


= 
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REMEMBER 
“REEVES" 


on your wants of Wash 
Tubs, Water Pails, Stock 
Pails, Cement Pails, Fire 


Pails, Garbage Cans, 
Self Drain Laundry 
Units, etc. Top quality 


| —popularly priced! 


Order from Your Jobber 
—if he cannot supply, 
write us—Dept. B 


REEVES 







SLUVE BOABD 





Beller 


MADE_TO SELL WA 
¢ 
¢ 


FEATURES 





1 Machine pressed metal 

"edges on underside pre- 
vent damage to floor covering. 
2. Raised decorative edge bead. 


Rich, harmonious baked lac- 


quer finish. 
Costs less than boards with 
other kinds of lining. 


Faster sales. 


Warp-proof—Stays flat on floor. 


Curlproof edges and corners 
prevent dust trapping. 


Stainproof—easy to clean. 


Extra safety—approved by Fire 
Underwriters. 


Extra long life. 


STEEL ano MFG. co. 
me me me ey ie OHIO 
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EVERY FARM FAMILY 
WANTS RUNNING WATER 





DELCO WATER SYSTEMS 
HAVE LONG BEEN KNOWN AS THE 


PROFIT LINE 


Because farmers every- 
where have for years seen 
Delcos working in their 
neighborhood and know 
about their long life and 
carefree, economical oper- 
ation. 





WATER 
SYSTEMS 


PRODUCT OF 
GENERAL MOTORS 




























Because Delco and Gen- 
eral Motors engineers have 
seen to it that they were 
easy to install and easy to 
service. 

Because this wonderfully 
complete line includes 
Automatic Electric Delco 
Water Systems for either 
shallow or deep wells 
with capacities from 225 
to 600 gal. per hour—so 
every Delco dealer has just 
what his customer needs. 
The market for water sys- 
stems is expanding rapidly 
and your name on the 
coupon below will show 
you a rather unusual op- 
portunity for profits. 






DELCO APPLIANCE DIVISION 


GENERAL MOTORS SALES CORPORATION 
ROCHESTER, N. Y 





! DELCO APPLIANCE DIVISION, General Motors Sales Corporation : 
; 425 Lyell Avenue, Rochester, N. Y. 1 
' Gentlemen: Please send me complete information on Delco Water | 
Systems. ' 
' 
' Name__ ee = ! 
’ sees : ae —— - 
,» City - _State ae ] 
= ot 
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PITTSBURGH PLATE GLASS | 
NAMES GALT’S SUCCESSOR | 


T. Asplundh has been elected 
a vice-president of the Pittsburgh | 
Plate Glass Co., Pittsburgh, Pa. | 
in charge of the company’s chem- 
ical and cement operations, suc- 
ceeding Hugh A. Galt who re- 
tired recently, it was announced | 
recently. 

Previously Mr. Asplundh held 
the position of assistant to Mr. 
Galt. He first joined the Pitts- 
burgh Plate Glass Company or- 
ganization in 1919 following two 
years of World War service as 
captain in the United 
vision. 

From 
plundh 


1929 to 1934 Mr. 


was 


craft, Inc. and vice-president of 
Autogiro Company of America. 





Glass Company. He also is a di- 
rector of the Columbia Alkali 
| Corporation, a sales subsidiary. 


|N. ¥. HARDWAREMEN HEAR | 
TALK ON NARCOTICS | 


Lieut. Bernard Boylan and De- 
tective Edward Donnelly of the | 
Narcotics Bureau, New York City 
Police Department, 400 Broome 
| St., New York City, were guests 
|} at the April 16 luncheon meet- 
|ing of the Hardware Trade As- 
| sociation of New York, held at 
|the Railroad and Machinery 
| Club, 30 Church St., New York 
City. Lieut. Boylan spoke on the 
effects upon addicts of the use 
of opium, morphine, heroin, co- 
| caine and marijuana or cannibus 
| Indica and said that many crimes 
| committed are the work of drug 
| addicts. He pointed out that 
| many robberies were committed 
by drug addicts seeking funds to 
| 





obtain supplies of various drugs, 
while murder and other crimes 
were committed by addicts under 
the effects of drugs. Actual 
specimens of opium pipes, opium, 
heroin and equipment used in 
preparing opium for smoking 
were exhibited. 

The meeting was presided over 
by Robert E. Doti, Igoe Bros., 
Brooklyn, president of the asso- 
ciation. 


BROOKLYN ASSN. 
TO HOLD QUIZ NIGHT 


The Brooklyn Hardware As- 
sociation will hold a “quiz night” 
at the May 9 meeting of the or- 
ganization in the Johnston Build- 
ing, Brooklyn, N. Y., according 
to Ralph Allen, Diamond Expan- 
sion Bolt Co. secretary. Chal- 
lenge teams from the Hardware 
Boosters, Hardware Square Club, 








States | 
Army, 103rd Engineers, 28th Di- | 


As. | 
vice-president and | 
general manager of Pitcairn Air- | 


In 1934 he was named assistant | 


vice-president and in 1937 a di- | 
rector of the Pittsburgh Plate | 





and the Association have been 
invited to compete for prizes, and 
the three presidents of the ass: 
ciations will act as judges. 


NORGE APPOINTS THREE 
RANGE SALES CHIEFS 


Marking a broad expansion in 
the home office merchandising 
set-up for Norge kitchen ranges, 
J. A. Sterling, general merchan 
dise manager, Norge Division 





E. J. KANKER 


Borg-Warner Corp., Detroit, 
Mich., announces three major ap- 
pointments, effective immediately. 

E. J. Kanker is appointed sales 
manager for all gas and electric 
ranges. S. J. McCarthy becomes 
assistant sales manager in charge 
of electric range sales. S. M. 
Adams, named as assistant to 
Mr. Kanker, will conduct all of- 
fice operations on ranges. 

Mr. Kanker’s entire business 
life has been spent in the appli- 
ance industry which he entered 
as an employee of the old Majes- 
tic Range Company at St. Louis. 
In 1926 he became district man- 
ager for the Detroit-Michigan 
Stove Company. Before assuming 
his present position, he served 
successively as sales manager for 
the Favorite stove organization 
and for Detroit Vapor Stove. 

In taking over his new position, 
Mr. McCarthy will retain a previ- 
ous responsibility, management of 
the Norge kitchen planning and 
apartment house department 
which handles apartment house 
installations and maintains rela- 
tions with Norge outlets among 
utility companies. He came to 
Norge recently after 10 years 
with Westinghouse Electric and 
Mfg. Co. Before that he had 
been with the Michigan distrib- 
utor for the Peerless Ice Ma- 
chine Company. He entered the 
appliance industry in 1926 with 
the General Necessities Corpora 
tion of Detroit. 
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| years he served as engineer with 


REPUBLIC COORDINATES 


PRESSED STEEL OPERATIONS | the H. W. Caldwell & Son Com- 


pany, now a part of Link-Belt 
Company, Chicago; district sales 
manager for the Taylor-Wharton 
Iron & Steel Company, New York 
City; as chief engineer of the 
American Road Machinery Com- 
pany, Ft. Wayne, Indiana; and 
sales for the 


Coordination of pressed steel 
operations of Republic Steel Cor- 
poration and subsidiaries under 
the general management of Fred- 
erick R. Schaefer was announced 
recently by Republic Steel Corp., 
Cleveland, Ohio. 


as manager of 


Ciiester w as be : ; 
Mr. Schaefer, who ha: been Savage Arms Corp., New York 
general manager of the Niles City 
Steel Products Division of Re-| ~ ~* 


public, will have jurisdiction over 
this division, the Superior Di- 
vision, at Elyria, Ohio, and will 
also serve as general manager of 
the Pressed Steel Division of 
Truscon Steel Company at Cleve- 
land, the position previously held 
by Harry Woodhead, who has re- 
signed to become president of 
Aviation Manufacturing Corp. 


TOASTMASTER HAS SOUND- 
SLIDE SALE FILM 


The Toastmaster Products Di- 
vision, McGraw Electric Co., 
Elgin, Ill, has released a 15- 
minute sound-slide film entitled 
“Smoother Sale-ing” to its sales 
representatives. This film, to be 
shown to the retail sales people 

Mr. Schaefer was sales man-| of electrical appliance depart- 
ager of the Hydraulic Pressed | ments, picturizes selling 
Steel Company from 1922 to] and demonstrates the value of 
1929, when it became part of|their application. Those who 
Truscon Steel Company. At that| view the film are also given a 
time he joined Niles Steel Prod-| small booklet entitled “Step Up 
ucts Co., where he became vice-| Your Volume” which is based on 
president and general manager in| the material given in the film, 
1935. Republic acquired this|and calls to mind the selling 
company in 1937. In_ earlier! principles in the picture. 





ideas 





In honor of the 90th business year of the John Pritzlaff Hard- 
ware Co., Milwaukee, Wis., members of the firm and the em- 
ployees filled the office of their president, Fred C. Pritzlaff with 
huge baskets of flowers. The company has had only two pres- 
idents, John Pritzlaf the founder, and Fred C. Pritzlaff, his son, 
who is 78 years old and has been associated with the company 
since his 18th birthday. 


The business was begun in a two-story frame building and 
today occupies about 12 acres of floor space in its own block- 
long brick building. The firm employs nearly 300 persons and 
has a club composed of employees who have been continuously 
employed for more than 25 years. Eighty members belong and 
several have a service record of half a century. 
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screen hardware. . 











No. 60. Just twist 
the turnbuckle to 
take up the sag. 








No. 9300. Ideal where chil- 
dren may push through 
the wire. Sturdy guards 
prevent sagging or swell- 











Screen Weather 
can mean PROFITS! 


With every sale of screen wire, suggest new 
. you'll please your custom- 
ers and make more profit. 
have to do the thinking for them. 


CHAMPION SCREEN DOOR BRACE 


o— —<—_>>—- —o 





Write to your jobber or to us for 
complete catalog of Champion items. 


THE CHAMPION HARDWARE °°- 


GENEVA, OHIO 


51 MURRAY STREET 
NEW YORK, N. Y. 












Remember that YOU 













CHAMPION 
SCREEN DOOR HINGE SET 
Reversible Half Surface Offset 








No. 130. Fits any door size. 
Button tip loose pin gives 
added appearance of qual- 
ity. Furnished in sets for 
customers who want “the 
whole works!” 


3” x 3” 




























CHAMPION 
ADJUSTABLE SURFACE 
DOOR HINGE 


No. 78. Just the hinge for 
fine screen doors. Tension 
can be quickly regulated 
after door is hung. Also 
supplied in complete 
hinge set. 














CHAMPION 
SCREEN DOOR GUARDS 















CHAMPION 
SCREEN DOOR CATCH 


No. 4110. Well-made catch 
with cast metal latch; 
wrought metal trim. Bolt 
is reversible for doors 
swinging in or out. Popu- 
lar for screen doors. 
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THIS DISPLAY 
WILL WIN YOU 
EXTRA PROFITS 
IN YOUR 
HOUSEWARES 
DEPARTMENT 


TESIORS 
CEMENT 


Mended with 
TESIOR'S 
Watorproofr 
CEMENT 
1O¢ 

























TESTOR’S CEMENT: 


NATIONALLY KNOWN coed PREFERRED, 
SELLS ALL-YEAR AROUND Jor MENDING 
CROCKERY, CHINA, GLASS, WOOD, ed. 


Testor's is the fastest-selling household cement on the 
market... shows you greater profit, both in turnover and 
mark-up, than any similar product. Nationally adver- 
tised. Feature this tested display in your housewares 
department for most effective tie-in merchandising and 
promotion. Comes with No. 2 Deal. See your jobber; 
get details, too, on our other adhesives . . . 


TESTOR CEMENT CO. 


“The Haute of Adhesives” Rockford, Illinois 


MAKERS OF 
TESTOR'S CEMENT e@ TESTOR'S LIQUID GLUE e TESTOR'S 
PAPER CEMENT e TESTOR'S MODEL AIRPLANE CEMENT 
@ TESTOR'S METALLIC CEMENT and other Adhesives 


Cc. 8S. HARPER, JR. 


Charles S. 
}. A. 
appointed members of the east- 


Harper, Jr., 
Denholm, Jr., have been 


ern sales organization of the 
Dayton Rubber Mfg Co., Day- 
ton, Ohio. They will make their 


HEIL CO. TRANSFERS 
MINDEMAN AND TUTTAS 


Karl Mindeman, who has been 
in the sales department of The 
Heil Co. at the home office in 
Milwaukee, is now working out 
of the New York and Boston 
branch offices as Connecticut rep- 


| resentative of the company. He 


handles the Heil line of bodies, 


hoists, road machinery, water 
systems and heating equipment. 
Sam Tuttas, who has_ been 


traveling out of the Milwaukee 
office for the oil heating and 
water system divisions, has been 
transferred to the Chicago office. 
He will cover Indiana, Michigan 
and part of Illinois selling the 
complete line of Heil heating 
equipment and water systems. 


PITTSBURGH PLATE GLASS 
TO ERECT HOUSTON PLANT 


The Pittsburgh Plate Glass Co., 
Pittsburgh, Pa., shortly will be- 
gin the construction of a new 
$350,000 paint plant at Houston, 
Texas, to serve customers in that 
territory. 

The new plant will be a com- 


plete unit, manufacturing a full | 


line of paints, varnishes, and lac- 
quers. It will be built on a 
2l-acre tract of land acquired by 
the company last spring. It will 
comprise three main buildings, 
auxiliary units and storage tanks, 
and will complement paint man- 
ufacturing operations now con- 
ducted at six other factories 
located throughout the country. 


and 





DAYTON RUBBER MFG. CO. ANNOUNCES 
TWO NEW SALES APPOINTMENTS 


J. A. DENHOLM, JR. 


headquarters in New York. Mr. 
Harper will represent the com- 
pany in metropolitan New Jer- 
sey and the lower New York 
State area. Mr. Denholm will 
work directly out of Dayton’s 
New York office. 


The plant will produce a com 
plete line of paints for architec 
tural and maintenance uses in 
addition to such industrial fin- 
ishes as may be required in that 
district. 


INTERNATIONAL GAME FISH 
ASSOCIATION ORGANIZED 


The International Game Fish 
Association with headquarters at 
the American Museum of Natural 
History, New York City, has re- 
cently been formed. The associa- 
tion has established big game 
angling as one of the world’s 
leading major sports. The asso 
ciation plans to unite the marine 
anglers of the world under a 
control board whose rules make 
it possible for clubs and lone 
anglers alike to have proper 
acknowledgment and _registra- 
tion of their catches; to provide 
a central place for discussion 
and decision on tackle rules and 
catches, and to provide a source 
of scientific data on the large 
oceanic creatures, which because 
of their size can only be studied 
|in their own fishing grounds. 











| 


| WANT TOOLS, HOUSEWARES 
FOR SOUTH AMERICA 


The Medusa Trading Co., 1537 
President St., Brooklyn, N. Y.. 
advises it has requests from 
South America and other mar- 
kets for catalogs and price lists 
of American small tool lines and 
also housewares and utensils. 
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FTC TO MAKE DISTRIBUTION 
COSTS SURVEY AFTER JUNE 1 


The Federal Trade Commis-| committee also revealed that the 
sion has successfully angled for | FTC plans to: 


an $89,000 distribution costs 1. Collect periodic financial ac- 


study which will be launched | counting reports from selected | 
corporations (about 1000 com- | 


sometime after June 30. Out of 
a total FTC appropriation of $2,- 
300,000 for next fiscal year, the 
independent office appropriation 
bill has earmarked the $89,000 
figure which, according to some 
authorities, may be used as a 
forerunner in an administration lis designed to satisfy President 
attack aimed at national adver- | Roosevelt’s request two years ago 
tising. for “information concerning the 

Attention was focused on the | organization, business, conduct, 
advertising phase of the inquiry | practices and management of cor- 
when this statement was made by | porations.” 
an FTC official before the House| 2. “Seek the causes for mount- 
Appropriations Committee: ing costs in distribution which 

“The place of advertising in| te said to absorb benefits which 

‘should go to the consumer,’ re- 
| sulting from discovereies and im- 
| provements developed in research 
| laboratories” ; 

3. Study the influence of Fed- 
eral and state legislation on dis- 
| tribution through laws on selling 
consumer a disservice? The pro-| below cost, resale price mainte- 
posed inquiry would seek to an- | nance, price discrimination, com- 
swer these and other similar | mercial bribery, unfair trade 
questions.” | practice, price fixing, price filling 

Secret hearings before the | and interstate trade barriers. 


panies in from 80 to 100 indus- 


purpose of providing reliable in- 





management.” This phase of the 


distribution especially national | 
advertising, is a matter of great | 
importance and general interest. 
Is it costing the consumer too | 
much for the service it renders? | 
Does it sometimes render the 


1940 DUCK STAMP AVAIL-|pired. Last year more than 1,- 
ABLE JULY 1, 1,000,000 | 000,000 stamps were sold. 

SOLD IN 1939 Ninety per cent of the money 

The design of the 1940 “duck | realized from the sale of “duck 


stamp,” which must be purchased [ race is used by the Biological 


by all migratory waterfowl hunt- 
ers more than 16 years old, will 
be taken from a drawing by 
Francis L. Jaques. Seventh in 
the series, the new stamp is now | 
in the hands of engravers and | 
will be available to the public at | 
all first- and second-class post 
offices on July 1. Mr. Jaques’ 
design shows a pair of black | 
ducks flying down wind over a| 
marsh area. Wild rice is shown| 7!/, MILLION LICENSES 
in the background. ISSUED TO SPORTSMEN 


Nearly twi i spe-| ¢ : : 
ld i, twice the size of a spe- Sportsmen in the United 
“4 ae es stamp, it pensar Nance States paid some $12,600,000 for 
daoltar. é 
the ned oe ia oa 1as€) more than 7,500,000 hunting 

a ae ingty> '™ | licenses or combination hunting- 
blocks, or in complete sheets of | fishi iccitliames a i 
9S ties, Weebl teres ae 0 ishing or hunting-trapping ii- 

eo. seal aion oe i forme, in 1938, the latest year 
quired by law to be destroyed for which figures are cnaiiailin 
after the year of issue has ex- | ; ese a te 
according to a compilation by the 

Bureau of Biological Survey, 
| United States Department of the 
| Interior. The compilation in- 
| cluded hunting licenses alone in 
| 22 states and, in the others, only 
| 
| 


for the purchase and maintenance 
of waterfowl refugees throughout 





per cent is used for printing and 
| distributing stamps, administra- 


Bird Hunting Stamp Act, and 
other Federal activities relative 
to migratory bird conservation. 








the fishing and trapping licenses 
combined with those for hunting. 

Michigan led the country with 
| 682,605 licenses. Pennsylvania 
x a | was second with 661,443; New 

'|York third with 657,810; Ohio 
| fourth with 565,104; and Indiana 
1940 Duck Stamp | was fifth with 389,092. 
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GRIFFIN 


AND WROUGHT STEEL 


HARDWARE 


“3 BUTTS TO A DOOR” 


tries will be selected) for the | 


formation “about operating con- | 
ditions as a guide for business | 


FTC’s work will cost $61,000 and 


urvey to supplement other funds | 


the country. The remaining 10 | 


| tive putposes of the Migratory | 












| DYeyey aw olttacs 
Nlee:temetate! 
Tee Hinges 


Pressed Steel 
lito tap eiete <a 


Ornamental 
Hinges 
Safety Hasps 
Hinge Hasps 
| DYere) am oe Ftevelcas 
Garage 
Jeltathvelas 
Screen Corners 
Corner Braces 
| DYevey ame oie)ie) 
Cellar 
Window Sets 


NYe easel 
Hangers 


Screen Door 


Hardware 





GRIFFIN 


ufacturing Company 





NEW YORK: 45 Warren St. 





ERIE, PENNSYLVANIA 








BOSTON: 100 Purchase St. 
SAN FRANCISCO: 703 Market St. 
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INCREASE STORE 
TRAFFIC WITH THIS 





ee oe oe oe oe oe 


CIR-KO-LET 


GAS CIRCULATOR 
ASTOUNDING VALUE 


Not a loss leader, but a Quick-Turnover Profit 
Builder. Large, quality-built gas heater having 
hi-efficiency burner, duo-air-inlet and single 
adjustment. Internal combustion chamber 
keeps outer body cool . . . safe for kiddies. 
Equipped with Vac-lighter . . . safety match 
or cigar lighter will do. 


IMPORTANT: Present List Price applies for 60 day Intro- 
ductory Period only. Offer limited. 


Wire, Phone or Write for Discounts 


7 
The Ohio Foundry & Manufacturing Co. 


STEUBENVILLE, OHIO 


Dept. 27 





Established 1846 


|FLEMING DEFINES JOBBER-DEALER 
| STATUS UNDER WAGE-HOUR LAW 


| wholesale if more than a minor 
part of its business is wholesale. 
As a yardstick for determining | The result was that the word 
whether particular establishments | “minor” was subject to varying 
| are engaged in wholesaling or re-| interpretations and in the final 
tailing under the Fair Labor! analysis the circumstances in 
Standards Act, Col. Philip B.| each individual case had to be 
Fleming, wage-hour administra- | measured before a line of de 
tor, has ruled that “a retail estab- | marcation was drawn. 
lishment is one in which 50 per To clarify further the latest 
cent or more of the dollar value | ruling, wage-hour inspectors also 
of total sales are retail sales.” have been instructed that the 
Since the wage-hour law con-| term “retail sales” is to be taken 


(Washington Bureau 
of HARDWARE AGE) 


tains a specific exemption for! as meaning “sales to individual 
retail employees of most retail | consumers,” and that “a sale for 
establishments but does not ex-| industrial or business purposes 
empt employees of wholesale es-| as distinguished from private 


consumption is not a retail sale.” 

These rulings are regarded as 
another attempt on the part of 
the wage-hour division to meet 
objection to the law through ad- 
ministrative action in so far as 
possible rather than to seek re- 
lief via Congressional revision of 
the law. 


tablishments in interstate com- 
merce, the question of the law’s 
applicability to organizations 
which perform both functions has 
been a subject of controversy. 
Heretofore, the wage-hour divi- 
sion has set up no definite crite- 
rion but has ruled that an estab- 
lishment is to be regarded as 





| FINANCING OF SMALL BUSINESS 


(Washington Bureau 
of HARDWARE AGE) 


for such issues, we shall have to 
construct new machinery ex- 
pressly designed to meet the 
needs of small-business enter- 
prises for long-term capital par- 
ticularly in equity form.” 
Suggesting that this may be 
done by private initiative alone, 
the SEC chairman pointed to 
measures which he said have al- 
ready been taken by the agency 
to reduce the expense and in- 
convenience to small enterprises 
in registering new securities. He 
concluded that only a small part 
“There is also a strong feeling | of the total high cost of flotation 
existing among businessmen, par-| of small issues can be traced to 
ticularly among the group known | the registration requirement of 
‘as the ‘small-businessman, com-| the Securities Act. 
plying with the regulations and | oe 


rules that the expense of such 
compliance has been a detersent. | DECATUR & HOPKINS NEW 
I feel that if this situation exists | LOMA DISTRIBUTOR 
it should be remedied in order} Loma, a product of Tennessee 
that money could be quickly in-| Corp., New York City, has re- 
vested in productive enterprise.” | cently announced the appoint- 
SEC Chairman Jerome N.| ment of Decatur & Hopkins Com- 
Frank, who has previously gone! pany, of 93 Berkeley St., Boston, 
Mass., as exclusive distributors to 


on record in favor of some form 
of regional capital-credit banks | the hardware trade in the greate1 
| for “successful small businesses,” | Boston area. 


| replied that “the difficulties of eal 
flotation of securities for deserv- 
negeeee business enterprises lie TRICO FUSE APPOINTS 
| not in burdens imposed by the NEW REPRESENTATIVES 
registration requirements of the| The Trico Fuse Mfg. Co., Mil- 
| Securities Act but almost ex-| waukee, Wis., has announced the 
| clusively in the gaps in our pres-| appointment of the Huie-Simme: 
| emt financial mechanism. Co., 103 Thomas Bldg., Dallas, 
| “If we want to reduce the cost | Tex., as district sales representa 
|of flotation of small issues sig-| tive in Oklahoma and L. W. 
nificantly and, what may be more | Sloan, 408 Olive St., St. Louis, 
important, if we want to create| Mo., as district sales representa- 
| a fairly large and reliable market | tive in St. Louis, and vicinity. 


Members of Congress con- 
|cerned with the plight of the 
small businessman and his in- 
ability to obtain adequate financ- 
| ing received an emphatic “No” 
| from the Securities and Exchange 
| Commission last week to the 
query: “Has the SEC been a de- 
terrent to the financing of small 
| business?” 

Wrote Representative John W. 
| McCormack, Democrat of Massa- 
chusetts to the SEC: 
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GOELLNER ELECTED HEAD 
OF WEATHERSTRIP FIRM 
John A. Goellner has been 

elected president of the Monarch 

Metal Weatherstrip Corp., 6333 





JOHN A. GOELLNER 


Etzel Ave., St. Louis, 
succeed the late Alfred M. Lane. 

Joining the company 26 years 
ago as an engineer, Mr. Goellner 
was appointed production man- 
ager in 1918. In 1932 he was} 
elected vice-president in charge | 
of purchasing and sales engineer- | 
ing, in which capacity he served | 
until his recent election to the | 
presidency. 

\. Naughton Lane was 
currently elected a director, vice- 
president, and general sales man- 
ager. 


con- 


CHANGE DATE WEST COAST 
BUILDERS’ HDWE. MEETING 
An- | 


Hardware | 





The meeting of the Los 
geles, Cal., Builders’ 
Club originally scheduled for | 
May 28 has been changed to| 
May 23. J. Harold Dumbell, ex- 
ecutive secretary of the National | 
Contract Hardware Association, 
Fulton Bldg., Pittsburgh, Pa., | 
will address the meeting. 


HARDWARE STORE RAZED 
IN $250,000 FIRE 


The Hannah & Lay Hardware | 
block in Traverse City, Mich., | 
was partially gutted by a fire of 
undetermined origin on April 15, 
causing damage estimated at | 
$250,000. The Hannah & Lay 
Hardware, established in 1855, 
occupied the basement and. all 
three floors of one section and 
the second and third floors of 
another section of the property. 

The Hannah & Lay Hardware 
will continue in business it was | t 


announced by Gordon C. Pharo, | | 
head of the company. He also 
said that the company was fully 
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Mo., to} 


| His 


warehouse 
headed the division in auto ac- 


insured and that a temporary 
location is now being sought. 
“All of our existing contracts in 
plumbing and electrical depart- 
ments, likewise our appliance de- 
partment, will be fulfilled.” 


CLARK BROS. BOLT CO. 
MOVED CHICAGO OFFICE 


Clark Bros. Bolt Company, 
Milldale, Conn., manufacturer of 
a complete line of bolts, nuts, 
screws, and washers has an- 
| nounced the removal of its Chi- 
cago office to Room 1636 McCor- 
| mick Bldg., 332 S. Michigan 
Avenue. This office is in charge 
| of Dudley H. Smith, district sales 
| manager. 


TRU TEST APPOINTS 


STAFF MEMBER 


Horace E. Bridges has become 


associated with the Tru Test 
Marketing and Merchandising 
Corporation, Merchandise Mart, 


Chicago, Il]. He will assist in di- 
recting the Tru Test Merchandis- 
ing program through coordinating | 
and scheduling of merchandising 
activities for hardware stores us- 
ing Tru Test services. 

He comes from a position as | 
merchandise controller and assis- | 
tant store manager of one of the | 
Sears-Roebuck, Cleveland, stores. | 

with Sears i | 
training | 
receiving 


experience 
cluded a_ full 
Starting in the 
shipping department at 
land, he advanced to store supply 
keeper. He served as an assistant 


course. 
and | 
Cleve- 


| buyer in Chicago. Transferred to 


Lansing, Michigan, he was ser- 
vice and adjustment manager and 











SPLICE ON 


NEW BUSINESS 
EVERY MONTH 


You can do it with AMCO ROPE. AMCO has exclusive 
features that no other rope possesses. In addition to using 
top quality, long-fibre manila, AMCO treats each indi- 
vidual fibre with their special non-evaporating cordage so- 
lution. It seals in the natural moisture. It keeps out mildew 
laden dampness and retains its strength many times longer 
than ordinary rope. In spite of its superiority AMCO Rope 
costs no more per pound nor weighs no more per foot. 


PROVEN INCREASE 
10% TO 50% ANNUALLY 
AMCO is a SPECIALTY ITEM that has in- 


creased the rope business of every dealer who 
has put it in. Facts and figures on request. 


_AMERICAN MANUFACTURING COMPANY 








HORACE E. BRIDGES 


operator. He then 


NOBLE AND WEST STREETS, BROOKLYN, N. Y. 


| Western Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS, MO. 





| ae $ sie € 


ALL-WEATH 


MANILA ROPE 


| AMERICAN 


“SUPERIOR'' MANILA ROPE 
TWINE - OAKUM + PACKING 


AMERICAN MANUFACTURING COMPANY 
Noble & West Streets, Brooklyn, N. Y. 


Please send me free sample of AMCO Rope 
and instructions how to prove it's different. 
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FOR 


AND 


PLUMBERS 


EASY 
BORING 


LONG 
EDGE LIFE 
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lemme special purpose bits 

have single spur and cutter 
and coarse thread screw. They 
take a firm grip in all woods 
and bore with great rapidity 
and ease. They are especially 
efficient in gummy woods, as 
they do not clog up. 


Made of forged, high-carbon 
steel and carefully heat treat- 
ed, they have unusually long 
edge life; so much so that the 
saving of time usually spent 
in keeping lower priced bits in 
shape more than makes up for 
the slight extra cost. 


in 10, 11 and 12 sixteenths. An over all 
length of 10/2 inches provides extended 
reach. Extra turns of twist have been 
added to facilitate chip clearance in 
deep holes. 


J-101S, Plumber’s Bit, has an over 
all length of 6/4 inches and comes in 
12 and 14 sixteenths. J-101E, with an 
over all length of 9% inches comes in 
sizes ranging from 11 to 28 sixteenths. 

Spring building wil! bring a brisk de- 
mand for these bits. Your jobber will 
supply you. 


J-101S 


L-101E 


AUGER BITS 


THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 
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L-101E, the Electrician’s Bit comes’ 


ELECTRICIANS 


| of this year. 


| Co., Akron, Ohio, has obtained 


Rusoolt Fonninge 


| ware, seeking the acceptance of 


| ers’ hardware as proposed by the 
| advisory committee on standard- 


SPECIAL BITS | =v:20 commencia: stanpanps 


FOR BUILDERS’ HDWE. PROPOSED 


(Washington Bureau 

of HARDWARE AGB) 
The Bureau of Standards is 
re-circularizing producers, distrib- 
utors and users of builders’ hard- 


interested parties to a revised 
commercial standards for build- 


zation. 

Suggested as a common basis 
for understanding between manu- 
facturers, distributors and users, 
the proposed standards include 
nomenclature, definitions, finishes, 
handing rules, mortises, and gen- 
eral practices for labeling, pack- 
ing and listing dimensions. Also 


ONLEY IN SOUTHWEST 
FOR DEVENEY & CO. 
Arthur H. Deveney, president 
of A. H. Deveney & Co., Atlanta, 
Ga., manufacturers’ representa- 
tive, has announced the appoint- 
ment of C. R. Onley to represent 
the company in the Southwest. 
Mr. Onley, who succeeds the late 
Sam P. Wadley, was formerly 
with the Stratton-Warren Hdwe. 
Co., Memphis, Tenn. He will 
make his headquarters in Dallas. 


CELLULOID CORP. MOVES 
NEW YORK OFFICES 


Celluloid Corp. moved to 
180 Madison Avenue at 34th 
Street, New York City, on April 
22. Besides the sales and credit 
offices the New York headquar- 
ters will include a showroom 
where the results of 70 years of 
plastic pioneering will be dis- 
played. 


FIRST SYNTHETIC RUBBER 
PLANT TO BE ERECTED 


The Standard Oil Development 
Co. has made an agreement with 
the Standard Oil Co. of Louisi- 
ana for the reception of a Buna 
synthetic rubber plant at Baton 
Rouge, La. The plant will have a 
capacity of approximately 10,000 
lbs. per day and is expected to 
begin operations the latter part 


The Firestone Tire & Rubber 


a license from the Standard Oil 
Development Co. to manufacture 
its own requirements of Buna 
rubber, and it is understood that 
Firestone will be prepared to 
produce the synthetic product on 
a small scale in the immediate 
future. It is not yet known, how- 
ever, whether the Firestone com- 
pany will erect a plant or draw 
its principal supplies from the 


specifically included are rules for 
hands of locks, casement sash 
trim, plates for double acting 
floor hinges, and loose joint butt 
hinges. 

After acceptance, the bureau 
publishes the approved standards, 
listing various organizations and 
groups among the official accep- 
tors. Although adherence to the 
commercial standards is volun- 
tary, the Department of Com- 
merce having no_ regulatory 
power, their provisions become 
established through usage and be- 
come effective through incorpora- 
tion into sales contracts by means 
of labels, invoices and related 
instruments. 


One of the other leading rub- 
ber companies has already in- 
formed the Standard Oil Develop- 
ment Co. that it will draw its 
supplies of Buna rubber from the 
Baton Rouge plant and this plant 
will also furnish on an econom- 
ical basis the requirements of a 
large number of manufacturers 
of rubber specialties who have 
been using the imported Buna 
supplies, which have been cut off 
since the war began. 





NORTH JERSEY DEALERS 
HOLD DINNER-DANCE 


More than 100 members and 
guests attended the recent dinner 
dance of the North Jersey Hard- 
ware and Supply Association, 
held at the Hotel Plaza, Jersey 
City, N. J. Theodore Romaine, 
president of the association, pre- 
sided at the banquet and intro- 
duced the association’s guests. W. 
Glenn Pearce, Philadelphia, Pa., 
managing director, Pennsylvania 
& Atlantic Seaboard Hardware 
Association, spoke briefly. Sydney 
H. Atkinson, Brooklyn, N. Y., 
second vice-president, New York 
State Retail Hardware Associa- 
tion, urged dealers to attend the 
Congress of the N.R.H.A., to be 
held in New York City, July 15- 
18, at the Hotel New Yorker, and 
asked assistance in planning for 
entertainment of the delegates. 

An excellent floor show was 
provided by professional enter- 
tainers, the evening being con 
cluded with a dance. 





REINBOLD HEADS CROSLEY 
BEVERAGE COOLER DIV. 


E. Reinbold has been appoint- 
ed manager of the Beverage Bot- 
tle Cooler Division of The 
Crosley Corp., Cincinnati, Ohio. 
Mr. Reinbold is widely known 
in both the manufacturing and 
distributing branches of the bev- 





Baton Rouge plant. 


erage industry. 
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CHRISTIAN STEENSTRUP 


“Modern Pioneer” 


For his contribution to the 
refrigerator field, Christian 
Steenstrup, a General Electric 
Company engineer, was among 
those recently honored by the 
National Association of Manu- 
facturers as “Modern Pioneers.” 
Mr. Steenstrup’s five patented 
inventions to improve refrig- 
erator machines cover an oil- 
operated unloader for the re- 
frigerant compressor in _her- 
metically sealed machines, the 
Monitor top, the oil-pressure 
operated unloader employed in 
the G-E hermetically sealed 
machine, the construction and 
method of making sheet steel 
evaporators, and the modern 
type of evaporator used in the 
G-E domestic refrigerating ma- 
chine. 


DIGEST OF MARKETING 
LAWS IN NINE STATES 
(Washington Bureau 
of HARDWARE AGE) 
The Interdepartmental Commit- 
tee on Interstate Trade Barriers, 
established under the Commerce 
Department last November to 
keep the finger of the Federal 
Government in the stew to elim- 
inate interstate trade restriction, 
has released a digest of market- 
ing laws now effective in the nine 
states whose legislatures meet in 
1940. These include Kentucky, 
Louisiana, Mississippi, Nebraska, 
New Jersey, New York, Rhode 
Island, South Carolina and Vir- 

ginia. 

Prepared by A. H. Martin, Jr., 
director of the WPA white-collar 
marketing laws survey, the digest 
will be sent to the Council of 
State Governments with instruc- 
tions to turn copies over to the 
state legislators. It contains a 
series of 32 charts and includes 
12 classifications of state laws 
frequently mentioned when trade 
barrier legislation is discussed. 
These categories embrace laws on 
chain stores, motor vehicles, gen- 
eral preference for state products, 
use taxes, insurance and other 
subjects. 

The charts, according to a 
Commerce Department statement, 
reveal expansion in recent years 
of reciprocal agreements between 
the states, principally in the fields 
of motor vehicle licensing and in- 
surance regulation, as well as 





legislation covering some agricul- 
tural commodities. 





Smith-Winchester Co. Observes 


75th 


This year marks the passage 
of three-quarters of a century of 
service of the Smith-Winchester 
Co., hardware firm of Jackson, 
Mich. One of the oldest firms 
in Jackson, having been founded 





in 1865, the company was once 
a typical small-town hardware | 
store. It now conducts a whole- | 
sale and retail hardware busi-| 
ness and. also operates a va 
metal plant along with steel and 
storage employing a 
total of 88 employees outside its | 
official family. 

The company originated as the 
hardware store partnership of 
Bridgman and Durand in Grass 
Lakes, but shortly afterward was 
moved to Jackson. The business 
became Bridgman, Graves & Co., 
then Bridgman & Goldsmith; 
was bought out by Westgate & 
Mulvey and in 1876 sold to 
Wells and Fuller. 


houses, 





1940 





Anniversary This Year 


Hugh L. Smith, father of 
Roger W. Smith, president of the 
firm now, entered the employ 
of Wells & Fuller in 1879 as 
stockkeeper about the time that 
Charles Barnard joined the firm 
as a salesman. By 1888 these 
two men owned the firm and it 
became known as Barnard and 
Smith. A year later Samuel W. 
Winchester joined the company 
and the present firm name was 
adopted. 

Other officers of the company 
are: vice-president, Hugh _ T. | 
Smith, son of the president; sec- | 
retary, Bernard A. Bettendorf, 
and treasurer, Clarence J. Watts. | 
Hugh Smith is manager of the | 
wholesale department and Mr. | 
Watts has been general manager | 
of the retail, sheet metal and 
warehouse departments since 
1916. The directorate includes 
the officers and Frank W. Gay. | 


perfect ripple-free surface! 





ONLY SKILSAW FLOOR SANDER HAS 


THIS EXCLUSIVE Reto glide 


SANOING Suscs 





No slot across the entire e/ part of 
sanding surface is always in contact with 
the floor —there are no pounding bumps 
so sanding is always perfectly smooth! 











EASY TO HANDLE! Perfectly balanced; 

scientifically designed handle, makes 
it easy to feather off the cut! 

NEEDS NO ATTENTION! Sealed ball 
and roller bearings used throughout 
require no oiling—lubricated for life! 
PROFESSIONAL CAPACITY! 2300 feet of 
sandpaper on the floor per minute— 
has full 1 H. P. motor! 

DOES PERFECT JOB! Produces smooth, 
ripple-free surface because the exclu- 
sive “ROTOGLIDE” Drum eliminates 
the pounding bumps that cause wavy 





floors with ordinary sanders! 

Skilsaw “‘ROTOGLIDE” Rental Sander is 
the finest machine for the rental customer... 
an unbeatable profit-maker for you! It will 
bring you added business in varnish, paint, 
sandpaper —attract new customers. Popularly 
priced, it pays for itself quickly and goes on 
making profits for you for years to come! 


Built By America’s Leading 
Quality Tool Manufacturer 


SKILSAW, INC., 4763 Winnemac Av., Chicago 


36 East 22nd St., New Yore—183 ue. St., gtr 
—52 Brookline Ave., Boston—15 8. st St., Phila- 
delphia — 2124 Main 8t., 918 U nion Street, 
Atlanta — 1253 
Los Angeles — 2065 Webster Bt., 
Deloraine Ave. .» Toronto, Canada. 


Dallas — 


New Orleans —29 North Ave., N. W. 
South Flower S8t., 
Oakland — 85 









professional capacity . . produces 


ASK YOUR JOBBER ABOUT ‘’SKILSAW’S’’ PROFIT-BUILDING PLAN 
Skilsaw “‘ROTOGLIDE’’ Floor Sander is Sold Only Through Hardware Jobbers 





THE PERFECTED TROUBLE-FREE 


SKILSAW wat a 


RENTAL SANDER , A, 


easy to use..needs no attention..has A 




































45 Seconds to Change Paper! 
Changing paper is simple, 


even for an inexperienced 
operator. Both clamps are 
controlled from the same 
side—they grip securely. 





Tréuble-Free Service! 


Powerful motor can carry an 
overload 50% above its rated 
capacity. Drum and motor 
bearings lubricated for life 
and sealed,need no attention. 





Easy to Handle! 


Just the right weight. Two 
fingers on handle guide ma- 
chine — slight downward 
pressure feathers off drum. 
















OBITUARIES 





Louis M. Persing, 70, president 
| of The Clyde Cutlery Company, 
| Clyde, Ohio, passed away re- 


EARL L. KRANTZ 


| Earl L. Krantz, 49, active in 
| business and civic affairs in 
| Lorain, Ohio, for more than 30 

years passed away March 24. 
| He was president of the Lorain 
| Hardware Co. 


Folding Chairs—Substantial— Strong— 
Fold flat—Save space— Save money 


| ore 


JOSEPH F. GLEASON 


Joseph F. Gleason, proprietor 
of the J. F. Gleason Co., 100 La- 
fayette St., New York City, dis- 
tributor of tools, supplies and 
machinery, passed away April 16. 
| He was 72 years old. 

A member of the Harpwarr 
Ace Fifty-Year Club, Mr. Glea- 
son had been associated with the 
hardware industry since 1883 
LOUIS M. PERSING when as a boy of 16 he obtained 
employment as an errand boy 
with the hardware firm of Mont- 
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STRONG AND STURDY 
BUILT OF HARDWOOD 
WONT TILT 











FOLDS 
EASILY 
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FLAT 
THE 

TUCKER WAY 








| cently. Death was due to pneu- ; 
iy ge I gomery & Co., Inc., New York 
monia complications. ’ 


Sag yg ag oa St City. This business affiliation 
f, i . Ts 7 “4 “ « . . 
& ener Jasted for 43 years during which 
the employ of the organization |). carved the ahaa “toe 
inane “ ies” Meee ae 
later known as The Clyde Cut- ae ee 
: sales manager, then as treasurer 


lery Company. His first task | ‘ : 
: ee |and finally as president. When 
was forging pruning shears and | 


tal oe Maas gle | the firm was dissolved in 1926, 
| = ee alk a f ong bess Mr. Gleason organized the com- 
WEATHERPROOF e co-10 ers oO e res ht 4 oo” 
| ? ; any which bears his name. 
—— | corporation in 1904. He served | P i. hit nner ‘ennnein, te had 
| ° ° ° § 2 c er, -] at 
NO EXPOSED METAL | as superintendent and vice-pretl-| ston heen 9 sales végueceatative 
dent and succeeded the late | 5. the Union Bolt & Nut Co 
° ° 0 )» i - 
Robert B. Jones as president in | Teeniiiinen te eed 
1938. He was well known among | : oa ve 
|other hardware manufacturers. 


- ; facturers of cutlery, and : _ 

well finished with smooth rounded corners. Low the manufacturers of cutlery, anc | During 1924 he was president of 
had been responsible for the de- | . - 

| the Grobet File Corp. of Amer- 


priced, it sells fast. A good item for volume sales . 
the year ‘round. Three sizes: adult, junior and velopment of much machinery | 5 He was president of the 
child's. Finished in natural or colors. ‘used in the cutlery industry. His! yionaroneck, N. Y. board of 
advice — sought on the forging, | education from 1919 to 1934. 
tempering, and heat treating of | is Bees tie sbiee 6. om 
steel. ! : | Edward J. Gleason of Larchmont, 
He is survived by his widow, | ; ’ 
: | and two daughters. 
one sister, two daughters, and | 
two sons, Russell and Dean, both | 
| with The Clyde Cutlery Com- 
pany. 
PEERLESS CAMP COTS. Popular with leading ae ae 
merchants because it’s the best line of cots for the 
money. Strong, hardwood frames, Tucker cots are H. B. GARDNER 
hard to beat for comfort. Made in a variety of sizes 
including child’s cots. Wide price ranges. | 













PATENTED 





TUCK’ER WAY 











For assemblies, schools, stores, camps, shops. Built 
of hardwood, our No. 85 chair illustrated above, is 








Herbert B. Gardner, chairman | 
of the board of the Gardner | 
Tucker cots and No. 85 chairs stocked at warehouses in Hardware Co., Minneapolis, | 
New York, Philadelphia, Seattle, San Francisco, Atlanta, | Minn., was killed April 20 at} 
Boston, Chicago, Cincinnati, Denver, Houston, Jackson- Port Angeles, Wash., when he | 
ville, Los Angeles, Minneapolis, New Orleans. was struck by an automobile. 

A pioneer hardware man in| 
the northwest, Mr. Gardner | 
moved to Minneapolis in 1884, | 
| establishing there the hardware | 
firm of which he was president 
until 1906 when he moved to 
| Washington to organize and head | 
| the Gardner Timber & Land Co. | J. F. GLEASON 


Write for prices. 


ie DUCK AND RUBBER COMPANY e 


| 

Complete Line LAWN CHAIRS. | 
| 

DEPT. H. 5 FORT SMITH, ARKANSAS 













HARDWARE AGE 


LOUIS M. PERSING | He made his home in Gardiner, 
| Wash. Surviving are his widow, 
three sons, Herbert M., Guy G.. 
| and Edward T., of Minneapolis. 
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CONGRESS URGED TO ENACT 


FORWARDER BILLS THIS SESSION 


(Washington Bureau 
of HARDWARE AGB) 


Retail interests have joined the 
Freight Consolidators and For- 
warders Institute in urging Con- 
gress to enact further forwarder 
legislation at the present session. 
Proposed forwarder legislation is 
embodied in Senate bill 3665 and 
House bill 9089, identical mea- 
sures, embodying the draft pre- 
pared by Chairman Eastman of 
the Interstate Commerce Commis- 
sion, and S 3666 and HR 9090, 


also identical bills, the Forwarder 


Institute’s modification of the 
Eastman draft. 

The Eastman draft provides 
that after Jan. 1, 1941, it shall 
be unlawful for any carrier, 
other than a forwarder, to con- 


tinue to hold “any interest what- 
in a forwarder carrier, 
thus divorcing railroad control of 
forwarder companies. The Insti- 
tute bill would leave the question 
with the Interstate Commerce 
Commission, except, under a 
“grandfather” clause, relation- 
ships existing on July 20, 1937, 
would be left undisturbed. 

The Institute measure also 
would permit forwarders to en- 
ter joint rate arrangements with 
all agencies of transportation, 
whereas the Eastman bill would 
require them to pay regularly 
published tariff rates. 


” 
soever, 


The “grandfather” clause in 
the Institute bill, in addition to 
leaving undisturbed carrier-for- 
warder relationships existing on 
July 20, 1937, would relieve for- 
warders then and since in opera- 
tion of any requirement to make 
a showing of public convenience 
and necessity to obtain certifi- 
and would give “grand- 
father” rights only to forwarders 
in operation when the Commis- 
sion handed down decisions hold- 
ing that they were not subject to 


cates, 


the act in its present form. The 

Eastman bill fixes Aug. 1, 1937, 

as the “grandfather” date. 
Forwarders, which pick up 


small lots from various shippers 
consolidate them into car- 
load shipments, thus affording 
lower rates, now operate as ship- 
pers. But in the development of 


and 


given this bill as the ‘result of a 
recent Supreme Court decision in 
the so-called Acme Fast Freight 
case. The Supreme Court upheld 
the ICC’s finding that forwarders 
are left unregulated by the pres- 
ent act and that they therefore 
have no status except that of 
shippers. The Eastman bill would 
leave determination of rates and 
compensation to the ICC. 

The Institute bill, much 
rigid, would permit by law the 
continuance of present carrier- 
forwarder relationships, including 
the negotiation of contracts and 
joint rates. 

While doubt prevails that for- 
warder legislation can be passed 
at this session, hearings on two 
forwarder bills have been set to 
begin early in May before a 
subcommittee of the Senate Com- 
mittee on Interstate Commerce. 
The hearings will be consolidated 
with a Senate resolution calling 
for an investigation of railroad 
methods of handling forwarder, 
less-than-carload and express traf- 
fic. A subcommittee of the 
House on Interstate and Foreign 
Commerce also will hold hearings 
but they will be directed only to 
the bills since the House did not 
pass a resolution similar to that 
which the Senate adopted. It is 
believed that forwarder legisla- 
tion can be passed at the next 
session. Such legislation was 
passed by the House in the omni- 
bus transportation bill but not 
in the Senate and was knocked 
out in conference because the 
Senate conferees insisted that it 
should be considered apart from 
the general transportation mea- 
sure and be made the object of 
further investigation. 


le SS 


NEW PIPE NIPPLE STAND- 
ARDS EFFECTED 


Because the Bureau of Stand- 
ards has received a satisfactory 
majority of acceptances, its pro- 
posed commercial standards for 
steel, wrought iron, copper and 
brass pipe nipples was made ef- 
fective on May 10 in accordance 
with the voluntary procedur« 








their business forwarders have 
obtained from the railroads vari- | 
provisions and tariff rules 
which facilitate their operation. | 
They have sought the status of | 


ous 


common carriers such as express | 


sponsored by the Bureau’s Divi- 
sion of Trade Standards. 

The Bureau circularized manu- 
facturers, distributors and users 
last Jannary on a recommended 


agencies have so that they could | revision and consolidation of the 
make contracts with railroads or three commercial. standards pro- 


enter into arrangements for joint 
revenue provisions. 

The Eastman bill would con- 
tinue forwarders as shippers, and 
its supporters point to strength 
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posed by the 
‘tion of Pipe 
ers. 
the Bureau promulgated the pro- 
posed standards. 


National Associa- 
Nipple Manfactur- 
In the absence of opposition, 
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DEPENDABLE 


The Recognized Byword for 
Controlled Heaters .. . 


OILIFTER 


Automatic Fuel Pump and 
Flow Control Combined ... 


Add an Extra Profit to 
Every Heater Sale! 


FREE your Oil Heater Customers of the incon- 
venience of Oil Tank Refilling! Add this Auto- 
matic Control to the Heater and REMOVE THE 
OIL TANK. It helps sell MORE Heaters. It’s an 
additional sales point that makes your customer 
thoroughly satisfied. 

With this OILIFTER mounted in place of the 
regular A-P manual control, your customer just 
plugs into a convenient electrical outlet. The 
Oilifter draws the oil through a single %4” tube 
from a bulk supply in the basement or outside 
the home. It also regulates the heat exactly the 
same as the present control. 

The A-P OILIFTER is a plus value, easy to 
install, AND A GREAT SALES BOOSTER FOR 
OIL BURNING HEATERS. 


@ To INCREASE 
HEATER SALES ... 

Write for your copy e For more satisfied users 
of the “A-P Album of and additional profit, 
Space Heater Selling,” display and talk A-P 
and for A-P Merchan- Oi] Heater Control Ac- 
dising Aids, Display cessories 12 MONTHS 
Cards, and Statement A YEAR! 

Folders. 


ALITOMATIC PRODUCTS COMPANY 


2442 NORTH THIRTY — SECOND STRE 


MILWAUKEE ® wisconsin 
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BLACK 
FLAG 


NOW ON 


124 


RADIO STAMONS 


COAST-TO-COAST 























BE READY FOR THIS 
AVALANCHE OF RADIO ADS 


Yes, indeed—there’s a real advertising 
wallop behind Black Flag this year— 
probably the greatest in the entire 50- 
year history of the product! 124 Radio 
Stations, in every part of the country, 
stirring up more Black Flag sales for you. 
And magazine ads in American Home, 
Better Homes and Gardens, and Good 
Housekeeping, too! Yes—Black Flag 
should be easy for you to sell this 
season—profitably! 










THE A. S. BOYLE 
COMPANY 
(Distributors) 


Jersey City, N. J. 
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NEW OFFICERS FOR 
| RAYMOND, CLOPECK & CO. 


| Reorganization plans of Ray- 
| mond, Clopeck & Co., retail hard- 
ware firm of 108-110 S. Andrews 
Ave., Fort Lauderdale, Fla., have 
been completed following the 
| purchase of the Charles Holmes 
|and Clopeck Brother interests. 
| At a special meeting of the stock- 
|holders the following directors 
| were elected: John R. Paddack, 
|D. A. Paddack, T. G. Paddack, 
| Wm. Arnold, Jr., and Walt J. 
| Kitzerow. The following officers 
| were also elected: president, John 
R. Paddack; vice-president, D. A. 
Paddack, and secretary-treasurer, 
Walt J. Kitzerow. 

Mr. Kitzerow will continue in 
| the capacity of general manager 
| as he has in the past. He, as well 
as John R. Paddack, were mem- 
| bers of the former organization. 
| No other changes were made in 
the personnel of the company. 


20 MORE WILDLIFE 
REFUGES CREATED 


The Migratory Bird Conserva- 
tion Commission has approved 
the expenditure of $349,466 to 
acquire 48,502 acres of land to 
be added to 20 existing refuges 
administered by the Bureau of 
Biological Survey in 15 states, 
secretary of the Interior Harold 
L. Ickes announced recently. In 
addition, approval was given to 
lease one tract of 640 acres. 

The largest acquisitions were 
authorized in Oregon, where 20,- 
323 acres are to be added to the 
Hart Mountain Antelope Refuge, 
near Lakeview, and 14,751 acres 
to the Malheur Migratory Bird 
Refuge, near Burns. 


Members of the Migratory 


Bird Conservation Commission 
are: Secretary of the Interior 
/Ickes, chairman; Secretary of 


Agriculture Henry A. Wallace, 
Secretary of Commerce Harry L. 
Hopkins, Senator Key Pittman 
of Nevada, Senator Charles L. 
McNary of Oregon, Representa- 
tive James Wolfenden of Penn- 
sylvania, Representative John J. 
Cochran of Missouri, and Ru- 
dolph Dieffenbach of the Bureau 
of Biological Survey, secretary. 

The Commission operates in 
accordance with the Migratory 
Bird Conservation Act of 1929 
which authorized appropriations 
for establishment of a Federal 
of inviolate sanctuaries 
for migratory birds. Appropria- 
under this act, together 
funds from duck stamp 
sales and from other sources, 
have resulted in the most exten- 
sive bird refuge system in the 
world. 

Refuges of all kinds adminis- 


tions 
with 


now total 266 with more than 
13,500,000 acres, including 16 
with more than 4,000,000 acre: 
in Alaska, Hawaii and Puerto 
Rico. The system includes 144 
for waterfowl, 63 for other migra- 
tory birds, 18 for wildlife in gen- 
eral, 29 for non-game birds 
chiefly, and 12 for big game. 


HOLC INTENSIFIES 
CLEAN-UP DRIVE 


Home Owners’ Loan Corpora 
tion is accelerating its coopera 
tion with the National Clean-Up 
and Paint-Up Campaign Bureau 
in Washington in the intensifica 
tion of Clean-Up and Paint-Up 
campaigns in communities where 
HOLC has properties of its own 
to be maintained. HOLC is em- 
phasizing that it is not enough 
to merely keep one’s own prop 
erty in attractive and well re- 
paired condition but that the 
neighboring properties must also 
be kept that way or they will 
depreciate the value of their 
neighbors’ properties, including 
properties for which HOLC is 
responsible. Thus the interests of 
HOLC in the Clean-Up—Paint- 
Up—Fix-Up Campaign becomes 
communitywide. 

Ralph W. Emerson, executive 
secretary of the National Clean- 
Up and Paint-Up Campaign 
Bureau in Washington was in- 
vited by HOLC officials to attend 
a conference on the promotion of 
Clean-Up — Paint-Up — Fix-Up 
Campaigns in communities where 
HOLC has properties, at the Gov- 
ernment agency’s headquarters in 
Washington. The conference was 
held in the office of Pierre 
Blouke, architect for HOLC, and 
besides Mr. Emerson, was at- 
tended by J. J. Charters, special 
assistant, HOLC, and Arthur 
Goodwillie, field supervisor 


HOLC. 


LIGON BUYS CONWAY. 
ARK., HDWE. STORE 


J. M. Ligon has purchased the 
interests of the other partners 
in the Russell hardware store at 
1110 Oak St., Conway, Ark., 
which he had been operating for 
nearly 10 years. Mr. Ligon has 
been in the hardware business 
in Conway since 1901 and will 
continue the Russell business as 
the Ligon Hardware Co. 


JOINS NUTMEGGERS 


At the April 10 meeting of 
“The Nutmeggers,” H. D. Neff of 
Hartford, Conn., and representing 
the Utica Drop Forge and Tool 
Co., Utica, N. Y., was admitted 











tered by the Biological Survey 


to membership. 
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Haynes Hardware Co. 


46th Business Anniversary 


The Haynes Hardware Co., 618| have and their growing business 
Commercial St., Emporia, Kan., 
celebrated its 46th anniversary| Company was 





W. E. HAYNES 


with an anniversary sale, April 
12-20, 1940. Although the busi- 
ness actually started in Em- 
poria in 1894, John Q. Haynes 
had begun his hardware career 
in 1880 and W. E. Haynes in 
1884. Both are members of the 
Harpware Ace Fifty-Year Club. 


In February, 1894, W. E. 
Haynes under the name of 
Haynes Brothers, opened the 


Haynes Brothers hardware store. 
He was joined by N. B. Haynes 
the first day of the following 
September. John Quintus had 
joined the firm in July, 1894, hav- 
ing sold his interest in the Em- 
poria Lumber Company to his 
brother Henry. Three brothers 
were together in the hardware 
business and the fourth brother 


joined in 1896 when Henry 
Shields Haynes sold his in- 
terest back to Mr. Brown. 


When H. S. Haynes joined the 
firm the time had come for ex- 
pansion and the brothers bought 
the establishment which they now 





Observes 


The Haynes Hardware 
incorporated in 


filled it. 


1907. 
Through the years, Henry 
Shields Haynes became the tra- 
veling member of the firm and he 
was out in the territory taking or- 
ders for the firm. A branch was 
established in Americus in 1917 
this was continued until 
| 1922. A Hartford branch was 
| established in 1918 and this was 
| managed most of the time by 
| John Q. Haynes. It was closed 
}in 1932. 
| Sons of W. E. Haynes at vari- 
ous times have been associated in 
the business. Charles Haynes left 
the firm in 1927. He now is in 
Tulsa, Okla., connected with a 
company which deals with oil 
leases. Later, W. E. Haynes, Jr., 
joined the firm and was with it 
until the spring of 1935. He is 
now in the paint business in St. 
Joseph, Mo. 

The late Charles Ford, who 
died in 1934, held an interest in 
the firm, which now is held by 
his family. Nathan B. Haynes’ 
son, John W., is a member of the 
firm, and Miss Marie Haynes, a 
daughter of John Quintus, is an 
employee. H. S. Haynes was the 
first member lost from the firm. 
He died in Septemmber, 1919. 
Nathan B. Haynes, the oldest 
brother, died in September, 1923. 
William E. Haynes and his 
brother, John Q., 77 and 85 years 
respectively still are active in 
the firm. 


| and 


NEW OFFICERS OF JERSEY 
TRAVELERS GROUP 


The Hardware and Allied Tra- 
velers Association, Inc., Newark, 
N. J., recently held its installa- 
tion of new officers. They are: 
president, Louis Marks, Landon 
P. Smith, Inc., Irvington, N. J.; 








JOHN Q. HAYNES 
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vice-president, Larry Goldsmith, 
Arnel Shade Co., New York City; 
recording secretary, Irving Suss- 
man, Service Sales Co., Newark, 
N. J.; financial secretary, Leo 
Levine, H. Schultz & Son, New- 
ark, N. J.; treasurer, Louis 
Globerman, Enterprise Tinware 
Co., New York City. The associa- 
tion’s board of governors is com- 
prised of: chairman, Philip E. 
Strassburger, Eagle Sales Co., 
Newark, N. J.; Harry Weiss, 
Eagle Sales Co., Newark, N. J.; 
Alfred Braverman, Robinson Clay 
Products, New York City; Joseph 
Rubenstein, Service Sales Co., 
Newark, N. J.; Paul Fiske, H. 
Schultz & Sons, Newark, N. J., 
and Louis Hecklan, Cook & Dunn 











Paint Co., Newark, N. J. 







































me NEW CHENEY 
SILVER i 
KING 










THE NEW CHENEY NAILER, 
THE SILVER KING, IS THE FINEST 
OF ALL FINE HAMMERS 


The full polished head, polished even back 
of the eye and under the claw, with all 
edges and corners carefully ground round 
and its new, modern streamlined design, 
combine to make the Silver King, the pride 
of every mechanic's tool chest. 
FEATURES 
Full polished head—completely streamlined 


No sharp corners, all rounded. Nail hold- 
ing device 




























Long eye, strengthens and protects tough 
hickory handle 

Head weight _ scientifically 
increases power, eases effort. 

Retail price $1.50 ea. 






distributed, 






16 ounce size only. 


Order a few dozen Silver Kings — today 


BEAUTY - STRENGTH - POWER - BALANCE 














HENRY CHENEY HAMMER CORP. 


Factory: Little Falls, N. Y. 
Sales Office: 302 Broadway, New York 
















Order the famous Cheney Sales Maker for 
your store. It doesn't utter a word — but 
it’s selling more hammers in more hard- 
ware stores—everywhere. Get a Cheney 
Sales Maker working in your store. 





































ENTERTAINMENT FEATURES FOR 
THE 1940 N.R.H.A. CONGRESS | 


The New York committee for 
the entertainment of hardware- 
men and their wives during the 
1940 N.R.H.A. Congress, has ar- 
ranged an interesting program of 
entertainment for the period of 
the convention, July 15-18. While 
complete plans have not yet been 
announced, several major enter- 


tainment events have already 
been decided upon. Sydney 
Atkinson, R. J. Atkinson, Inc., 


Brooklyn, N. Y., is chairman of 
the committee. 

Monday afternoon, July 15, 
there will be a reception for the 
ladies, honoring Mrs. Horace P. 
Aikman, wife of the 
president, and that evening there 
will be the opening session of 
the Congress. There will be no 
speeches and following the ses- 
“get acquainted” dance 
will be held in the ball room of 
the Hotel New Yorker, Congress’ 
headquarters. 

Tuesday has been designated 


sion a 


as “National Retail Hardware 
Day” by the World’s Fair and to 
enable delegates to spend as 


much of the day there as pos- 


sible, the business session will 


be concluded shortly before noon. | 


This will give all an opportunity 
to visit the many interesting edu- 
cational exhibits and amusements 
at the Fair during the afternoon 
and as much of the evening as 
is desired. The Fair is 10-minutes 


from the hotel by the Long 
Island Railroad, which operates 


special trains at a 10-cent fare. 

A shopping tour through one 
of New York’s largest department 
stores is planned for Wednesday 
morning. There will be only one 


business session and the climax | 


of the day will be a boat ride up 
the Hudson River. A_ specially 
chartered boat will take the party 
to West Point for inspection of 
the famous military school. Re- 
turn will be at night, giving the 
hardware men and their ladies 
an opportunity to view the New 
York skyline with its millions of 
lights. 

Two business sessions will 
held Thursday and in the eve- 
ning the New Yorker Hotel will 
be the scene of the banquet and 
cabaret show. 

In addition to the 
entertainment plans there may be 
other equally interesting features 
announced at a later date. No 
plans have been made for Friday, 


be 


fe wregoing 


July 19, and this will allow for | 
another visit to the Fair or sight- | 


seeing in and about New York 
City. 

The National Retail Hardware 
the 


Association has announced 


N.R.H.A. | 


the Hotel New Yorker which is 
the Congress’ official headquar- 
ters: 

Fifty single rooms at $3.50 pet 
day; 50 single rooms at $4.00 per 
day; 75 double rooms, double 
| beds, at $5.00 per day; 75 double 
| rooms, double beds, at $6.00 per 
day; 75 double rooms, twin beds, 
| at $6.00 per day; 75 double 


the from the management of 


rooms, twin beds, at $6.50 per 
day, and 75 double rooms, twin 
beds, at $7.00 per day. Reserva- 
tions for these rooms should be 
made through the National Asso- 
ciation or state associations, spec- 
ifying the rates they wish to pay. 


Clem D. Johnston, Roanoke, Va., 
vice-president of the Chamber of 
| Commerce of the U. S., will talk 
on “What Will Help Business?” 
At the same former 
governor of Minnesota, Theodore 
Christianson will speak on “Mo- 
nopoly in Retail Distribution.” 
Wednesday’s will be 
devoted to problems of distribu- 


session, 


session 


ation of retail businesses. One 
address will deal with manage- 
ment and another with merchan- 
dising and operations. Fair trade 
and trade diversion will also be 
discussed during the Congress. 


SPENDS 90TH BIRTHDAY 
AT WORK IN STORE 
William S. Smith, dean of 
Worcester, Mass., hardware men, 


celebrated his 90th birthday re- | 
cently at his desk in the Waite | 


Hardware Co., Worcester, where 
he handles sales accounts, 


| at the age of 16 got a job with 


For the first Tuesday session, | 


tion with O. W. Ahl, comptroller, | 


| Hibbard, Spencer, Bartlett & Co., 
Chicago, discussing, “Economies 
| subject will center about what 
retailers should expect 
wholesalers. A third address is 
also planned for that session. 
The theme of Thursday’s ses- 
| sion will be the successful oper- 


Through Cooperation.” A second | 


from 


a hardware store, which has been 
uninterrupted except for two 
years’ adventure in the Klondike. 
Mr. Smith joined the 
Hardware Co., 40 years ago after 
his return from the Klondike. 

In an interview with a reporter 
of the Worcester Telegram, Mr. 
Smith commented: “In common 
with every other commercial en- 
terprise, the hardware business 


Mr. | 
Smith was born in Worcester and | 


Waite | 


has undergone radical changes. | 


“When I 
we had a force of about six 
clerks. Now the Waite Hard- 
ware Co. employs over 100 sales- 
men in eight stores. And working 
conditions have changed too. In 
the old days we reported at 
7 o'clock in the morning and 
worked until 8 o’clock at night 
except on Saturdays, when the 
closing hour was 11 o’clock. 
Oldtimers would consider today’s 
working schedule a picnic.” 


came to 


RECEIVES 30-YEAR SERVICE PIN 


Charles F. 


| of the mechanical division. 





Conner (left), sales promotion manager of the 
mechanical division, The B. F. Goodrich Co., is receiving his 
30-year service pin from J. H. Connors, vice-president in charge | 


Mr. 


Conner joined the Goodrich 


| organization as a sales correspondent in the mechanical division. 
| He was made assistant to the Boston district manager in 1916 and 
| in 1923 returned to the sales promotion department in Akron, 


following guaranteed rates ob- | being named to his present post in 1930. 


100 


work here | 


| 
| 
| 
| 
| 





CROSLEY NAMES NEW 
CINCINNATI MANAGER 
Guy Flaig, for 15 years con- 


nected with the electrical appli- 
ance business in Cincinnati both 





GUY FLAIG 


representative, has been named 
manager of the Crosley Distribut- 
ing Corp., Cincinnati, Ohio, 
Thomas W. Berger, general sales 
manager, The Crosley Corp., an- 
nounced. Mr. Flaig’s appoint- 
ment takes effect immediately. 
For the past two years Mr. Flaig 
had been associated with the 
Smith Distributing Company, ap- 
pliance distributors, Louisville, 


Ky. 


LANG MANAGES G-E 
APPARATUS SALES 


Chester H. Lang, manager of 
the General Electric Co., Sche- 
nectady, N. Y., advertising and 
sales promotion activities since 
1932, has been named manager of 
apparatus sales and _ vice-chair- 
man of the company’s apparatus 
sales committee. The apparatus 
or capital goods lines range from 
big turbines to tiny motors. 

As advertising manager, and a 
member of both the apparatus 
and appliance sales committees 


Mr. Lang has been intimately 
associated with all commercial 
activities of the company. He: 


organized its market research bu 
reau in 1932, a section devoted 
to sales analysis of existing and 
contemplated products. 


N. Y. STATE RETAIL FIRMS 
CONSOLIDATE 


The Malone Hardware Co., 
Inc., and the Northern Hardwar« 
Co., Inc., of Malone, N. Y., have 
been consolidated and are oper 
ating under the name of North 
ern Hardware Co., Inc. The busi 
ness will be conducted by officer- 
of both companies. 
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Coming Conventions 
and Events 


Corrected each issue 
according to latest data 


Alabama, The Retail Hardware As- 
sociation of, convention and_ exhibit, 
May 14-16, 1940, at the Tutwiler Hotel, 
Birmingham, Ala. J. H. Crowe, 410 
N. 2Ist St., Birmingham, is association 
secretary. 


Associated Pot and Kettle Clubs 
of America, annual convention, June 


28-29, 1940, at Lake Crescent, Wash. 


Carolinas, Hardware Assn. of, June 
11-13, at the Francis Marion Hotel, 
Charleston, S. C. A. R. Craig, 407-11 
Commercial Bank Building, Charlotte, 
N. C., is secretary-treasurer. 


Central States Hardware Club, 
second annual golf meet and dinner, 
June 14, 1940, at the Olympia Fields 
Country Club, Chicago. Ben Leve, 
3630 S. Iron St., Chicago, Ill., is secre- 
tary-treasurer of the club. 


Cooking and Heating Appliance 
Mfrs., Institute of, 1940 summer 
stove convention, June 13 and 14 at 
the Netherland Plaza Hotel, ‘Cincinnati, 
Ohio. 

Georgia Retail Hardware Associa- 
tion, annual convention, Atlanta, May 
14-15, 1940.° Robert K. Boswell, Box 
977, Atlanta, is association secretary. 


Eastern Hardware ‘Golf Assn’s 
annual golf tournament, June 6 to 8, 
1940, at the Cavalier Hotel, Virginia 
Beach, Va. H.-L. Gilliam, The Wood 
Shovel & Tool Co., 9 Rockefeller Plaza, 
New York City, is secretary-treasurer. 


Louisiana Retail Hardware and Im- 
plement Association, June 20-21, 1940, 
at the Hotel Bentley, Alexandria, La. 
David O. Mansfield, Alexandria, is as- 
sociation secretary. 


Mississippi Retail Hardware and 
Implement Association convention, June 
10-11, 1940, at the Markham Hotel, 
Gulfport, Miss. David O. Mansfield, 
P. O. Box 1696, Jackson, Miss., is as- 
sociation secretary. 


National Contract Hardware Assn. 
will meet in Chicago, IIl., Sept. 24-26, 
1940. 


National Retail Hardware Asso- 
ciation, 41st annual Congress, July 15 
to 18, 1940, at the Hotel New Yorker, 
New York, New York. Rivers Peterson 
is managing director of the association 
with headquarters at 915-935 Security 
Trust Bldg., Indianapolis, Ind. 


National Washer-Ironer Week, 
Oct. 19-26, 1940, sponsored by the 
American Washer and Ironer Mfrs. 
Association, Chicago, III. 


Texas Wholesale Hardware Asso- 
ciation, annual convention June 21 and 
22, 1940, at Galveston, Texas. 
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Y WOOD ARCHES 
REPLACE STEEL! 
Laminated wood arches, 
glued up with Casco Pow- 
dered Casein Glue, show 
greater fire resistance, 
easier erection, better 
appearance and higher 

rigidity than steel! 


Bi ih) ee, 
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WORLD'S FAIR PROBLEM: ee 
How to unite two materials with un- Py 
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equal expansions—on the underside & 


of the Perisphere ramp. E 
The answer: Gleaming sheets of 


taint steel bonded to Masonite 3 
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with Casco Flexible Cement. 
rei Eres ~ 2 a 


OU'LL find no “sissy” glues on tough 

industrial jobs like these. The call is 
for Casco. Its strength is proved. That’s why 
you can recommend Casco for any gluing 
job. Casco glues and cements won't let 
you down with your customers. 


CASCO POWDERED CASEIN GLUE—the standard 
glue for heavy-duty wood gluing. Strong, 
water-resistant, easy to mix, economical. 


CASCO FLEXIBLE CEMENT— for odd jobs in 
home, school, office. Quick and clean to 
use. Makes an instant hit with the ladies. 


FREE GLUING GUIDE— gives you all the 
answers: How to fix furniture, musical 
instruments, boats, luggage, sporting gear. 
How to use Casco in dozens of ways. Each 
of your clerks should keep one of these 
guides handy for ready reference. 


Ask your wholesaler, or write to— 


CASEIN COMPANY OF AMERICA 
350 Madison Ave. + New York City 








President Rankin’s Address 


(Continued from page 53) 


lines of trade have been en- 
croaching on the hardware busi- 
ness. And competition among 
the members of the hardware 
jobbing fraternity itself has 
grown much keener over the 
years, with the result that it is 
now necessary to contact cus- 
tomers much more frequently, 
and accept much smaller indi- 
vidual orders, than was the case 
a few decades ago. 

These changes and devel- 
opments might logically have 
been expected to undermine the 
position of the hardware whole- 
saler. And if our predecessors 
in this business had been able to 
foresee the changing economic 
picture, they doubtless would 
have visualized our present-day 
hardware jobber as grasping fee- 
bly at the unprofitable remnants 
of a rapidly dwindling business. 

Yet, over the half-century— 
despite adverse economic changes 
and steadily increasing competi- 
tion, and through alternate peri- 
ods of depression and prosperity 
—the hardware wholesalers over 
the South have continued to oc- 
cupy an enviable position of 
strength and stability. They 
have demonstrated their ability 
to change their methods of oper- 
ation in keeping with economic 
changes. They have added new 
lines to take the place of those 
which were passing out of the 
picture. They have developed 
greater efficiency and economy in 
their operations in order to cope 
with the problem of increasing 
expense. They have expanded 
and improved their services to 
the retail trade. And today, with 
average individual sales volume 
of the southern hardware job- 
bers far in excess of what it was 
25 to 50 years ago, their position 
seems even more secure than it 
was at the time this association 
was organized. 

Is it not reasonable to believe 
that the association itself has 
been an important contributing 
factor in this development? 

Of course, the wholesale hard- 
ware trade is fortunate in the 
character of its leadership. And 
it has been the individual busi- 
ness ability and initiative of the 
executives of our member com- 
panies which has enabled these 
companies to cope successfully 
with the difficult problems which 


have arisen during the last quar- 
ter century or more. Yet, we feel 
that the association also has 
played its important part. It has 
helped to eliminate suspicion and 
distrust; has assisted in pro- 
moting confidence and good will 
among its members; has devel- 
oped a spirit of teamwork and a 
desire to play the game in a 
sportsmanlike way. It has given 
us a broader vision of the place 
we occupy in the business world. 
And it has been the medium 
through which we have shared 
our ideas and experiences and 
have been brought together to 
discuss our mutual problems. 

Just as was the case with the 
founders of this association, we 
are unable to foresee the changes 
and developments which are in- 
evitable in the years ahead. But 
of one thing we may be sure— 
the next few years will not be a 
happy period for the rugged in- 
dividualist. And we here in the 
South will continue to have our 
own special problems and special 
interests. So it may safely be 
assumed that our association, 
having completed the record of 
its first 50 years, will now be 
entering another half century of 
even greater value to its mem- 
bers and to the hardware trade 
in general. 

For two years it has been my 
privilege to serve as president of 
the Southern Hardware Jobbers 
Association. You have honored 
me with your confidence and 
trust. I have tried to serve you 
to the best of my ability, during 
such time as was free from 
pressing business duties. I have 
come to know many of our mem- 
bers more intimately—have come 
to realize that the membership 
of this organization comprises a 
group of men of as high integ- 
rity and great ability as will be 
found in any line of business or 
industry. 

To every member of this asso- 
ciation I want to express my 
sincere appreciation of your loyal 
cooperation and support. And I 
know I am voicing the sentiment 
of the entire membership when 
I say that we owe a debt of grat- 
itude to our efficient secretary, 
the other officers, and to the 
members of the executive com- 
mittee for the splendid services 
they have rendered at all times. 
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H. J. Allison’s Address 


(Continued from page 57) 


“In our opinion, the time for 
very conservative buying is here; 
let the manufacturers carry the 
stock and suffer the decline when 
one comes.” And remember that 
sagacious bit of advice was given 
in June 1907, just a few short 
weeks before the terrific eco- 
nomic crash of 1907. No wonder 
the Southern Hardware Jobbers 
Association has had such a long 
and vigorous life, with such far- 
seeing and wise heads to start it 
on its way. 

They really had a deep and 
abiding affection for the new 
trusts which were then being 
organized. President Barkley, 
in 1900, said: “The abominable 
steel trusts and other combina- 
tions which have sprung up on 
all sides in so short a time have 
been followed with such startling 
advances and arbitrary and radi- 
cal terms that it has been im- 
possible to adapt ourselves to the 
change.” But Texas seems to 
have had a way of its own to 
deal with them. Reference was 
made by one speaker to certain 
laws then in force in the Great 
Lone Star State, whereby, “A 
‘wayfaring’ man who offered any 
goods for sale which were made 
by a trust would be sent fo the 
State Prison for 99 years.” 

Indeed, the confidence of the 
wholesalers in the ethics of the 


manufacturers seems to have 
been in almost total eclipse in 
1900. Another convention speak- 
er said: “It is to a certain extent 
a fact today that leading manu- 
facturers in any line of hardware 
throughout the United States 
will sell to any large catalog 
house or d partment store that 
may ask for their goods. The 
manufacturer may deny it but 
were his books in evidence, the 
account would probably be found 
there.” 

A short while after a number 
of manufacturers, about 1900, 
undertook to abolish completely 
the traditional hardware terms 
of 2/10/60 and put everything 
on a 30-day net basis, I have no 
doubt the manufacturers thought 
all Hell had broken loose, for sel- 
dom has such language appeared 
in the annals of any trade asso- 
ciation. 

They also had their sense of 
humor, for one of the commit- 
tees, in reporting on conditions 
among builders’ hardware, screw 
and bolt manufacturers, made 
the sober comment that they 
found there was a screw loose 
somewhere. In rebuttal, some of 
the manufacturers wishing to 
justify themselves, explained that 
they had been made innocent vic- 
tims of this unjust arrangement. 
Someone accused the ammunition 
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“Bike Lock Business 


“Master 


BICYCLE LOCKS... 


A youngster’s bike means so much to 
him that it deserves Master protec- 
tion. Ask your jobber for genuine 
Master bike-locks . . . all extra-values, 
all popularly priced. 


25¢ RETAIL 35c¢ RETAIL SOc RETAIL 
No. 5517 5/0" No. 4717 54%” No. 517 7” ad- 


self-locking, ex- self-locking, justable, remov- 

tra -wide shackle. manganese-steel able shackle. 

Multi-spring shackle. Double Laminated steel 
security. steel case. case. 

















Master Io ck (0. 


Worlds Leading Padlock Manufacturer 
MILWAUKEE, WIS., U.S.A. 





BUFFET, Mode! No. 2H07, is a best-seller 
for the kitchen. Plastic case in ivory, 
white, green, black or red colors. To 
retail at only 83.50. 






CAFE, Model No. 2HI!, is another new 
design for the kitchen wall. Plastic case in 
ivory, green, black, white or red colors. 
To retail at 81.95. 


_— —e 
ATTENDANT, Mode! No. 7H85, a popular 
alarm. in brown plastic case, #2.95. 
Ivory colored case, $3.50. Dispatcher, 
with luminous numerals and hands, $! more. 


SECRETARY, Mode! No. 7H9I, a popular 
alarm in brown plastic, retails at 83.95. 
In ivory colored case, at $4.50. Cordial, 
same design with luminous numerals and 
hands, is $1 more. 








RESOLUTE, Mode! No. 3H85, is a grand 
model for people who love ships. A simple 
design in gold colored metal, it retails 
a Pee 85.95. 





Ree a 


KIRKWOOD, Model No. 4H87, is handsome 
in design. A really outstanding value. 
Cased in beautiful wood, it is perfect for 
mantel or table. To retail at... 86.50. 
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HIGHLAND, Model No. 4H93, is a hand- 
some clock in a mottled brown plastic 
case. Retails at only 65.95. Angelus, 
same model with strike feature, is $9.95. 


| 
| 


Profit-makers, 


alt £ 


Every Telechron clock is de- 
signed primarily for one pur- 
pose —to attract customers! 
Years of dependable service 
have proved to the public 
that these electric clocks are 
accurate and reliable. Attrac- 
tive design clinches the sale 
—and you can be sure that 
Telechron clocks are designed 
to sell! More —every one of 
these handsome clocks will 
return you a good profit. 
Get in touch with your 
Telechron distributor! A full 
stock of Telechron clocks— 
well displayed—will bring 
customers into your store. 


WARREN TELECHRON COMPANY 
110 Main Street Ashland, Mass. 


Ue 


Reg. U. S. Pat. Off. 


SELF-STARTING 
ELECTRIC CLOCKS 





IMP, Model No. 7HI0i, an interesting 
new alarm in a plastic case. Available in 
rose, ivory or brown colors. To retail 
SPD ic ccnicisrcccccvaxaconsed $5.95. 


manufacturers of constantly add- 
ing retail hardware dealers and 
grocery houses to their preferred 
list. Nevertheless, they believed 
in everything having a happy 
ending, and so, I find that: 
“Judging from the complaints 
which have been reported to your 
committee, we would say the job- 
bers and manufacturers are at 
peace with each other and that 
the manufacturers have done all 
things to please the jobbers.” 


Richmond Speaks 


There was no conceit or arro- 
gance in those good old days, as 
evidenced by these simple words 
of welcome on the part of the 
mayor of Richmond to the con- 
vention of June 1907. “I don’t 
like to say anything that might 
seem vainglorious and egotis- 
tical but I do want to tell you the 
people of Virginia are the great- 
est people on the face of the 
earth, and the best Virginians 
live in Richmond. I would rather 
drive a dray or run a street car 
in Richmond than be mayor of 
Boston or governor of New York. 
Not long ago, a world traveler 
said to me that Europe is cor- 
rupt from end to end and from 
bottom to top, and that America 
is destined to save the world, and 
the South is destined to save 
America. I say to you that Vir- 
ginia is destined to save the 
South, and Richmond will save 
Virginia.” 

In June 1907 the President 
was happy to report that the 
country was enjoying an era of 
unusual prosperity. Little did 
he realize how hollow’ those 
words would sound a few short 
months later when the economic 
blizzard of 1907 began to blow. 
Nevertheless, the record will 
bear out that he was a prophet 
of no mean parts for I quote: 
“Much has been accomplished 
during the past few years but 
the development of the South in 
the years to come should be phe- 
nomenal indeed.” I am sure he 
would also have been able to hold 
the seat of the greatest of our 
modern economists for observe 
this cautious forecast, “Unless 
some unforeseen disaster of great 
magnitude should occur, such as 
a general failure of the crops or 
a protracted industrial reaction, 
there is little to fear for the im- 
mediate future. Comfort is uni- 
versal and until something trans- 
pires to unsettle the present 


HARDWARE AGE 





ral 


Jul 
see 
an 
wa 
oul 
ha’ 
nol 


an 
ant 








es Ts ui 





MA 











e all 


rro- 
, as 
ords 
the 
con- 
on’t 
ight 
itis- 
the 
pat- 
the 
ans 
her 
car 
of 
rk. 
ler 
or- 
om 
ica 
ind 
ive 
ir- 


ive 











sentiment the forward movement 
will continue.” And what about 
this for an economic analysis of 
conditions. (Would it make any 
difference what year it is dated?) 
I quote, “The trade conditions in 
the South at the present time 
may be termed peculiar, without 
additional explanation.” 


Uncertainty in 1900 


We have lived so long in a 
world of uncertainty, change and 
even chaos that we are prone to 
think of the good old days prior 
to 1914 as a period in which life 
ran along the even tenor of its 
way and business men always 
knew exactly what to expect. In 
June 1900, President Barker 
seemed unaware of those calm 
and peaceful days. Here’s the 
way they looked to him. “Since 
our last annual convention, we 
have passed through a very phe- 
nomenal business experience, 
many radical changes in the iron 
and steel market have been made 
and conditions have materially 
changed. We have endeavored 
to meet these changed conditions 
in as cheerful and practical a 
manner as possible, but it was 
a serious and laborious task and 
we are still striving to find out 
how to conduct our business to 
meet the changed conditions.” 

Can you imagine the chair- 
man of the entertainment com- 
mittee making such a report as 
this. “We feel that too much 
entertainment is bad for the 


morals of the two associations. 
The individuals taking part in 
the entertainment are very apt 
to be tardy at the morning meet- 
ing.” As a solution he announced 
that the ladies would receive 
from the manufacturers of Rich- 
mond an invitation to attend 
them on a trolley ride the next 
afternoon. 

And then with a tear I noted 
in the record of the 1900 conven- 
tion the following: The next 
speaker is N. A. Gladding of 
E. C. Atkins Company. By what 
a short margin did dear old Gus 
miss enjoying with us this fifti- 
eth anniversary. For almost 40 
years he was a conspicuous and 
beloved figure at every hardware 
convention. Again in the 1908 
convention I find Gus as presi- 
dent of the American Hardware 
Manufacturers Association in his 
opening remarks telling that old 
bank failure story which pro- 
duced many a laugh during our 
recent bank troubles. You prob- 
ably recall the story of the old 
colored man who came up to the 
teller’s window one morning to 
get his check cashed only to be 
told the bank was in liquidation. 
Old Sam with a deeply troubled 
look on his face stood scratching 
his head. “Don’t you understand, 
Sam, the bank is busfed.” “Yas- 
sah, I understands alright, but 
its jist the first time I ever had 
one to bust right in my face 
befo.” 

The life of the association’s 
secretary must have been a 
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happy one in those dim, distant 
days. One year he was happy 
to report that “there are few 
croakers left among us” and re- 
minded the members that when 
a circular letter was issued from 
the office of the secretary-treas- 
urer they could presume it had a 
purpose behind it and “was not 
sent out for pure bunkum.” 

But the secretary had his 
financial troubles. In his 1900 
report he made the following 
rather dismal comment. “I fell 
heir to quite a few expenses that 
do not legitimately belong to the 
association. Among them _ the 
sum of $355.68 which represents 
the differences between the old 
bills I had to pay and the money 
received from my _ predecessor 
which was $42.07. Hence, the 
association was hopelessly bank- 
rupt at the close of 1900 but it 
will not be so again as long as | 
am at the head. I will thank the 
president to appoint an auditing 
committee to check and verify 
my accounts.” 


Place a Date on This! 


I wonder if you would know 
how to place a date on this ex- 
tract from the secretary’s report, 
“During the past year you have 
not received quite as many let- 
ters from your secretary’s office 
as you have in the past. You 
have doubtless read between the 
lines why such has been the case. 
Conditions at Washington have 
been such that the business in- 
terests of this country hardly 
know where they stand. Changes 
have taken place so rapidly that 
the most eminent legal talent of 
this country would frankly state 
that an 6pinion rendered today 
as to the legality of a question 
is most likely to be reversed to- 
morrow. Therefore. you can 
readily appreciate how necessary 
it has been and still is for your 
secretary to be extremely care- 
ful to manage the affairs of his 
office along the most conservative 
lines and to refrain if possible 
from doing anything which 
might subject his office to in- 
vestigation.” 

Among other human weak- 
nesses the “let George do it” at- 
titude seems to have been handed 
down to us by former genera- 
tions because, “as usual some of 
our members take as little inter- 
est in association work as in the 
past. There are a limited num- 


ber who have not favored us with 
even a scratch of the pen let 
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BOX WRENCH SET 


% These box wrenches are 
packed in red metal band con- 
tainers for attractive display. 


Made of special analysis steel 
and finished either bright 
plated with buffed heads or 
unpolished. 


Exceptionally good design: 
Flat slender bars—thin walls 
—unusual heel clearance. Of- 
fered in a range of sizes to 
meet the needs of your trade. 
A fast mover—and a profitable 
one. 


THE VLCHEK TOOL CO. 
3001 E. 87th St. Cleveland, O. 


okie €2 Sey. 5 2) 
FASTER TURNOVER 
MORE VOLUME 
BETTER PROFITS 


VLCHEK 
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A a Profitable One! 
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alone writing us an individual 
letter.” However, the Southern 
Hardware Jobbers Association 
had a fine reputation and it is no 
wonder they reported a large 
number on the waiting list as 
evidenced by the following letter 
which is recorded in the official 
minutes of one of the meetings. 


“Mr. C. B. Carter, Sec.-Treas., 
Knoxville, Tenn. 
Dear Sir: 

“I am writing you with the 
view of finding out the benefits 
I would derive in joining the 
Southern Hardware Jobbers As- 
sociation. By being a member 
of your association, do you get 
inside prices and do the factories 
advise you beforehand when they 
intend to advance prices? By 
giving me all the information 
you can, which will be very much 
appreciated, you will greatly ob- 
lige. 

Yours respectfully,” 


After hearing the following 
quotation I do not believe our 
president would want to rein- 
state the status quo-ante, “Previ- 
ous to January Ist the office of 
the secretary-treasurer has al- 
ways been in the same office with 
the president. This arrange- 
ment placed a great amount of 
work upon the president of the 
association, thus making the 
presidency a position of actual 
hard work and worry rather than 
one of honor, as it should be.” 

What a joy it would be to our 
secretary if he could reincarnate 
a few members such as the one 
who made the following state- 
ment, “Mr. President, Ladies 
and Gentlemen, I am not ex- 
pected to make a speech, much 
to my regret.” 


No Grievances 


Imagine a grievance commit- 
tee with nothing to do. In one 
of their annual reports they 
make the following statement: 
“We beg to advise that not a 
single grievance between our 
members has been reported to 
our office—we do not mean that 
all of our members are free from 
harboring unkind feelings 
against their brother jobbers 
and maybe at times they do ex- 
press unfavorable opinions of 
each other, yet the spirit of good 
will among our members is per- 
haps stronger than at any other 
time within the history of the 
association. This result has been 


brought about wholly through 
the Southern Association.” 

To those of our members and 
especially of our official family 
whose years have been shortened 
or whose hair has grown thin 
with worry, for fear of displeas- 
ing the manufacturers in the se- 
lection of a place of meeting, 
may I cite a quotation from the 
president of the American Hard- 
ware Manufacturers’ Association 
to the convention at Hot Springs 





GEORGE A. FERNLEY 
Secretary-Treasurer, National 
Wholesale Hardware Association 


in June, 1908. “There was some 
little apprehension in the minds 
of some of the manufacturers 
when Hot Springs was selected 
as the point for this meeting be- 
cause of the long distance from 
the manufacturing and indus- 
trial centers. Gentlemen, that 
does not make any difference. 
We would go anywhere to meet 
you and you know it.” 


Further Emphasis 


And to further emphasize just 
exactly what I meant I would 
like to quote this little jingle: 


“I asked my girl to marry 
me, 

She said, Go to Father. 

Now she knew that I knew 

Her father was dead; 

She knew that I knew 

What a life he had led; 

She knew that I knew 

What she meant 

When she said, Go to 
Father.” 


Now, gentlemen, I do. not 
mean to put ideas in your heads 
by that but we will travel any 
distance to meet with you gentle- 
men because we love you. 
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This is the tribute to the Southern Hardware Jobbers’ Association 


- presented to them at the Palm Beach Convention by their own past 
leads president, Mark Lyons, McGowin-Lyons Hardware & Supply Co., Mobile, 
_ any Ala., now president of the National Wholesale Hardware Association. 
ontle- 
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4 smart models in the 
sensational ‘Miracle 
Breeze” line—8”—10"— 
12”—16”. Two beautiful 
pedestal models, 12” and 
16”. High velocity circu- 
lators, 20” and 22” head. 
Victor Overheads (noth- 
ing like ’em), 12” and 16” 
models. Every one a line 
selling number, priced to 
make sales and profits. 


PROMOTION! 


Thermometer Sensitized 
— Spot Broadcasts — 
Newspaper Ads—Mailing 
Broadsides — Window 


| Streamers—Letter Stuf- 





fers, ready to be plugged 
into every hot spell and 
produce Fan Sales at a 


profit for you. 





No dead numbers in the 
VICTOR Line. Every fan 
a modern, up-to-date 
smart looking quality 
item of merchandise. 
You'll get turnover on 
the VICTOR FAN Line— 
and turnover means 


PROFIT! 


ALLABOARD! 


Write today for new 
VICTOR catalog and the 
VICTOR PUSH. Com- 
plete details of the line 
that will give you more 
FAN SALES in 1940. 


MICTOR 


mE CTRIC 
















')°Xe@)DUCTS, INC. 
Dept. J-1003 
Lem titetson Ave., Cin’ti, Ohio 
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New and Improved Merchanditse—Display Helps—Sales Literature— 


Florence Gas Ranges 


In the new 1000-2000-3000 line of gas 
ranges recently announced by the 
Florence Stove Co., Gardner, Mass.. 











compactness has been featured. All of 
these ranges are in full white porcelain 
finish. All have four standard size non- 
clogging ring-type burners, with auto- 
matic lighters. On each, the left-rear 
burner is furnished with a_high-low- 
simmer valve. The ovens are equipped 
with the newest Robertshaw combina- 
tion gas cock and thermostat. Large 
capacity ovens and broilers are fully 
insulated and _ porcelain lined. All 
ranges except the 1000 series have 
handy utensil compartments. The top 
lamp and minute minder are optional 
equipment. The 3000 series is a 36 in. 
range, available with either the popular 
balanced cooking top, or the traditional 
united top. The 2000 series is a 30 in. 
range, with cooking top centered to 
allow generous work space on either 
side of the burners. The 1000 series is 
a 20 in., intended to provide full con- 
venience features for small kitchens and 
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apartments, in a minimum of space. All 
the ranges in this new line are available 
for any type of gas—manufactured, nat- 
ural or bottled. 





G-E Fan Sells Under $10 


This new “Special” fan, of the 10-in. 
oscillating type, will be sold at $9.95. 
Features include self-aligning, ball-seat 
bearings with an oil reservoir to assure 
proper lubrication at all times. The 
new blades are shaped and pitched to 
provide forceful air delivery with a 
minimum of noise. The guard is of 
welded steel, chrome-plated, as is the 
curved motor support. The motor hous- 
ing is streamlined in shape, there is a 
thumb-nut tilting adjustment, and a 
felt-protected base. In harmony with 
the black plastic base, the blades are 
also black, and the motor body is fin- 
ished in black baked enamel. The mon- 
ogram on the guard is of red and nat- 
ural aluminum. A canopy-switch in the 
motor body provides finger-tip control. 
Alternating current only. General Elec- 
tric Co., Bridgeport, Conn. 





“Red Devil” Fencer Display 


This 5-color demonstrator display is 
designed to help dealers stimulate sales 
of the new “Red Devil” No. 333 electric 


\ 
ECTRIC FENCER 
D os 


NCLE WIRE FENCING 





fencer. It effectively dramatizes the 
principal feature of the new fencer—its 
ability to keep livestock in place by a 
slight shocking action which disciplines 
without harming the animal in the 
slightest degree. An important part of 
the display is the new “Red Devil” 
Fencer itself, which is shipped complete 
in an individual carton containing 
ground and battery clamps, fence con- 
nector, necessary screws, template and 
illustrated instruction sheet. The display 
background conceals the small dry-cell 
batteries that provide the power for the 
harmless shocking pulsations which buy- 
ers get a “kick” out of testing as they 
watch the hermetically sealed mechan- 
ism in action through the unit’s glass 
enclosure. The display also illustrates 
the fact that the new fencer operates 
more than 14 miles of single wire fenc- 
ing from one 6-volt battery. Also avail- 
able to “Red Devil” electric fencer deal- 
ers is a new illustrated two-color con- 
sumer circular which may be had in 
quantities with the individual dealer’s 
imprint and is designed to help the 
dealer sell not only the fencer but also 
the wire, batteries, posts and other 
equipment he supplies. Dealer Helps 
Dept., Landon P. Smith, Inc., Irvington, 
N. J. Mention jobber’s name. 
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for Retail Hardware Stores 


Schick Shaver Batteries 


A 110-volt dry cell battery, light 
enough to carry in your pocket, has been 
developed by Schick Dry Shaver, Inc., 


lat WE actin. 


SCHICK 


POWR 
SHAVER BATTERY 


law tins 





Stamtord, Conn. It will enable users 
of the regular Schick shavers used in 
home and office to take them along on 
fishing, train, plane, camping and boat- 
ing trips. The battery, first of such 
voltage to be developed, is available in 
three sizes and sells for as little as 
$2.95. The smallest of the batteries is 
said to last two months if used regu- 
larly every day. 





Fan Sales Helps 


Three pieces of literature of special 
interest to the jobber and dealer have 
been published by Victor Electric Prod- 
ucts, Inc., Cincinnati, Ohio, the 1940 
Victor fan catalog, the Victor “Fan 
Push,” and the Victor consumer adver- 
tising promotion broadside. The cata- 
log, a 12-page booklet in three colors, 
illustrates and describes the complete 
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1940 


Window Trims—New Packages—New Colors—Catalogs 


line of Victor fans in all models. Con- 
siderable space is also devoted to the 
Victor In-Bilt Ventilators and Force-Air 
Fans. The “Fan Push” describes the 
complete 1940 advertising program all 
set for the jobber and dealer; news- 
paper ad mats, spot broadcast radio an- 
nouncements, window streamers, point- 
of-sale displays, pocket catalogs, en- 
velope stuffers. 


Ileco Padlock Assortment 


The new semaphore display announced 
by the Independent Lock Co., Fitchburg, 
Mass, for ILCO padlocks is designed in 
a striking color scheme of bright red, 
blue and yellow. It is easily hung up 
on the shelves behind the counters, re- 
quiring only two hooks. It can readily 
be lifted down for from-the-board sell- 
ing. Mounted on the board is a spe- 
cially chosen assortment of 12 padlocks, 
to retail from 25 cents to $2.00. Space 
is provided for price marks, and a pair 
of keys hang at the side of each lock. 
The padlock assortment and display 
board are shipped in one convenient 
package. 









Louvre Ventilator 


The new Milcor Louvre Ventilator 
has been designed to provide maximum 
air circulation, carrying off summer heat 








4 
4 
4 
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2) 


and destructive winter humidity. Made 
of galvanized, weather-resistant steel and 
painted before shipment as an added 
protection, it is said to cost less than 
similar ventilators of wood; to be struc 
turally stronger, more easily installed, 
and to admit more air due to its thin- 
ner louvre blades. If it is desired to 
close the ventilator, a wire fly-screen 
covering the inside can be removed and 
sheet metal or cardboard slipped into 
position to prevent the entry of cold 
air. Made in four standard sizes. 
Milcor Steel Co., Milwaukee, Wis. 





“Worcester Shear’ Mower 


Has shock absorbing, chrome-plated 
handle with rubber grips. Handle stands 
erect when mower is not in use. Mow- 





er’s side frames are of aluminum alloy 
for lightness and are held in permanent 
alignment by chrome-plated tubing at 
front, thus avoiding mis-alignment of 
cutting edges. Wheels are equipped 
with semi-pneumatic tires and run on 
long bushings of “Oilite” bronze. Wheels 
are finished with large, chrome-plated 
cap, which, with the overhanging tire, 
protects trees, walls, from injury. The 
five, heat-treated alloy, tool steel cutting 


blades are mounted on four steel cutter 
heads and run on “New Departure,” 
annular “Sealed-for-life” ball bearings 
which are further protected by felt 
seals. Roller is of soft rubber molded 
over a wood core. Cutting knife is at- 
tached by countersunk, flat head screws 
to avoid lawn-marring projections. Tool 
steel knife does not touch revelving 
blades in use and thus principal source 
of lawn mower noise is eliminated. 
Worcester Lawn Mower Co., Worces- 
ter, Mass. 


Saw with 3-Phase Motor 


The 12 inch “Speedmatic” Saws are 
now available with three-phase, 220 volt 
motors, thus equipping these electric 
hand saws with ample power for heavy 
duty cutting. The manufacturer, Porter- 
Cable Machine Co., Syracuse, N. Y., also 
produces a radial arm in which this 
“Speedmatic” may be used; thus this 





unit serves as an electric hand saw and 
as the power unit in an over-arm saw 
unit capable of cross cutting and rip- 
ping any angle or compound angle. 











Yale’s New Window Display 
The Yale & Towne Mfg. Co., Stam- 
ford, Conn., has announced a new pad- 
lock-auxiliary lock display available to 
the hardware trade. The display com- 
prises three pieces, lithographed in eight 
brilliant, eye-appealing colors to attract 
interest of passer-by. Center card mea 


-ures 35 in by 23 in., while the two side 
cards are each 23 in. by 17 in. In addi- 
tion there are three replicas of three of 
the most popularly priced padlocks in 
the 25, 35 and 75-cent price range. The 
size of these cards is 11 by 7 in. The 
display can be secured directly from the 


company or through wholesalers. 
‘ 
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Metal Roof Protection 


The Benjamin Foster Co., 20th St. 
& Erie Ave., Philadelphia, Pa., manu- 
facturer of I. B. M. asphalt roofing 








products, has just announced the devel- 
opment of an asphalt coating especially 
prepared for metal roofs and sidings. 
This new product, being offered under 
the name of “I. B. M. Prepared Metal 
Coating,” is said to be pure asphalt 
dispersed in water, and contains no 
volatile solvents. This new coating does 
not depend on penetration of the sur- 
face for its bond, but clings to a metal 
surface by capillary action similar to 
that noted when two pieces of glass are 
held together by merely wetting the sur- 
faces. Manufacturer has furnished the 
comparison, illustrated, of the weather- 
ing qualities of the new coating to 
ordinary roof coatings and points out 
that the new coating, solid black illus- 
tration, shows no signs of cracking or 
checking. The film of the new coating 
is also said to be remarkably pliable 
after a year’s weathering. Along with 
the introduction of this new coating, 
the company is also conducting a cam- 
paign to introduce improvements in its 
regular line of roof coatings and ce- 
ments. These products are now made 
under an exclusive process whereby 
hard, soft and natural asphalts are 
blended to produce a coating which 
eliminates checking, possesses more flex- 
ibility, gives longer life and retains its 
jet black color. This improvement in 
quality is featured in an entirely new 
assortment of display advertising and 
descriptive literature under the slogan 
“It’s Blended.” 


Boat Supplies 


The E. J. Willis Co., 91-93 Chamber 
St., New York City, has issued its 1940 
boat supplies catalog, a spiral-bound 
volume of over 200 pages illustrating 
and describing all sorts of marine equip- 
ment. 


HARDWARE AGE 

















in 


gud 
tes 


litl 


Bl 




















Range Display Poster 


This panel attaches to the back of 
any Gibson range model and features 
the baking, steaming and deep fat fry- 





























ing of the six-quart, 1500-watt “Kookall 
Kettle.” A removable arrow points di- 
rectly to the kettle. Panel also lists 
features such as the “Flavor-tight Oven 
Seal,” eye-angle instrument panel and 
five cubic feet of storage space. Gibson 
Electric Refrigerator Corp. Greenville, 


Mich. 


C-A Wood Preserver Package 


This new package in addition to hav- 
ing eye-appeal provides explicit infor- 
mation to enable the dealer to show his 
customers the different applications of 
C-A wood preserver. Room is also pro- 
vided for the dealer’s imprint. When 
company makes shipment of these one- 
gallon cans, it prints the dealers’ name 
on the cans. The label also carries a_ | 
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guarantee and refers to government 
tests, government bulletins. Label is 
lithographed in red, white, and blue. 
C. A. Wood Preserver Co., 6625 Delmar 
Blvd., St. Louis, Mo. 
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Announcing! The Greatest Improvement 


Ever Made in Compression Faucets 


Sherman 
LEAK-PROOF 


FAUCETS 


A Complete Line 
For Sink, Lavatory 
and Bath 






Sink Bibs and Double Sink 
Faucets in a full range of 
styles and finishes. 


Lavatory Faucets and 
Double Lavatory Fix- 
tures in a wide 








Bath Faucets in all standard 
styles, at prices to meet all de- 
mands, 











The secret of long life and leak-free 


service is this new Ball Bearing 
Water Miser Washer, available only 
on Sherman Compression Faucets. 
The ball bearing swivel eliminates 
grinding the washer against faucet 
seat—makes washer last indefinitely. 











MAGINE! Faucets that are guar- 

anteed not to leak! That’s exactly 
what Sherman offers you, in this 
new line, equipped with the amaz- 
ing Water Miser Ball Bearing Faucet 
Washer. 


With this exclusive washer, faucets 
operate indefinitely, even on hot 
water lines, without leaking. We 
guarantee that—will make replace- 
ments without question if leakage 


develops within one year. 


When you realize the trouble and 
expense caused by dripping faucets, 
you'll appreciate the amazing sales 
possibilities of this new line. 


Already stores in many cities have 
proven these sales possibilities—are 
right now securing big volume on 
this sensational line. 


Write—get the facts. Find out how 
Sherman will help you introduce 
this line and secure immediate re- 
sults on the greatest improvement 
ever made in Compression Faucets! 





H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICH. 











Vitamin B, Liquid 


Bottled in amber glass to protect the 
concentrate from light and equipped 
with an eve dropper cap. the new prod 





uct is boxed in full color counter di- 
plays. Retails at 35 cents per bottle. 
Each bottle contains sufficient to make 
120 gallons of solution. The Mackwin 
Co., Winona, Minn. 


New Builders’ Hdwe. Catalog 


National Brass Co., Grand Rapids. 
Mich., announce the issuing of com- 
plete new catalogs on its entire line. 
Comprised of two bound volumes, they 
contain a total of 220 pages and more 
than 875 illustrations. The line of gen 
eral builders hardware appears in Cata- 
log No. 27, and residence lockset & 
latchset is shown in Catalog No. 31. 
Compiling is of advanced style: bold 
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OTHER CAREY 
PROFIT MAKERS 
Roofings 
sbestos Wall- 
board 
Asbestos Paper 
os ~Rope 
Wiek Packing 
Ete. 


_ » 
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~ Doubles Dealer 


Sell this outstanding product 


economy of CAREYCLAD 
COATING. It will pay you an 
attractive profit ... give your customers 
utmost satisfaction. 

Write today for details of interesting 
dealer proposition and prices—address 
Dept. 66. 


THE PHILIP CAREY COMPANY 
Dependable Products Since 1873 
LOCKLAND, 


face catalog numbers appear directly 
below each item, large clear illustra- 
tions are used, and associated items 
are grouped together. Actual, true- 
color reproductions feature the popular 
“Color-toned” cabinet hardware and 
eight-color master pages illustrate the 
“Duralin” door trim with the original 
Dexter tubular latch. Selling manuals 
showing the “best sellers” are being pre 
sented with the mailing of these cata 
logs. They consist of 16-page hand- 
books known as “Handy References.” 
One illustrates “Crystal -crome” and 
“Color-toned” cabinet hardware exclu- 
sively. The other contains six complete 
matched sets of Dexter tubular locks 
and latches. These “Handy References” 
are available to all dealers, contractors 
and builders ond may be acquired with- 
out cost or obligation by writing the 
manufacturer. 


Air Circulators 


The Emerson Electric Mfg. Co., St. 
Louis, Mo., offers a new air circulator 
Catalog—a colorful eight-page catalog 
illustrating and fully describing the 
complete line for 1940. Suggestions for 
proper installation and use are offered. 
Pictured are uses for air circulators ex- 
tending from summer home ventilating 
to the cooling of large business build- 
ings. A copy of the catalog X3658 will 
be mailed to those requesting it on their 
company stationery. 
















Dollars.... 


Careyclad is a super, as- 
bestos-fibre ROOF 
COATING that sets new 
standards in durability 
and service —lasts over 
100% longer than ordi- 
nary roof coatings. 


. “cash in” on the quality and 


CINCINNATI, OHIO 


eed 





Basket Display Rack 


This new space-saving wire display 
rack is designed to hold three “Sham- 
rock Fold-Away” baskets. It is given 
io dealers free of charge, complete with 





the attractive 4-color laminated display 
card, as part of a combination deal. 
“Fold-Aways,” fold compactly to 14 in. 
thickness for easy carrying when empty 
and for convenient storage when not in 
use. They are light weight and sani- 
tary; have durable metal bottoms and 
handles, long-wearing duck or leather- 
ette sidewalls; come in a choice of 
colors. Sturdily built, they hold a 75-Ib. 
load. There are three models popularly 
priced from $1.39 to $1.99. Shamrock 
Fold-Away Basket Co., Madison, Ind. 


Marble’s Auxiliary Cartridge 


Makes it possible to use low-cost am- 
munition in high-powered rifles for small 
game or target shooting, according to 
the manufacturer. Auxiliary cartridge 
is selected according to the bore of the 
gun, and the less expensive pistol car- 
tridges are placed at the forward end 
of shell chamber for firing. Firing 
mechanism inside the auxiliary cartridge 
transmits the firing impact to the smaller 
cartridge. Bullet takes rifling on being 
fired and is said not to strip, become 
deformed, nor lead the barrel. Maker 
claims this auxiliary cartridge is harm- 
less to any part of the rifle and may be 
used through the magazine if desired. 
Marble Arms & Mfg. Co., Gladstone, 
Mich. 
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Automatic Irons 


Proctor Electric Co., Philadelphia. 
’a.e announces a new line of three new 
-treamlined automatic irons, in addition 

its “Never-Lift” iron. The new auto 





matic irons will be: No. 970-1000 
watts—4% Ib. This iron will have the 
exclusive Proctor 3-Speed Selector 
which regulates the amount of heat ac 
cording to the speed of the person 
ironing; a Dial of Fabrics, Dreadnought 
healing unit, air cooled handle, built 
on cord with rubber guard, etc. The list 
price will be $8.95; No. 971 is 850 watts 
ind weighs 5 lb. This will be identical 
to the No. 970 above except that there 
will be a spring cord guard rather than 
a rubber guard. The 3-Speed Selector 
will be included. The list price will be 
$7.95; No. 972, illustrated, of 700 watts 
weighing 5 lb. will have a black wood, 
torpedo type handle with metal sup- 
ports. Otherwise the features will be 
the same as the No. 971 except that 
the 3-Speed Selector is not included. 
lhe list price will be $5.95. 


““Screw-Tite” Nails 


? 


“Screw-Tite” Nails are said to hold 
with the tenacity of wood screws; 
inchor the flooring to the sub-floor or 
timbers; cannot work up or pop out; 
therefore under normal conditions elim- 
inating squeaky floors, cupping and 
buckling. The long pitch, spiral thread 
which appears on the lower part of the 
shank only, turns the nail as it is driven, 
vently penetrating both flooring and 
sub-floor without drastically displacing 
the wood fibres, thus this common cause 
of split tongues is also eliminated. 

The smooth upper shank having no 
thread, turns around as it draws the 
flooring down tightly to the sub-floor 
and against the preceding strip, con- 


 cenalitteieeiaeeat  . a. Be 


\inuously holding it firmly in place. 
Thus when Screw-Tite Nails are used, 
rebounding of the strips is haid to be 
eliminated because the spiral shank 
ever-anchored in the sub-floor permits 
no rebound; nails cannot strip their 
anchorage, and under normal conditions 
a solid, lastingly tight floor results. 
“Screw-Tite Nails” are made from spe- 
cial steel by an exclusive process but in 
much the same manner as any conven- 
tional round nail. The spiral thread is 


1940 





inachine-rolled onto each individual 
nail. The nails are then hardened and 
tempered for hardwood flooring. They 
are also available untempered for soft 
woods. “Screw-Tite” nails are manu- 
factured in all standard sizes and spe- 
cial sizes on order. Independent Nail 
ind Packing Co., Bridgewater, Mass. 


Holland Bulb Sales Plan 


The “no stock” merchandising plan 
announced by Stassen Floral Gardens, 
Inc., Roslyn Heights, N. Y., is said to 
put the dealer in the business of selling 
fall bulbs without risk of capital invest- 
ment, eliminating complex purchasing, 
problems, expensive advertising and end- 
of-season stock carry-overs. The plan 
makes available to the dealer a hand- 
some 4-color retail bulb catalog which 
folds as a “self-mailer” carrying the 
dealer’s imprint on the cover. In it are 
presented in their true colors all the 
popular selections of guaranteed im- 
ported Holland Bulbs of prime quality 
at low retail prices, carefully grouped 
for easy ordering. Bulb require- 
ments may be drawn as needed from 
the company’s warehouse stocks be- 
tween Aug. 31 and Dec. 1. Where 
dealers do not handle the bulb orders 
themselves. the individual order is 
shipped to the customer under the 
dealer’s name and label, in the original 
packed-in-Holland bags. 


Brand NEW. Aimagingly\MPROVED 


DAZEY 2 Luxe CAN OPENER 





GUARANTEED 
5 YEARS 


IT SWINGS! 
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GS To EITHER sid DAZEY CHURN & MANUFACTURING COMPANY 
Dept. E-195, Warne & Carter Aves., St. Louis, Mo. 


OUT OF WAY 








Made Under the Exclusive 


Drain Pipe Cleanout Auger 


This adjustable handle cleanout auger 
for closet and drain pipes comes to the 
consumer, packaged, ready for use. 





This item, formerly only sold to the 
plumbing trade, may now be used by 
homemakers to clean drain and closet 
pipes when they become clogged beyond 
the point where chemicals can clear 
them. Cleanout Augers are furnished 
in six popular sizes ranging in length 
from 6 ft. to 25 ft. and in price from 
$4.80 a dozen to $11.20 a dozen. 

Gardner Cleanout Augers are made of 
strong, resilient flexible steel, heavily 
plated, with a spring auger tip. The 
steel shaft fits into a cadmium plated 
crank, which can be set to any desired 
length on the flexible cable and ad- 
justed as the auger works into the pipe. 
Gardner Wire Co., 5045 Lake St.. Chi 
cago, Ill. 


A REAL 







Dazey Patents 








Sensation 
_ EVERYWHERE 


Many a dealer told us 
our former De Luxe 
model couldn’t be im- 
proved. Now they’re 
saying the new one is as 
far ahead of the old as 
that one was ahead of all 
before it. It should be 
and it is! It’s an entirely 
new device that is better 
On every count—cuts 
even faster—smoother— 
is worlds better looking 
and has the added con- 
venience of “SWING” 
pictured on the left. So, no wonder it’s a coasi-ic- 
coast selling sensation. It’s the one can opener 
you can promote to the skies and never fail to be 
royally repaid. Your jobber now has ample stocks 
—order today. TWO MODELS: Regular, $1.79; 
chrome, $2.79. (6c higher west of Rockies.) 
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DISPLAY SOME 


DIETZ 


LANTERNS. 


WITH YOUR 
GARDEN SUPPLIES 


100TH ANNIVERSARY 


R.E. DIETZ COMPANY , 


1840 NEW YORK 1940 


Output Distributed Through the Jobbing 
Trade Exclusively. We Do Not Sell Chain 
Stores, Catalog Houses, or Syndicate Buyers. 





Act Quickly to get 
Extra Profits! | 








THE SPECIAL OFFER which pays you nearly 
100% mark-up on the No. 720 Red Arrow Assortment 
expires this month. Act now. Display Red Arrow 
prominently. Home gardeners everywhere are looking 
for it and buying it. It’s nationally advertised in 
more magazines to more millions of home gardeners 
than any other garden insecticide. Make extra profits 
by ordering Red Arrow from your jobber now. Or 
write, giving jobber’s name, for full details. 


THE McCORMICK SALES CO. 
403 Light St., Baltimore, Md. 
McCormick & Co. (Canada) Ltd., Toronto 


RED ARROW 


GARDEN SPRAY 
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Replaceable Tip Driver 


A new screw driver that takes tailor- 
made bits to drive definite sizes of 
screws has been announced by Stanley 
Tools, New Britain, Conn. The “Tool 
Holder” has a chuck forged on the 
blade into which the shank of the bit is 
inserted. With the “Tool Holder” are 
five alloy steel bits; two for driving 





Phillips-Type serews and three for slot- 
ted head screws. When the tip becomes 
worn, it can be removed and another bit 
inserted. An attractive display is avail- 
able which shows four “Tool Holders” 
and two each of the five different bits. 
\ colorful display card is furnished. 


Sportsmen’s Chest 


No. 22—9% by 27 in. I[t is  rust- 
proof and built to resist rough wear. 
Galvanized inside and out with exterior 
finish of two-tone crackled blue. Welded 





construction, leak-proof. Insulated with 
low K-factor “Cellufoam” (same as 
used in refrigerator construction). Has 
extra galvanized basket for ice, water, 
bait, ete. Metal Industries, Inc., In- 
dianapolis, Ind. 


Griddle Scouring Stone 


“Aloxite Brand”—quickly scours and 
cleans griddles and French range tops 
of all burned grease, carbon and rust. 
Is ea y-to-use, has convenient shape and 





is said to get into corners readily. Has 
deep flutes to prevent filling of the 
stone. Using the stone with a light ap- 
plication of cooking oil for best results 
is recommended by the maker. The 
Carborundum Co., Niagara Falls, N. Y. 





Garage Door Brace 


“Supreme”——No. 253 made of malle- 
able iron and provides 2% in. of 
adjustment. Said not to break under 
strain. Measures 72 in. in length. End 
fittings are of ample strength to give 
secure fastening. They take three wood 





screws at end. Stove bolts instead of 
wood screws are furnished at slight 
extra cost. Braces, as well as screws 
or bolts, have cadmium plated finish. 
Packed six to a box. Edward W. Daniel 
Co., 4049 St. Clair Ave., Cleveland, 
Ohio. 


Lightning Arrester Catalog 


Three, six and 9 kv. lightning arrest- 
ers of new design and construction and 
a complete line of improved arresters 
with capacities from 12 to 73 kv. are 
announced in a new 20-page illustrated 
catalog issued by Westinghouse- 
Diagrams and photographs showing de- 
sign, structure and test of these new 
units are given. Important improved 
features of the 12 to 73 kv. arresters, 
photographs and charts illustrating rigid 
factory tests, performance characteris- 
tics, circuit applications, mountings and 
connections, outline dimensions and spe- 
cifications, are also shown. Copies of 
catalog 38-140 may be secured from 
department 7-N-20 Westinghouse Elec- 
tric & Mfg. Co.. East Pittsburgh. Pa. 


Electric Coffee Maker 


“Jiffy” is said to make coffee in five 
minutes. Coffee is put into cup and 
cold water poured into the top. Coffee 





maker is then plugged into the electri- 
cal socket. Jay Meyers Corp., 36 S. 
State St., Chicago, Tl. 
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““Speed-O-Lite” Sander 


This rental sander has compact, en- 
closed motor and working parts, housed 
within a rust-proofed, streamlined hood. 
Hood and forward housing covering the 
sanding drum may be raised. 


Construc- 





tion features are: an aluminium frame 
rigidly fastened to a steel chassis; stati- 
cally and dynamically balanced sanding 
drum covered with a resilient rubber 
cushion pad; vacuum fan, “dustite” 
bag; ball-bearing guide wheels, rubber 
tired, and ball-bearing constant speed, 
specially wound electric motor. Entire 
control of machine is through the guide 
handle. Speed of machine stepped up 
to 1600 r.p.m. Has no chains or gears. 
Tubular steel handle with aluminum 
cross handle is adjustable to height and 
removable. Electrical equipfment con- 
sists of an enclosed switch for accom- 
modating 110 or 220 v.a.c.; 50 feet of 
extension cable with connectors; assort- 
ed, ready-cut abrasive paper; steel paper 
cutting pattern and wrenches. Lincoln- 
Schlueter Floor Machinery Co., 213-221 
W. Grand Ave., Chicago, Tl. 


Stove-Pipe Holder 


“Uncle Nef’s stove-pipe holder for 
tents, covered wagons, and cabins is 
said to be simple to install, easy to pack, 
weatherproof, and indestructible. Made 


of galvanized metal, 21 in. overall in 
6 in. round and oval and 5 in. round 
sizes, the new holder may be used on 





side, end, or roof of tent. Chief advan 
tages are said to be ease of installation, 
positive protection of canvas against 


fire, and the fact that bending in pack- 
ing will not harm holder; holder, once 
affixed in tent, cannot shake loose re- 
gardless of storm or wind. Uncle Nef’s 
Stove-Pipe Holder Co., 317 
Seattle, Wash. 


Wall St., 
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IT'S A SWEET BUSINESS! 


Deal Yourself in G-E Sales-Buildey 
FOR ONLY 


$1049 


EGotic 
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IT’S A GREAT DEAL! 


Deal yourself into the rapidly growing Electric Clock business 


with this hand-picked assortment of General Electric’s fastest- 
selling numbers! 


The Sales-Builder Assortment includes three smart Alarm 
models, one handsome Kitchen model, and a sales-stimulating, 3- 


color, 3-piece display that does everything but wrap up the clocks! 


You’re missing a good bet if you don’t carry electric clocks — 
and you’re missing a sure bet if you don’t carry General Electric! 
So, order now from your General Electric Clock wholesaler. It’s 
a great deal for only $10.49! 


GENERAL ELECTRIC COMPANY, APPLIANCE AND MERCHANDISE DEPT., BRIDGEPORT, CONN. 


Sey Slang Clack by 





GENERAL ( ELECTRIC 










Does it cost more to stock Frantz Build- 
ware—the kind that’s gone into better class 
buildings for 30 years? No! Repeat busi- 
ness holds down selling costs and your cus- 
tomers pay no premium on Frantz crafts- 
manship. What are your immediate needs— 
screen door sets, barn door hangers — or 


Geuararted BUILDWARE 





Write today for Catalog ard Circulars 


WHAT PRICE | 
Quality? 
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Let’s “get together” on a money- 
making proposition for 1940. Write today. 


FRANTZ MANUFACTURING CO., Sterling, Illinois 


FRANTZ 





BELT LACING 





A astronge wing tor all types of 
belts Put on with a hammer— 
easily penetrates tl toughest telt, 
Clinehes smoothly into belt, com- 
presses erncis, prevents fraying, makes 
a permanent humpless jeint 
2-piece hinged rocker pins provided 
8 sizes In boxes, handy packages 
cartons and long lengths Recom 
mended for conveyor belts and heavy 
drives especially drives operating 
under outdoor conditions 


wir akip 

Preferred be- 

cause they are 

handled safely. 

and quickly 

Patented blue 

aligning card 

holds hooks, even shertest ends in 
perfect alignment every hook is 
used, no card waste. Fit Wiregrip 
or any other standard  lacers 
Available in 6 sizes 


" SUATORIP 


A necessity at harvest time. Keep 
binders running repair binder 
slate easily and quickly right on 
the field. Get your share of this 
profitable market. 





ARMSTRONG - BRAY 
& CO 


“The Belt Lacing 
People” 


is Ave., 
U.S.A. 


Crosley Electric Range 


Features of the 1940 Crosley line are 
the big ovens used in all models: one- 
piece seamless top; “Chromolox” super- 














speed top units, each with six-heat con- 
trol switches and “Chromolox Heat 
Flo” units with five-heat switches. 
Ovens in all models are 17 in. wide. 
15 in. high and 20 in. deep; are 
equipped with latest-type indicating 
thermostat for accurate, automatic heat 
control and provide fast pre-heating. 
All ovens have two inches of fiber glass 
insulation to provide great capacity and 
prevent loss of heat. The Crosley Corp., 
Cincinnati, Ohio. 





Fountain Pen-Ratchet 
Driver 

This household tool combines two 
features—the fountain pen clip and the 
ratchet screw driver. It has a 2-in. 
hardened and tempered steel blade, red 
hardwood handle, and _nickel-plated 








brass ferrule. Packed 12 to box, 12 
boxes to carton. Suggested retail selling 
price, 15 cents. Utility Hardware Corp., 


315 Berry St., Brooklyn, N. Y. 





Pinless Curtain Stretcher 


Eliminates use of pins and may be 
used anywhere. Set consists of two rods, 
18 in. long and two hooks. Small rod 
is used for upper hem of curtain. This 
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rod has a groove in each end to fit the 
hooks so that they cannot slide off. 
Large rod is used in lower hem and 
weights it down so that curtain can 
dry, ready for use, without ironing. 
Rods are of steel, cadmium plated and 
rust-proof. Each set is packed in a 
heavy paper tube. Peerless Mfg. Co., 
1243 W. Third St., Cleveland, Ohio. 


Solid Rubber Tired Wheels 


French & Hecht, Inc., Davenport, 
Iowa, announce, a new wheelbarrow 
wheel with 16 x 2 x 14-inch molded-on 
solid rubber with plain, roller bearing 
or “Nu-Seal” hub. Wheels are light, 
strong and accurately made. The “Nu- 
Seal” hub is particularly desirable in 
brick yards, cement plants, foundries, 
ctc., where abrasive grits are prevalent. 
“Nu-Seal” said to protect the bearings 
against abrasion due to dust, sand and 
grit. The company has also added to 
its line of rubber-tired wheels for in- 
dustry a group of wheels with semi- 





pneumatic and solid tires for portable 
equipment of various kinds such as 
milking machines, etc. It is anticipated 
that the most popular sizes will be 8 x 
1% inch and 10 x 1% inch. Other sizes 
are available, with plain or roller bear- 
ings. 


Nelson Hearth Kits 


Consist of an attractively designed 
and ruggedly built holder with a con- 
venient handle. Tools are held securely 














in holder and each tool may be re- 
moved or replaced without disturbing 
the others. Soiled ends of tools are 
out of sight. Ashes and dirt are caught 
in the bottom of the kit which is easily 
cleaned from the back. L. R. Nelson 
Mfg. Co., Peoria, Ill, 
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Cellar Drainer 

Has a capacity capable of delivering 
2600 g.p.h. against a 5-ft. head. The 
motor with double ball bearing % h.p., 











has built in overload protection and 
lifetime lubrication, and is capable of 
working against as much as a 25-ft. 
head. Another feature of this “Sen 
tinel” cellar drainer is its low price of 
$37.50 f.o.b. factory. It is completely 
automatic with attention free operation 
and is easily adaptable to various flood 
emergencies. It’s self cleaning vertical 
strainer is placed above floor silt level. 
The impellor is open type and non 
clogging. Red Jacket Mfg. Co., Daven- 
port, Towa. 


Tropical Hardwood Axe 


Offered as a companion tool to the 
“Sub-Zero” axe, by the Vaughan & 
Bushnell Mfg. Co., 2114 Carroll Ave.. 
Chicago, Ill. Maker states due to its 
patented electrical fusion process, where- 
by a tool steel blade is fused to a 
tough steel head. the company has been 
able to obtain an extremely thin blade. 





This is said to allow an unusual amount 
of chip clearance. Axe is finished in 
red and silver stripped finish and high 
grade hickory handle. 


New Glass for Window 


The new, improved “Lustraglass,” ia 
addition to greater clarity of vision, is 
said to have an amazingly high tensile 
strength and to be really “white” and 
free of the characteristically green win- 
dow glass cast. This new glass has a 
brilliant luster and transmits a substan- 
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tial amount of the shorter ultra-violet 
rays of sunlight, according to the manu- 
facturer. American Window Glass Co., 
Pittsburgh, Pa. 


Caulking Gun with 
Automatic Cartridge Ejector 


The Kenmar Mig. Co. Albert & 
Martha Sts., Philadelphia, Pa., announce 
a caulking gun with an automatic cart- 
ridge ejector, which throws out the 
empty tubes as soon as the cap is re- 
moved to reload. This speeds up the 
operation, and is as great a labor saver 
as the tube itself over bulk caulk. The 
Kenmar gun is arranged to take care of 
all size cartridges, and with every gun 
additional parts are included to change 
over for bulk use. The Guns are rust- 
proof cadmium-plated, and are said to 





be quickly loaded and trouble free. 
Made in either ratchet or smooth rod 
styles and also have triple-thread or 
quick release positive seal clip cap. 


“Drain-Dri” Soap Dish 


Has 24 fingers to keep the soap 
three-quarters of an inch from the bot- 
tom of the tray. Air channels are said 





to cause air to circulate freely under 


the soap as well as around it, causing 
it to dry quickly. Made in 12 colors 
and of non-breakable “Tenite.” Two 
models available, one to retail for 65 
cents, the other for $1.00. Drain-Dri 
Co.. 50 Hawthorne St., San Francisco, 
Cal. 


Air-Conditioning Catalog 

Mayflower Air-Conditioning, Inc., St. 
Paul, Minn., has issued a new catalog 
on “Mayflower” air-conditioning equip- 
ment. 





Because STAR Hack Saw Blades have 
been leaders for 60 years; because 
STAR has pioneered in new steels, im- 
proved finishes, better boxes; — these 
are merely a few of the points which 
make STAR Blades easier to sell. 


STAR Tungsten and "Moly" Blades in both 
Hand* and Power types are "leaders" the 
world over. Then, too, the modern metal box in 
which STAR Blades* are packed always at- 
tracts attention everywhere because it protects 
blades better, stands shipping, looks better, can 
be kept cleaner and gives added display value. 


STAR Hack Saw Frames are strongly made, 
properly balanced and finely finished. They 
come in four styles and help round out the fa- 
mous STAR metal-cutting line. 


CLEMSON BROS. 


Middletown, New York. 










INC. 





This Display Assortment 


Sells "Diamond F" Fixtures 
We are offering hardware dealers a Spe- 
cial Display Board Assortment of 50 
fast selling special Lighting Fixtures at 
a price every retailer can afford. These 
modern “Diamond F”’ Fixtures for Liv- 
ingroom, Bathroom and Kitchen are fin- 
ished in chrome, ivory, ivory-poly, white 
enamel and porcelain. 

The D-5 Display Board has a white 

background, red trim and panelled mir- 

ror to offset its beauty. Shows 11 mod- 

ern fast moving numbers. Sold com- 

pletely equipped with all fittings and 

drilled for wiring. Anyone can wire it 
and attach fixtures. These 50 
Fixtures retail at $99.84—Spe- 
cial Dealer Price: $41.34 com- 
plete with board. “Dealers can 
double their money”. Special 
price to Jobbers. Order now 
for Spring trade. Ask for our 
catalogue. 


THE FRANKELITE CO. 
2623 E. 5ist St. Cleveland, Ohio 








by more than 
a million travelers 


No wonder the Benjamin Franklin 
has been approved by more than 
a million visitors to Philadelphia! 
Experienced travelers like its mod 
ern service and comfort. They ap 
preciate its convenient location 
And their budgets approve the rates 
which make it the cimeliiiatimamiianiaen 7 
big hotel value 
in Philadelphi. 
1200 rooms 


Complete fa- 
cilities for 
meetings, 
from small 
groups to 
conventions. 


THE 
BENJAMIN 
FRANKLIN 


SAMUEL EARLEY, Managing Director 


Philadelphia 














118 





Appliance Hand Truck 


Model NN-s is a combination hand 
truck combining all the features of a 
hand truck and a dollie in one piece of 
equipment. It is adaptable to either 





leg or cabinet base stoves, refrigerators 
or circulating coal and oil heaters, hot 
water heaters, and washers. It is light 
in weight but, maker states, it is strong 
enough to move, lift, or carry any 
weight that two men can lift, with a 100 
per cent factor of safety. Truck is com- 
pletely covered with a coating of tough 
rubber 1% in. thickness and specially 
treated to prevent scratching, marring, 
chipping to porcelain or enamel sur- 
faces. Truck can be adjusted to any 
height or width and it is equipped with 
4 in. rubber-coated,  self-lubricating 
wheels for easy and silent rolling. Keen 


Mfg. Co., Flat Rock, Mich. 


**Sunseal”’ Cleaner 


The Patent Cereals Co., Geneva, N. Y.. 
now offer a new chemical type cleaner, 
“Sunseal,” an all-purpose cleaner for 
general household use. One heaping 
tablespoon added to a gallon of water 
makes one gallon of economical and 
speedy cleaner. 

“Sunseal” is packaged in tight-wrap- 
ped, sift-proof cartons with a punch- 
pour for convenient use. The design is 
in eye-pulling colors of blue, gold and 
black. The carton contains 144 pounds 








net and retails for 25 cents. It is 
planned to put “Sunseal” under Fair 
Trade, the same as “Dic-A-Doo.” 


Electric Cream Separator 


This “Super Electric” model is a 
gearless separator with a V-belt drive. 
Oil-sealed ball bearings are used 
throughout. Modern streamline design 
fully incloses all working parts. Bowl 
is the “Iowa” curved disk bowl known 
for its close skimming of either warm 
or cold milk. It provides two-way sepa- 


ration. Disks are stainless steel and 


of patented curved disk construction. 
Electric motor is specially designed for 
the “Super Electric.” This model is a 
1,000 lb. per hour capacity machine. 
Associated Mfrs., Inc., Box 10, Mullan 
Ave., Waterloo, Towa. 


Lag’s Cat and Dog Chaser 


Lag’s dog and cat chaser when 
sprayed on plants, shrubs, bushes, and 
around the lawn is said to repel ani- 
mals and will not burn or injure plant 
life. Maker also states when sprayed 
on furniture it will keep pets from 
lying or sleeping on beds or furniture 
and will not stain any material that 
water will not mar. It is non-poisonous. 
Full strength use is recommended once 
every three or four weeks or after a rain 
or snow. Put up in 25 and 50-cent 
sizes and also large sizes to retail: pint, 
$1.50; quart, $2.50, and gallon, $7.50. 


G. Anderson Levy, Pittsburgh, Pa. 
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Portable Ironer 

Highlight of the new line of 1940 
“Easy” ironers recently announced is 
the “Porta-matic,” the first “Easy” port- 





able to enter the ironer field. The 
“Porta-matic” will retail at $39.95. Also 
included in the line are four all-white 
table-top model ironers designed for 
step up selling. The ‘“Porta-matic” 
weighs only 32 lb., has two ironing 
speeds and a three-way heat control. 
Its 1200 shoe-element wattage is said 
to give it a 17 per cent greater heat 
recovery ratio. Other features include 
hand or foot controlled roll stop for 
pressing, automatic cord rewind reel, 
fabric heat guide, “Torque Tube” pres- 
sure principle to give uniform pressure 
over entire shoe area. Has high iron- 
ing speed of 2425 sq. in., per minute. 
Carrying handle allows ironer to be 
hung on closet hook for storage. Easy 
Washing Machine Corp., Syracuse, N. Y. 


1940 Cory Catalog 


Presented in the 1940 Cory catalog 
are the new features in both home and 
restaurant models of Cory coffee brew- 
ers, and new merchandising material. 
A few of them are improved models of 
“Royal” and companion wide-neck home 
coffee brewers; chromium decanter 
covers, and streamlined electric units 
with ivory-tone handle and cord set to 
match the other trim; “2-story” electric 
models for restaurants and fountains; 
“Flamette” alcohol stove unit for in- 
dividual table service; colorful display 
for the large-selling Cory glass filter 
rod; New “Quick Moving Deal” assort- 
ments. providing a well-balanced stock 
of brewers with liberal point-of-sale 
advertising. Copy of this catalog will 
be mailed on request. Glass Coffee 
Brewer Corp., 325 N. Wells St., Chi- 
cago, Ill. 


Welded Selvage 
Hardware Cloth 


The Cyclone Fence Co., Waukegan, 
Ill., announced a new exclusive product, 
welded selvage hardware cloth. The 
selvage is said to be uniform, with no 
width variation, the symmetrical design 
producing a precise, even edge to tack 
into wooden frames easier and provides 
a snug fit under the molding. Also 
said to be easier to weld to steel frames. 
Through the entire length of the cloth, 
the wires are perpendicular. The com- 
pany’s patented method of galvanizing 
is said to eliminate mesh distortion. 
























Cloth has a bright, smooth, non-porous 
coating. 
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QuiKwerk 


FE 44 RY TOOLS 


Tool is Made to 


Exacting Government 
Specifications - - - 




















"he specifications to 
which Quikwerk Tools 
conform are so exact- 
ing that close chemical 
control of steel analysis 
is imperative. Exact- 
ing physical require- 
ments must be main- 
tained. Weights and di- 
mensions are rigidly 
examined. Quikwerk 
Tools have, therefore, 
the proper temper, cor- 
rect hardness and right 
balance at all times to 
assure long life and 
safety. With Quikwerk 
Tools you will always 
know you are serving 
your customers well. 


WARREN 


TOOL CORP. 


WARREN, OHIO 


120 





NO. 22 PICK MATTOCK 






























































It's profitable to recommend full window- 
size screens. Full window-size screens are 
double the size of half-size screens which 
double your sales of wire screen cloth. Also, 
if you sell your customers on the idea of 
building or installing full window-size 
screens, you open the way for the sale of 
other items, such as hangers, hooks and 
eyes, nails and brads, fasteners, brass num- 
erals, paint and paint brushes. Tocarpenters, 
you can sell roll-in tools and automatic 
stapling machines. Isn't it more profitable 
then to recommend full window-size screens? 


It usually means a more satisfied customer 
too, because with full window-size screens 
he gets full protection from insects, full 
ventilation from his windows, and longer 
service from his screen frames. Did you get 
your supply of FREE folders outlining the 
advantages of full window-size screens over 
half-size screens? If not, write to Wire Screen 
Cloth Manufacturers’ Institute, 74 Trinity 
Place, New York, N. Y. 






These free folders 
are limited, so 
write for your 
supply today. 
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Show Lawn Supplies and 
Gift Housewares in May! 


HARDWARE AGE Original Window Display IDEAS 
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Lawn Supply Window 


Merchandise: Lawn mowers, grass catchers, grass shears, hedge shears, 
grass seed, fertilizer, plant foods, bone meal, garden hose, hose reels, 
nozzles, connectors, sprinklers, lawn brooms, lawn rakes, sprinkling pots, 
canvas gloves, hose repairs. 

Background: Side panels yellow corrugated board, center panel green 
with decorative top. Cut out letters of dark yellow and black corrugated 


board. 


Suggested Interior Displays: For tables: garden hose, grass seed, 
fertilizer in small packages. For platforms: lawn mowers, hose reels. 


= deal- 


ers will find simple display fix- 
tures very helpful in changing 
windows more often during the 
spring season when it is so neces- 
sary to present a large variety of 
seasonal merchandise. The Harp- 
WARE ACE interchangeable display 
fixtures used in these windows 
can be made easily and will en- 
able the merchant to work out 
many interesting and unusual 
merchandise arrangements. 
Background colors for windows 
at this time of year should con- 
sist of the light shades of blues, 
greens, yellows, and pinks. Either 
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Canvas gloves are good selling 
items in the spring when customers 
are working around the home and 
garden. 


crepe paper, corrugated board or 
wallboard can be used as decora- 
tive material. Artificial grass 
mats are excellent in lawn and 
garden windows and in sporting 
goods or vacation goods displays. 
These mats wear well and can be 
used over and over. 

Grass mats should be used in 
the lawn supply window, shown 
in this section, for they provide 
a realistic setting for the mer- 
chandise. 

Corrugated board can be cut 
to fit the tops of display fixtures 
and floor spaces. This material is 
available in various colors so that 
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Housewares—/J/ une Bride 
Window 


Merchandise: Aluminum gift set 
of tea kettle, saucepan set, double 
boiler, skillet, pie pan, covered 
saucepan, covered kettle, salad 
molds, pudding pan set, also pres- 
sure cooker, waffle iron, toaster, 
coffee maker, grill. 

Background: Ivory or light yel- 
low corrugated board, with dark 
blue side strips. Cut out letters 
of blue and yellow on blue back- 
ground. 


floors or pedestals can be covered 
to match the backgrounds. 
Corrugated board should be 
used in the June bride window 
and also for the dairy supply win- 
dow as a covering for the tops of 
display fixtures and floors. Colors 
should match the background 
color scheme suggested in the 
specifications below each window. 





Feature a competitive priced 
milk stool in a traffic spot to in- 
terest customers in other related 
items on the table. 
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Timing is a very important 
factor in window and interior dis- 
plays. Merchandise should be 
shown a little in advance of the 
selling season and interior dis- 
plays should be installed at the 
same time as the windows. The 
displays of seasonal merchandise 
inside the store should be main- 
tained during the selling season 
with changes in location of the 
display from time to time. 

At the start of the season, a 
line of lawn and garden merchan- 
dise is best shown in the front 
part of the store. The front loca- 
tion brings these goods to cus- 
tomers’ attention as they enter and 





Show several types of grass 
shears on a step-up fixture. Show 
card should feature the popular 
priced item. 


leave. After the selling season has 
progressed, the merchandise can 
be moved to less valuable loca- 
tions. 

Several displays of housewares 
can be built around the June 
bride theme. The suggested win- 
dow displays in this section fea- 
tures a bride set of aluminum- 
ware and electrical items. Table 
displays of enamelware could be 
developed near the houseware 
sections. Other gift displays can 
be arranged from carving set, 
steak sets and other cutlery items. 

Many small gadget items are 
interesting to customers shopping 
for wedding or shower presents. 
A large number of every-day 
housewares make excellent show- 
er gifts and unusual window dis- 
plays can be developed from this 
merchandise. Dealers can devel- 
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Dairy Supply Window 


Merchandise: Milk pails, strainer 
pails, cream cans, milk bottles, 
milk bottle caps, milk stools of 
several kinds, filter disc shown in 
mass displays and featured at 
front of window. Also bottle 
cleaning compounds. 

Background: Ivory or white 
corrugated board with dark blue 
side strips. Cut out letters of 
blue on white or ivory background. 


op sets of small gadgets as bride 
gifts that are quite popular. 

The daily supply window 
shows a number of items used 
every day on the farm. All of 
this merchandise must be re- 
placed several times a year. Cus- 
tomers who visit the store to pur- 
chase these lines also come in 
contact with other seasonal mer- 
chandise. Extra sales result from 
this type of planned merchandis- 


ing. 
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Use 6 or 8 in. high glass in show- 
ing popular priced dairy pails on 
end of tables. 
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Looking 
for a 
Hardware 


Store? 


HE place to find it 1s 

under the heading of 
Business Opportunities in 
the Classified Opportun- 
ities Section of the regular 
;ssues of Hardware Age. 


By watching the for-sale ads 
you'll be reasonably sure to 
secure a good paying busi- 
ness at a fair price or better 
still, let the trade know the 
kind of a store you are look- 


ing for. 
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Classified Opportunities Dept. 
239 West 39th Street 
New York City 








‘NORTON DOOR CLOSER CO. 
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World’s Largest exclusive manu- 
facturers of door control devices. 


NORTON MODEL NO. 4 SCREEN DOOR CLOSER 


E r feat in materials e 
very ure ts the finest 
als and proven 


Speci ; 

aaa lliaeal aeolian = pti: construction assures 

hinge plate are he : e bracket, spring holder and 

Pitty Beal - - eavy steel stampings which will 
e rust proof tube is of seamless 


brass. Ad 
a 7 or 
pe aga rable screen door closer built for u 
xce vice. 4 is al 
ee ee No. 4 is packed in individual 
w all attachment instruction ” 
P 8. 


No. 4 
SUPER 
VALUE 

RETAILS 
AT $2.00 


NORTON MODEL NO. 04 SCREEN DOOR CLOSER 


An econ ; i 
mths a een which is unexcelled in true 
sag oa nt r give most satisfactory ser- 
ge anges 3 — parts and every detail 
npc ease - ity and workmanship that 
eee swine a Norton Closers. This sim- 
ee ion model is packed in individual 
ith full attachment instructions. : 


No. 04 
REAL 
VALUE 

RETAILS 

AT $1.25 





Consult Your Jobber or Write to 


Division of the Yale & Towne Mfg. Company 


2900 N. Western Ave., Chicago. Illinois 
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We are giving away this attractive, 
all-metal, Door Holder Counter Dis- 
play just to get it on your counter. 
This GRAND Door Holder Display 
acts as your “Silent Salesman,” in- 
troducing, demonstrating, and sell- 
ing GRAND Door Holders to all 
your customers for extra profits 
that would otherwise be lost. Here’s 
a low inventory, fast moving item 
that sells itself. 


Here's our proposition: 


MORE THAN $8.40 


in actual value including a free 
metal counter display 


FOR ONLY $4.20 


No strings, no catches—we just 
want to get GRAND Door Holders 
on vour counters and let them start 
moving. 

MICKY 
All-purpose CHECK THIS DEAL: 
15¢ Door 

Holder % doz. DeLuxe Door 
Holders to you 
$2.00, re-sell .... $3.00 


1 doz. MICKY Door 
Holders to you 


$1.20, re-sell -- 1.80 
% doz, MICKY Gar- 
age Door Holders 
to you $1.00, re- 
eer 1.50 
| GRAND Counter 
Display ... 1.50 


DeLuxe Door 
Holder saeee 
MICK Y_ Door 
Holder ...... ; 


Total Value... $8.45 
To You Only.. $4.20 


MAKE OVER 100% 


on your initial orcer 
Get started now—send for 
your Silent Salesman Deal 
today and show this ‘Best 
Seller’’ on your counters. 
There's a GRAND Door 
Holder for every purpose, 
and a full profit for you on 
each one sold. 


50 
15 


Write for ilustrated Catalog 
and Prices—be sure to in- 
clude your jobber’s nome 
and address 

Sold thru leading job- 
bers everywhere. 


GRAND SPECIALTIES CO. 


3106 W. Grand Ave. Chicago, Ill. 
Manufacturers Since 1921 
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William D. Anderson’s Address 


(Continued from page 71) 


vanced, though in some instances 
it still retains the mask of pop- 
ular control. 

The American theory sepa- 
rated the individual from the 
mass because of the dignity and 
worth of the human personality. 
It likewise perceived in him the 
dynamo of individual initiative 
and social progress. It estab- 
lished, through the self-imposed 
limitations of the American peo- 
ple, a domain of individual im- 
munity against governmental in- 
terference, expressed in its Bill 
of Rights. It made the great and 
practical compromises between 
individual and social progress, 
between liberty and authority. It 
set free the human spirit and 
stimulated individual effort by 
the assurance of opportunity pre- 
served, and liberty restrained 
only to the extent it was neces- 
sary to do so in order to preserve 
equal opportunity and liberty for 
others. 

This has been the stimulant of 
our progress. This has been the 
American way. These have been 
the things to which the Ameri- 
can spirit adhered and to which 
its people have been devoted dur- 
ing the Nation’s life. 


New Philosophies 


Now, new philosophies threat- 
en that conception. There are 
many who, sincerely impatient 
with the influence of religion, ed- 
ucation, and home, desire to 
make government the major in- 
strument of progress. There are 
other groups who hail this idea 
with enthusiasm because they 
hope to advance their special in- 
terests by political pressure. 

Russia, at the moment, is dem- 
onstrating what happens when a 
nation assassinates its brains. 
But there is something equally 
bad; that is to hobble initiative, 
to arbitrarily control individual 
exercise of exceptional talent and 
energy, and discourage or impair 
it. A manacled Edison, a hand- 
cuffed Ford, a “cabinned, cribbed, 
and confined” ability of a superi- 
or character, deprives the society 
in which it would otherwise op- 
erate and to which it would make 
its contribution, of all those ad- 
vantages which the private en- 
terprise system—which the 


American way —has_ obtained 
through the bounty of human in- 
dividuals who, in advancing their 
own interests, necessarily benefit 
the nation of which they are a 
part. 

These are the things we are in 
danger of forgetting as we 
glance back over these 50 years 
of unexampled progress. 

As we have been the benefici- 
aries of the past, we are also the 
trustees of the future. 


“Prove All Things” 


Let us avoid any attempt to 
substitute experiment for experi- 
ence, the uncertain for that 
which has been tried, the dubious 
for the demonstrated. “Prove all 
things,” said St. Paul, “hold fast 
that which is good.” Let us be 
determined that we _ shall be 
worthy of all the great material 
and spiritual gains of the past 
half century, by highly resolving 
that the marvelous advances of 
our generation, through adher- 
ence to tested principles of polit- 
ical organization, shall not be 
lost through our failure to recog- 
nize and perpetuate them, or our 
deliberate abandonment of those 
things which made this nation 
great. 

It is only as we demonstrate 
our faith in the American way 
by resolving to preserve the sa- 
credness of the individual and by 
perpetuating the American sys- 
tem of free enterprise that we 
can expect to save this nation 
from destruction. 

If time would permit, I should 
like to discuss with you some of 
the dangers that confront us. 
Since this is not possible, I would 
be less than fair with you if I 
did not declare myself by say- 
ing, before I close this address, 
that I believe that we are headed 
toward national bankruptcy, re- 
pudiation of national obliga- 
tions, and the confiscation of all 
wealth by the state, unless we 
set ourselves to the task of 
changing the current that is 
sweeping us today toward this 
end. 

It is not too late for us to do 
this if we will. I think the time 
has come when every business 
man, if he expects to do his duty, 
will have to make up his mind 
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that he will devote a certain 
amount of his time daily and a 
certain amount of his money to 
practical politics. The so-called 
business man who has been swell- 
ing out his chest around the 
nineteenth hole and proclaiming 
that he did not concern himself 
with politics, but had turned such 
matters over to the politicians, 
should and will be outlawed from 
the company of those men who 
have some serious conception of 
their responsibility to preserve 
the investment they have in busi- 
ness, for themselves and for 
their stockholders. 

Every business man _ should 
make up his mind that he will, 
from now on, vote for candidates 
for public office because of what 
they stand for and what they 
promise to do when elected, in- 
stead of because they are blue- 
eyed. Every business man should 
make up his mind that he will 
keep himself informed on all leg- 
islation and on all matters affect- 
ing his business and will explain 
these things to those who are as- 
sociated with him in the conduct 
of his business, in office, in shop, 
and in factory. Every man, from 
the president of the business 
down to the man who sweeps the 
floor, has a common stake in the 
business with which he is con- 


nected and, if properly in- 
formed, will do his part toward 
safeguarding and perpetuating 
that business. 

We who are in business can 
blame ourselves for a great deal 
of what has happened to us. 

The American way is the way 
of individual freedom. It is the 
way toward increased production 
of all things needed by human- 
ity. It is the way toward lower 
cost for the necessities of life. 
It is the way toward higher 
wages for the workman with a 
higher annual income. It is the 
way to meet honestly all obliga- 
tions, both individual and gov- 
ernmental. It is the way of sac- 
rifice and not of softness. It is 
the way of thrift, economy, and 
saving and not of spending be- 
yond the capacity to pay. It is 
the way of hard work and not of 
loafing. It is the way toward 
wealth and not toward poverty. 
Along this way every man finds 
that he has a responsibility that 
is all his own, that he has a job 
to do, that he has a place to fill 
in the community life, that it is 
his stern duty to make a contri- 
bution to life, instead of acting 
on the idea emanating from high 
sources that the community owes 
him a living. 
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AND THEY PROBABLY WON'T! 




















“T don’t see how it’ll drive trade away. Any- 
body that owes us won't come in anyway. 
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ATME corRUGATED FASTENERS 





DISPLAY CARTON 
FOR YOU! 


@ Every package repre- 

sents an extra sale! Almost everyone who 
comes into your store has a need for Acme 
Tack-Point Corrugated Fasteners. Can be 
used for repairing furniture, making 
screens, cabinets, and other wooden articles. 
Just set the attractive display carton on 
your counter and watch it go to work for 
you. Your cash register will ring with 
extra sales! 
Acme Corrugated Fasteners are furnished 
in two types, parallel and divergent. The 
divergert type makes stronger joints by 
drawing the two pieces of wood closer to- 
gether. The Tack-Point feature assures 
easy driving. 


If your jobber can't supply you, 
write us direct. 





PACKAGED IN 3 POPULAR SIZES 


Fifty fasteners of one size to a box—%x4 
Y,x5, or %x5. Display carton contains 12 
boxes. For larger requirements, the 250, 
500 and 1000 pack; boxes of 100 fasteners, 
10 boxes to a carton; and in 100-lb. kegs. 


ACME STEEL COMPANY 


General Offices: 2838 Archer Ave., Chicago, lll, 
Branches and Sales Offices in Principal Cities 








MAIL THE COUPON . 
FOR FREE SAMPLE BOX {| 





Acme Steel Company 
2838 Archer Avenue 
Chicago, Illinois 


Send me, without charge, a sample box of 
Acme Tack-Point Corrugated Fasteners. 


Address 


GN sisdeccvisanseavecnts. baemeese 

















Dr. A. L. Faubel’s Address 


(Continued from page 67) 


the picture. Even with the most 
drastic reduction in government 
spending, we shall be left with 
budgets which only continued 
heavy taxation will finance, and 
so continued heavy taxation is 
very much a part of the outlook 
ahead of us. I wish I could be as 
sure that drastic tax reform is 
also a feature of the outlook. 

Fourth. A wholly new labor 
relations structure and program 
have been created during the last 
seven years and they are here to 
stay. By this I do not mean that 
the Wagner Act and the National 
Labor Relations Board will con- 
tinue as they exist today. They 
just can’t for one reason, if for 
no other: these two appendages 
to our economic system contain 
within themselves the germ of 
their own change. This, I believe, 
has already begun in the investi- 
gation which is revealing a per- 
formance record for the National 
Labor Relations Board in its ad- 
ministration of the Wagner Act 
which can only be described as 
outrageous. In this investigation, 
and especially in the evidence be- 
ing piled up by Mr. Leiserson, I 
find hope that our new labor re- 
lations structure, as this is em- 
bodied in the Wagner Act and all 
its “pups” and in all the labor 
relations boards, will in time be 
made a more reasonable and 
workable structure. But I repeat 
that I believe the structure itself 
is here to stay as an integral part 
of our economic system. 


The Program 


Fifth. I think this is also true 
of our newly-established social 
security program. We _ have 
adopted a program to improve 
the economic condition of the 
youth of the country who cannot 
seem to get started under their 
own power and established an in- 
surance plan to give the aged 
economic security. And for the 
group in between youth and the 
aged we have provided unemploy- 
ment insurance. These things are 
in my opinion here to stay and 
an acceptance of them I believe 
to be a part of the outlook con- 
fronting us. By this I do not 
mean they must be accepted as is 
and part of the job ahead of us is 
an improvement of this whole 
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plan and program as experience 
indicates. 

Sixth. I can see no end in sight 
to the subsidizing of agriculture 
at least for years to come. I can 
say but little more than just that 
here without attempting an ex- 
tended discussion of the whole 
farm problem and I certainly do 
not feel qualified to do that. 
Granted that for economic and 


social reasons as well as for rea- 
sons purely political a continua- 
tion of agricultural subsidies is a 
necessary part of the immediate 
outlook, there is I think a bright- 
ening prospect of eliminating or 
at least of reducing this subsidy 
program. I refer to the new de- 
velopments and uses for the 
products of the farm which every 
year are brought to the point of 
commercial exploitation princi- 
pally by industrial research. 
And there is more—much more 
~in this outlook than simply a 
solution of our farm problem. We 
have in this country a brand of 
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H. B. Wilson, Mathias Klein & Sons 
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N. J. Clarke, Republic Stee! Corp 
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eis MODERN-LINE PLATED |; 
RED DEVIL PLATED GLASS CUTTERS if 
New standard handles on all modern-line models | 
perfect finger rest. Heavily plated — cutters literally GLASS CUTTERS 


glide along the rule. Long-life wheel, hard bronze 


axle. Pregreased. Rust proof. mn i 
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at machine gun speed = 
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o Makes glazing easy. if 
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The No. 30 RED DEVIL for !/4 pint to gallon cans with free driving tool. 







LANDON P. SMITH, INC 
IRVINGTON, N. J 


is now offered with rugged permanent base, four 
can adapter, square can adapter 


f. WALL SCRAPERS 
] Co No 4 RED DEVIL for !/4 pint to quart LA PUTTY KNIVES 
°, cans. Fits right on the counter e WOOD SCRAPERS 
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Send for Catalog 
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MIRACLE 


RASS SHEAR 


VISIBLE DISPLAY 















is the 

sensation 
of 1940 Spring Sales. 
Demand it from Your JOBBER 


PROVE OUR CLAIMS FOR THE MIRACLE... KEISER MFG. CO. 


lf your jobber 
cannot supply 
you, write us. 


Revolutionary New Basic Design Makes It— 
: _ —— ‘ ” ones nici ee For 50 Years Leading Makers of Quality Grass, 
—Easiest working shear. 2—Regardless of conditions, blades can stick shut. 
3—Cuts finest grass or toughest weeds. 4—No spring or rivet pressure on blades. Sheep, Horse and Hedge Shears 
Blades, exira long, oil hardened, hallow ground, full polish. Guaranteed by manu- READING PENNA U.S.A 
+ ° ° . ° 


facturer and jobber. 
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AT YOUR SERVICES 


THE “Who Makes 
It” Editor will be 
glad to help you in 
your search for the 
name of the manu- 
facturer of that 
product you are in- 


terested in. 


If you do not find 
it or its trade name 
listed in the current 
Directory Number. 
in all probability it 
has been incorporat- 
ed in the revised list- 
ings that are being 
prepared for the 
next issue of the 
Directory Number. 
Many such changes 
are being made daily 
and the listings 


brought up to date. 


If your current 
Directory does not 
give you the infor- 
mation you seek, 
write the ‘‘Who 


Makes It”’ Editor. 


He’s at your service! 


HARDWARE AGE 

















defeatist philosophy built on the 
premise that we have come to the 
end of the road in our economic 
development because we have 
conquered our last frontier. Be- 
cause we have no new lands to 
develop, they tell us, we have 
reached a point comparable to 
what the scientist calls a condi- 
tion of static equilibrium. And 
because we have, according to 
these prophets of despair, the 
only hope for our future is the 
form of government best suited 
to a static community—state so- 
cialism or some other similar 
form of paternalism, equally 
dead, whatever you call it. 

My whole point in this discus- 
sion of frontiers is that our old 
geographical frontier has been 
stipérseded by a new industrial 
frontie® and of. the two give me 
the industria} frontier! Here is a 
frofitier which is not extended by 
romantic covered wagons, spec- 
tactilar Indian fights or the more 
prosaic clearing of the land. Here 
instead is d frontier which is ex- 
tended in the laboratory and on 
the provifig ground, and every 
éxtension of this frontier means 
New prodicts, new industries, 
new jobs and more pay for men 
in the feetories and the mines 
and op the farms and a higher 
standard of living for all of us. 

Seventh. One other important 
development of the last seven 
years will, f am sure, stay with 
us. I have in mind the control of 
trading represented by the Se- 
curities Exchange Commigsion. 
Not for a long time are we like- 
ly to see a return to the unre- 
stricted trading and speculation 
which was so largely responsible 
for our undoing in 1929. I be- 
lieve an experienced and a rea- 
sonable commission control of se- 
curity trading is a necessary 
part of our outlook. 

Now, these are the things 
which the last seven years have 
created which I think we must 
recognize are here to stay. I can 
see nothing in the outlook which 
even remotely resembles a possi- 
bility of tearing down these 
structiires which were driven in- 
to olf BConomic system by the 
tidal Wave of 1932. Then, what, 
you Will &sk, did this wave wash 
ashore that can be cleared away? 
On these, I wish I could be as 
definite and as certain, but so 
much dépends on the political de- 

ts in this country dur- 
ing the hext six months, so much 
depends upon what you and I can 


accomplish, that I shall have to 
admit that the outlook on this 
score is an enormous question 
mark only vaguely discernible 
through a fog of uncertainty. 
Permit me therefore to tell you 
what I think is so bad or so un- 
sound that we should have no 
part of it. 

First. Relief, established to 
meet ‘an emergency situation 
truly awful in its magnitude and 
seriousness, has become a polit- 
ical device which, if not down- 
right dishonest, is the answer to 
the prayer of the politician—un- 
scrupulous and otherwise. 


What Shall We Do? 


What shall we do with relief? 
First, decentralize it, localize it, 
turn it back to the states and 
local communities. Make them 
take up this burden? It belongs 
to them, and do it under legisla- 
tion that has none of the slip- 
shod character of all too many of 
our present laws. Then, second, 
give business and industry the 
job and the chance of cutting it 
down, of eliminating it as com- 
pletely as possible by putting up 
our old “Help Wanted” signs. 

Second. Take our monetary 
system off the token basis it is 
on and take away the inflation 
threat that hangs over it by a 
thread that gets no stronger as 
time goes on. By this latter I 
mean especially, stop the financ- 
ing of deficits by bond issues to 
be paid out of future taxation 
but which in the meantime are 
bought by the banks and become 
the basis of additional currency. 
And last, kill this silver-buying 
program. If it were not the ex- 
pensive and the vicious thing it 
is, our silver-buying policy of the 
past six years could justifiably be 
regarded as the outstanding 
piece of New Deal stupidity and 
folly. 

Third. Strike down this mon- 
strous bureaucracy which has 
grown so enormous that it 
reaches into every town, village 
and city and which is so big at 
its headquarters that they had to 
call on Baltimore to take care of 
the Washington overflow. Strike 
down this bureaucracy and we 
would at the same time check 
this damnable abuse of investi- 
gating power which has already 
reached the proportions of an 
economic Spanish Inquisition. I 
hold our exalted House of Repre- 
sentatives primarily responsible 
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for the growth of the bureaucra- 
cy and all its attendant evils and 
the House has the simplest and 
most effective means of righting 
this wrong. Our Constitution 
gives the House control over the 
Federal purse strings and by the 
simple process of striking out or 
reducing the funds which bu- 
reaus, commissions, boards and 
investigations must have in or- 
der to live we would get rid of 
our bureaucrats in a manner 
similar to the way a doomed ship 
is said to lose its rats before 
leaving port. 

Fourth. Replace tariff change 
and uncertainty with tariff sta- 
bility. It used to be generally 
agreed within both the low-tariff 
and the high-tariff schools that a 
continually-changing tariff was a 
poor form of tariff. And I know 
of nothing that has happened to 
change this axiomatic proposi- 
tion. 

My last two items in this sum- 
mary of things that to me are 
so bad that much of our future 
depends upon their change or 
elimination are superbly covered 
in Mr. Willkie’s petition in this 
month’s issue of Fortune. The 
one has to do with the philosophy 
of class versus class which has 


been literally broadcast in this 
country, and the other concerns 
our foreign policy. Speaking to 
our political policy makers, Mr. 
Willkie says on the first: 
“In this decade you have 
separated ‘business’ and ‘in- 
dustry’ from the ordinary lives 
of the people and have applied 
against them a philosophy of 
hate and mistrust, but we, the 
people, say: business and in- 
dustry are part of our daily 
lives; in hurting them you 
hurt us. Therefore abandon 
this attitude of hate and set 
our enterprises free.” 


On the second—foreign policy 
—Mr. Willkie writes: 

“You — the politicians of 
both parties—have muddled 
our foreign affairs with poli- 
tics; with vague threats and 
furtive approvals; with wild 
fears and inconsistent acts; 
and we, the people, say: give 
us a foreign policy that we can 
trust and upon which we can 
build toward the future. We 
are against aggressors; we are 
for foreign trade; and we rec- 
ognize that our own standard 
of living can be improved only 
by raising the standard of the 
other countries of the world.” 


Those “Slanderous” Reports 


HEN an employee reports to 

the boss that he believes a 
fellow employee is stealing, is such 
a report slanderous or libelous? 

As a result of such a report by an 
employee to his employer, the ac- 
cused employee sued the employer 
for slander. His contention was that 
the employer was liable because the 
other employee had uttered the de- 
famatory language in the course of 
his employment. 

But the court thought that such a 
report by an employee to his em- 
ployer was “privileged.” A commu- 
nication is said to be “privileged” in 
the law when the speaker or writer 
cannot be held liable for what he 
says, even though his language be 
slanderous. This sort of “privilege” 
is allowed in certain situations and 
relationships. 

“The words complained of,” said 
the court, “were uttered by an em- 
ployee of the corporation to a su- 
perior official and related to a mat- 
ter in which both speaker and 
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hearer had an interest and a duty as 
employee of the business. 

“Any communication between em- 
ployer and employee is protected by 
a qualified privilege, provided it is 
made in good faith about something 
in which the speaker or writer has 
an interest or duty and the hearer or 
person addressed has a correspond- 
ing duty or interest, and provided 
the statement is made in the protec- 
tion of that interest or in the per- 
formance of that duty. There must 
also be an honest belief in the truth 
of the statement. When these facts 
are shown to exist, the report or 
statement is protected by the law, 
unless the person defamed can 
prove malice on the part of the per- 
son who made the statement.” 

This protected privilege applies to 
any report by an employee to an 
employer concerning the dishon- 
esty, untruthfulness or other miscon- 
duct of a fellow worker—provided, 
of course, that the person.making 
the report honestly believes it to be 
true. 














Make Your Store 


Headquarters 
for the 


“Pliers of the Professionals 





The men who know 
can tell a Klein plier a 
long way off. And, they 
go so far as to “tell” a 
real mechanic from an 
amateur — by noticing 


whether or not he uses 


Side Cutting Kleins. 


Many of them will 


vote your store a qual- 

ity store when you're 

their headquarters for 
Klein Pliers. 

There’s real prestige 

in the name Klein — 

) backed by over 80 years’ 


Long Nose ¢*Perience “hand mak- 


ing” the finest pliers. 
There’s profit too. Ask 
your jobber or write for 
the new Catalog No. 39. 
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@ When a customer asks for a specific type of auger 


bit to do a certain job, do you always have the right 


bit for him? You'll turn away fewer of these 


“particular” customers if you'll stock the Greenlee 
Auger Bit Line. Manufactured to fill every need of 
the Woodworker, Electrician and Plumber, Greenlee 
Auger bits are also constructed to meet your customer's 
every demand for high quality and performance. 


©@ But auger bits are only a portion of the entire 
Greenlee Hand Tool Line for the craftsman. For 
more information about the Greenlee line of expan- 
sive bits, bit extensions, chisels, gouges, draw knives. 
turning tools, spiral screw drivers and push drills, send 
for Catalog 31. It won't cost you a cent and the cata- 
log will be a profitable buying guide for you. Please 
mention your jobber when writing. 


Greenlee Tool Co. 


1715 Columbia Avenue 
ROCKFORD, ILLINOIS, U.S.A. 





HARDWARE AGE 











da 


|\ 


‘| wae 










ger 
ght 
ese 


lee 


lee 


r’s 


ire 
, 

or 
in- 
es. 
nd 


fa- 




















tied Fi at hig Maan id WT WL ete 





ee” a Se 





ADVANCES 


Some wrenches and pliers. Trace chains. Paperboard. 


Gut hooks. Gut leaders. Fruit jars. 


Jelly glasses. Zinc caps. 


Some hand, windmill pumps and cylinders. 
One brand sisal sweeping compound. Some radio tubes. 
Rosin-sized, decorated building papers. 





Solder—Effective March 28. 
Kester Solder Co., Chicago, IIl., re- 
duced its price schedules on solid 
wire and on core solder. The new 
dealer cost basis on acid-filled or 
rosin-filled core solder, in 1-lb. 
spools, is 58 cents, compared with 
60 cents established February 8. 
5-lb. spools are now at 54 cents, and 
20-lb. spools at 51 cents f.o.b. 


Chicago. 
% *% *% 


Pliers, wrenches — Crescent 
Tool Co., Jamestown, N. Y., has an- 
nounced new dealer prices and new 
suggested retail selling prices on 
14 numbers of pliers, wrenches and 
wrench jaws. Suggested consumer 
prices on each of these items has 
been advanced and except for two 
numbers of wrench jaws the new 
dealer prices show advances. The 
new and old dealer prices and sug- 
gested retail selling prices are: 


Dealer Consumer 
Tool Old New Old New 
LS26 Plier $.48 $.53ea. $.75 $.80 ea. 
—- 52 -67 -80 1.00 
"ep Be 57 -76 -85 1.15 
ai. -65 83 1.00 1.25 
=~ * -72 -80 1.10 1.20 
a -83 -94 1.25 1.40 
265-444” “ .74 -94 1.00 1.40 
470-7 ” “ 52 .60 .80 -90 
_—o -55 67 90 1.00 
a7 -62 -73 100 1.10 
019 Wrench .50 -67 -75 1.00 
0111 83 1.00 1.25 1.60 
019J Wr.Jaws .28 .28 40 «AB 
01113 = 42 42 -60 -65 
* * 


Trace Chains—At various 
early April dates. leading makers of 
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advanced trace chain prices about 
10 per cent, revised quotations be- 
ing subject to change without notice 
and applying on orders for immedi- 
ate shipment. Orders for future 
shipment can be accepted only on 
the basis of new schedules which 
will be announced early in the fall. 
Extras for Japanned and galvanized 
trace chains remain as before, and 
for hook, T-hook and T-bar types. 





ADVANCES 
EXPECTED 


Sisal twines. 





Hot, cold rolled sheet, strip 
‘On April 12 Carnegie-Illinois 
Steel Corp., Pittsburgh, Pa., reduced 
the price on hot and cold rolled 
sheets and strip by $4.00 per ton. 
A further announcement was made 
by the company on April 25 rescind- 
ing these price changes, as of May 
1, the new schedule to be in effect 
for shipments until Sept. 30. 








Non-metallic sheathed cable 
Some makers recently announced 
lower prices on non-metallic 
sheathed cables. the change amount- 
ing to about 5 per cent. 

*% x * 


Gut hooks, leaders—Prices 
on gut hooks and gut leaders were 
recently advanced from 10 to 20 per 
cent. 

* * % 

Barn equipment pumps, 
etc.—Louden Machinery Co., Fair- 
field, Iowa, issued on April 1 a new 
price list applying to its barn equip- 
ment catalog. It is stated that most 
prices are reaffirmed without change, 
the few revisions being of a minor 
nature. One manufacturer has an- 
nounced an April advance, averag- 
ing about 5 per cent, on hand and 
windmill pumps and cylinders. 

* *% * 

Tackle blocks Effective: 
April 12, Upson-Walton Co., Cleve- 
land, Ohio, issued a new interim 
discount Sheet, including and_ re- 
affirming the 10 per cent advance- 
which it made effective last Decem- 
ber 2. The company states: 

“Due to unavoidable delay in 
preparing our new ‘catalog which 
will have completely new and up- 
to-date list prices—from which a 
very few discounts will apply—and 
to eliminate confusion as to the flat 
10 per cent advance, we have de- 
cided to issue the attached discount 
sheet which will remain in effect 
until our new catalog and discount 
sheet are issued on or about Sept. 


1, 1940.” 





DECLINES 


Non-metallic sheathed cable. Sisal twines. Some snow shoes. 
Some galvanized range boilers. Some radio tubes. Solder. 








131 





States comprising regions: 





New England—(Conn., Maine, Mass., N. H., R. L., Vt.) 


Middle Atlantie—(N. J., N. Y 
East North Central—(Ill., Ind. 


” 
, 


Pa.) 
Mich., Ohio, Wis.) 


West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., 8S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas) 

Mountain—aAriz., Colo., Idaho, Mont., Nev. N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 


Leading manu- 
prices 


Sisal twines 
reduced 
pound on 


facturers recently 
about 1% 
Java and Mexican sisal twines, in- 
cluding hide rope and lath yarn in 
“many end” coils. There remains 
a differential of at least 1% cent per 
pound on Mexican sisal twines, be- 
low the prices on the better Java 
sisal qualities, and former extras 
continue for fine and extra fine 
thread twines. With the world sup- 
ply and shipping situation pre- 
carious, prices may later advance. 


cent per 


* * 
Sweeping compound On 
Killdust sisal sweeping compound a 


price advance was announced by 
International Sisal Co., effective 
April 20 and applying to the larger 
drums—200 Ib. or over—and to 


150-lb. cans. These containers were 
affected about 5 to 7 per cent, while 
25, 50 and 100-lb. drums were not 
advanced. 

* * * 


Plumbing and heating—An 
April decline of about 6 per cent was 





PRICES 
REAFFIRMED 


Some barn equipment. Tackle blocks. 
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announced on galvanized range boil- 
ers. One manufacturer of brass 
bibbs and faucets has withdrawn 
former prices. All brass fittings 
and all plumbing enameled ware 
have shown a particularly sharp sales 
increase during the latter half of 
April, while the demand all this 
year has been well ahead of 1939. 
Bath, lavatory and sink fittings have 
been showing sales gains of more 
than 25 per cent. 











PRICES 
WITHDRAWN 


One line brass bibbs, faucets. Paper 
and wood pulp. Hot and cold rolled 
sheet and strip. 





Fruit jars and glasses—Fall 
prices announced recently on Ball 
Mason and Ideal jars are reported 
about 1% per cent higher while on 
Ball jelly glasses jobbers report 
about a 3 per cent mark-up. Zinc 
caps are about 8 per cent higher 
than last season. 

% * 


Radio tubes—Several recent 
adjustments by leading makers have 
changed the picture on radio tubes, 
including many of the most staple 
types. The general trend has been 
away from former net prices, to a 
new schedule of lists, subject to a 
50 per cent dealer discount. The 
net result of the changes lowers 
some numbers, and raises others. 
* * * 


Paper products — American 
requirements of paper and wood 
pulp formerly supplied in part by 
the Scandinavian nations must now 
come more largely from the forests 
of Canada. The spread of the war 
to Scandinavia creates an especially 
acute situation in wood pulp. Amer- 
ica in the past has received 37.8 per 
cent of its wood pulp supplies from 
Finland, Germany, Norway, and 
Sweden, and now some interests ex- 
pect an acute shortage. Prices of 
pulp for immediate delivery have 
been withdrawn by the leading com- 


Steck-sales ratios are percentages obtained by dividing the cost value of stocks by 


sales for an identical group of firms. 
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NOW 
You Can KNOW Your 
BuILDERS’ HARDWARE 


Complete from A to IZZARD 











A. H. BROWNELL'S HARDWARE AGE SERIES 
COMPLETE IN ONE VOLUME... A BIG 
$3.00°S WORTH FOR YOU AND YOUR MEN. 













READ THIS LIST OF CONTENTS 


250 PAGES 

ELEMENTARY COURSE 

INTERMEDIATE COURSE 

ADVANCED COURSE 

WORKING BLUE PRINT 

9 COMPARATIVE CHARTS AND TABLES 

13 LARGE DETAILED DRAWINGS 

GLOSSARY OF BUILDERS' HARDWARE TERMS 
60 CHAPTERS 





Here are some of the chapters 


Model Stock 

Butts and Hinges 

Locks 

Window Hardware 

Getting Builders' Hardware Prospects 
Scheduling, Marking and Servicing 

Hardware Finishes (Comparative Chart) 

Door Butts (Comparative Chart) 

Jamb—Floor and Checking—Floor Hinges (Com- 
parative Chart) 

Mortise Bit Key Locks and Latches (Comparo- 
tive Chart 

Mortise Cylinder Locks and Latches (Compara- 
tive Chart) 

Trim for Mortise Locks (Comparative Chart) 

Lock Sets 

Schools of Design 

Window Hardware (Comparative Chart) 

Barn Hardware 

Surface Door Closers (Comparative Chart) 

Floor Hinges, Concealed Closers and Thresholds 
(Comparative Chart) 

Door Holders and Stop Devices 

Lavatory Hardware (Comparative Chart) 

Office Building and Apartment Hardware (Sug- 
gested Lists of Locks) 

School House Hardware (Suggested Lists of 
Locks) 

Hotel Hardware (Suggested Lists of Locks) 

Hospital Hardware (Suggested Lists of Locks) 

Federal Specifications 

Sample Rooms 













































There are about 10 ways a hardware man 
can use HARDWARE AGE’S Builders 
Hardware Text Book . .. You can keep it 

in your reference files for immediate, au- 
Yi thoritative information . .. you can take 

it home at nights and study its Elemen- 
tary, Intermediate or Advanced Courses 
. .. Or you can give it to that smart, 
young clerk you are training to handle 
Builders’ Hardware to study at home, 
to name three ways to use it. 


BELONGS 
in Your FILES 


loa ag] 
leat 
4 


A lot of so-called Text Books say they are 
complete, but when you get them you find 
important information missing. Here is a 
Text Book which is complete. It’s written 
by a man who knows his subject backwards, 
forwards and sideways, selling and buying 
Builders’ Hardware, who has the ability to 
tell what to do and what not to do in an in- 
teresting way ... The comparative Charts on 
Finishes; Door Butts, Jambs; Mortise Bit Key Locks and Latches; Trim 
for Mortise Locks; Surface Door Closers and many others are worth the 
price alone. 


When the news got around that we were putting Hardware Age’s *lak- 
ing the Mystery out of Builders’ Hardware” articles in one fat volume... 
orders began coming in steadily for this+complete 
study. 


You need at least one copy of this Text Book, 
maybe more. Use the coupon below and have a 
copy where it will do you the most good and make 
you the most money, in your store. It’s attractively 
printed, well illustrated to show to customers, and 
sturdily bound to last for years of heavy usage. 
Your copy is waiting. 








A. H. BROWNELL, 
Author 


















J. HAROLD DUMBELL, 


fe Exec. Sec., National Contract 
Pre Hardware Assoc., says: 








“Personally I am looking 
forward to securing for 
my files a bound copy of 
the complete course 
when it is finished. 
It will be a handy 
book to have.” 











ALL THE REALLY IMPORTANT 
THINGS and MORE, in this VOLUME. 






HARDWARE AGE 
239 West 39th Street, New York, N. Y 
Gentlemen: Send me 


TEXT BOOK at $3 per copy. = 







rie copy (ies) of the BUILDERS’ HARDWARE | 
Attached is my remittance. | 






Send me invoice with book. | 
Be Nac. lasircin sis 0s ihaslencap pints sent Tbupniaias 
SN oc 5 02 es sila iuin (ae Leen ee Ow eed ta rea aoe omen omens eS | 
POI eee ete teanatansseernresinuaneesensnaasseunens . 
Se ee ee Fr ey aT MOR Seer Sen Ee Oe 
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ERE are items produced with ali 

the experience and skill of a 78 
year old organization — products that 
have an unsurpassed reputation for 
quality and fair prices. 


PECORA 
CALKING COMPOUND 


\ leader since 1908, this material will not 
dry out, crack or chip when _ properly 
applied. Stops fuel losses and helps make 
rooms weather tight. Knife and gun 
grades. Also in handy non-refillable metal 
cartridges for gun shown below. 


PECORA 
CARTRIDGE CALKING GUN 





New Streamlined Model 
At a New Low Price 
We created the cartridge type high pres 
sure gun. In this greatly improved form, 
it has no equal for quick, clean and thor- 
ough work. Cartridges contain approxi- 
mately one quart of Pecora Calking Com- 
pound 


With 3 Nozzles and $ .50 

4 Filled Cartridges = 
Shipped Bapress Collect for 

Terms: 2% dise. net cash with order. To ap 


proved credits 2% 10 days, 30 days net F_O.B 


ROOFING CEMENT 
Plugs holes and makes perfect joint over 
any material. 


ASBESTOS FURNACE CEMENT 
Iron will melt where this Cement will 
stand.”’ 


CASEMENT PUTTY 


For metal casements. Will not crack or 


fall out. 
METAL SASH PUTTY 
Works freely and will not wrinkle, sag or 


form oil pockets. 


STOVE & BOILER PUTTY 
Smooth and easy working. Will not harden 
until burned 
PERFECT PATCHING PLASTER 
True white color for plaster walls, stucco, 
new or broken tile. 


WRITE 
FOR 
BOOKLETS 





Pecora Paint Company. Ine. 
Member of Producers’ Council, Ine. 
Lawrence & Venango Sis., Phila., Pa. 
Established 1862 by Smith Bowen 
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Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 
group of firms. 


panies. Paperboard prices in vati- 
ous markets have advanced $2.50 to 
$5.00 and in New York up to $7.50 
per ton. Rosin-sized and decorated 
building papers, high and _ scarce 
during the acute fall months of 1939, 
are again on the rise. 


* e & 


Snow shoes The Tubbs 
Works. American Fork & Hoe Co.. 
Geneva, Ohio, put out on April 10, 
opening 1940 season prices on 
True Temper Tubbs and Sebago 
snow shoes. The company states 
that there are a few price changes 
from last season, with the general 
average lower, because of economies 
resulting from larger production. 


* * * 


Paint sales—Despite a slow 
start to the paint season this year, 
dollar sales of the National Lead 
Co., St. Louis, Mo., in the first quar- 
ter were 13 per cent ahead of last 
year, and tonnage sales were 7 per 
cent ahead. 

* * + 

Florence Stove Co. sales- 
Last year’s sales by Florence Stove 
Co., Gardner, Mass., totaled $11.- 
924,647, as compared with $9,879.- 
119 for the previous year, an in- 
crease of approximately 21 per cent. 

se # 


Alarm clocks, silverware 
Dealers are expecting the usual im- 
petus in demand for alarm clocks, 
as the daylight savings period is at 
hand in 16 states, including several 
of the leading industrial states. 
Alert jobbers have been checking 


stocks and urging sales all during 
April, to prepare their customers for 
this extra business. Stocks are also 
being primed on silver-plated and 
sterling wares, looking toward the 
demand for May “showers” and 
June weddings. 
*% * * 


General Electric Co. sales- 
General Electric Co., Schenectady, 
N. Y., has announced that sales 
billed during the first quarter of 
1940 amounted to $85,949,194, com- 
pared with $68,537,269 during the 
same quarter last year, an increase 
of 25 per cent, President Charles 
E. Wilson announced to the stock- 
holders of the company at their re- 
cent annual meeting. Orders re- 
ceived during the first quarter of 
1940 amounted to $97,490,047, com- 
pared with $86,882,953 for the same 
quarter of 1939, an increase of 12 
per cent. 

x * *% 


Lawn mowers—One line 
which seems to have been helped by 
the wet spring is lawn mowers, 
which are up to normal volume, to 
this date, in most sections. Jobbers 
report a rising interest in the higher 
priced machines, and in power 


mowers. 
ee 


Westinghouse sales — Orders 
booked by Westinghouse Electric 
& Mfg. Co., E. Pittsburgh, Pa., dur- 
ing the first three months of 1940, 
according to George H. Bucher, 
president of the company, were 
more than 30 per cent higher than 
during the same period last year- 
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a total of $65,250,000 for the first 
quarter of 1940 as compared with 
$50,121,000 for the same quarter in 
1939. The company’s backlog of 
unfilled orders was approximately 
$83,000,000 on March 31, a peak 


figure in the company’s history. 
* * & 


Building contracts Con- 
struction contracts during March in 
the 37 states east of the Rocky 
Mountains were valued at $272,- 
178,000, an increase of 35.7 per 
cent over February. according to 


F. W. Dodge Corp., New York City. 
Compared, however, with March, 
1939, the month’s contracts were 
about 914 per cent lower in total val- 
uation. Private construction awards 
during March were 2% per cent 
greater than for March, 1939. While 
the residential building total for the 
first quarter of 1940 ran about $10,- 
000,000 behind a year ago, this 
year’s first quarter was ahead by 
2646 new family units. That the 
prolonged severity of the winter af- 
fected the first quarter results is 
certain. 








By ROBERT PILGRIM 


Copyright 1940 by Hardware Aye 











—— = 
tHe CRANK, ~ \eq 
THE HORSE- ” 


COLLAR, r 
+HE WHEELBARROW, °' = 
AND THE HORSE-SHOE, 








ALL OF WHICH SPED CIVILIZATION GREATLY BY 
CUTTING DOWN MANPOWER NEEDED FOR NECESSARY 
JOBS—WERE INVENTED DURING THE SO-CALLED DARK AGES 
SUPPOSED TO BE A TIME OF REVERSION TO BARBARISM. 





WALKING BLYTHELY BETWEEN 
TWO LABORERS PROVED 
INJURIOUS TO A MAN IN 
MARYSVILLE, CALIFORNIA, 
RECENTLY... THEY WERE 

CARRYING A SHEET OF 


PLATE GLASS! 















THE ANCIENT ROMANS HAD 
"*FIRELESS COOKERS... 


THE “AUTHEPSA” WAS A SAUCEPAN WITH A 


DOUBLE BOTTOM, SO ARRANGED THAT CONTENTS 
COOKED ALMOST WITHOUT FIRE —A FEW EMBERS 


IN THE BOTTOM DID THE TRICK. 






-UPON DRYING A POWDERY FILM OF CASEIN WAS 


ESTMINSTER 
WEST BBEY 
WAS PAINTED A FEW YEARS AGO WITH 

SKIM MILK— 


AS A MEANS OF PRESERVING 
THE HISTORIC LONDON BUILDING. 
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NATIONALLY ADVERTISED 


CYANOGAS 


ANT KILLER 


WILL BRING YOU 


MORE PROFITS 
From Your Seed and Garden Trade 


iN HANDY SPOUT 
CANS — These 
smart looking, 
handy 4-ounce 
spout cans ap- 
peal to your customers, attract 
the eye, invite them to buy. 


Ws DIFFERENT—CYANOGAS ANT 
KILLER is a gas-producing 
F powder— 
not a bait— 
kills ants 
right in 





































their nests. 









IT’S NATIONALLY ADVERTISED— in 
five national home and garden 
magazines—telling and selling 
millions of home gardeners on 
the advantages of CYANOGAS. 










IT’S EASY TO SELL— 
Self-selling display 
cartons will remind 








your customers to 
buy CYANOGAS 
—it virtually sells 
itself. 













AND IT’S PROFITABLE—A carton of 
a dozen cans at $2.40 brings you 
$3.60 at retail—a 
net profit to you of 
$1.20 on a carton. 


TO GET YOUR SHARE OF THIS BUSINESS 
Order a dozen cans today from 
your wholesaler. Set up the dis- 
play carton on your garden coun- 












Qos - SS 

















ter and watch the sales come in. 






AMERICAN CYANAMID & CHEMICAL CORPORATION 
Insecticide Department 

30-C Rockefeller Plaza, New York, N. Y. 

Kansas City, Mo. Azusa, Cal. 




























Bassick 


CASTERS 








YOU ARE 
MISSING AN 
OPPORTUNITY 
TO SELL MORE 
CASTERS... 


..- give greater satisfaction 
to your customers...and 
make more profit for your 
store. 

Write for the new booklet, 
“How To Sell Casters.” You 
will find it an interesting 
story! 





THE BASSICK COMPANY 


Bridgeport Connecticut 
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H. B. Wilson’s Address 


(Continued from page 62) 


quent testimony to the enduring 
value of membership in our or- 
ganization. 

It is particularly pleasing to 
recall that the first regularly or- 
ganized formal convention of the 
American Hardware Manufac- 
turers Association was held 
jointly with the Southern Asso- 
ciation at Marlborough House, 
Atlantic City, from June 17 to 
20, 1902. The then officers of 
the Southern Hardware Jobbers 
Association were: President, 
J. D. Moore, Moore & Handley 
Hdwe. Co., Birmingham, Ala.; 
first vice-president, F. A. Heit- 
mann, F. W. Heitmann & Co., 
Houston, Tex.; second vice-presi- 
dent, Bruce Keener, C. M. Mc- 
Clung & Co., Knoxville, Tenn., 
and secretary-treasurer, C. B. 
Carter, Knoxville, Tenn. 

Executive committee members 
were: W. M. Crumley, Beck & 
Gregg Hardware Co., Atlanta, 
Ga.; B. F. Eshleman, Stauffer, 
Eshleman & Co., New Orleans, 
La.; O. B. Barker, Barker-Jen- 
nings Hardware Co., Lynchburg, 
Va., and Chas. H. Ireland, Odell 
Hardware Co., Greensboro, N. C. 

Advisory board members 
(composed of  ex-presidents), 
were W. E. Newill, King Hard- 
ware Co., Atlanta, Ga.; G. W. 
Barnett, G. W. Barnett Hard- 
ware Co., Montgomery, Ala.; 
J. J. Mandlebaum, Fones Bros. 
Hardware Co., Little Rock, Ark., 


and O. B. Barker, Barker-Jen- 
nings Hardware Co., Lynchburg, 
Va. 

Separate programs were issued 
at that Atlantic City gathering, 
but unfortunately the copy of 
the Southern program is missing 
from our records. To indicate 
what problems were then upper- 
most in the thought of the in- 
dustry I will enumerate a few 
of the subjects discussed: The 
Probable Effects of Mercantile 
Consolidations, by W. M. Pratt, 
Goodell-Pratt Co., Greenfield, 
Mass.; The Future Outlook for 
Business, by Frank Dickerson, 
American Tin Plate Co., New 
York City; Contracts—Are They 
Mutually Binding as Now Inter- 
preted? by F. S. Kretsinger, Iowa 
Farming Tool Co., Ft. Madison, 
Ia., and Special Brands—What 
Can be Done to Eradicate Them? 
by C. S. Van Wagoner, The Van 
Wagoner Co., Cleveland, Ohio. 

In the course of this 1902 con- 
vention, the Southern Hardware 
Jobbers Association formally and 
cordially recognized the Amer- 
ican Hardware Manufacturers 
Association by the unanimous 
adoption of the following resolu- 
tion: 

“Resolved, That it has given 
us especial pleasure to note the 
presence of so many of the lead- 
ing hardware manufacturers and 
their representatives. We are 
gratified to know that since our 





A.H.M.A. EXECUTIVE COMMITTEE 





HERBERT P.LADDS RUDOLPHS.RAUCH FRED M. EVERETT 
National Screw & Mfg. North Bros., Mfg. Co., Columbian Rope Co. 


Co., Cleveland, Ohio 


Phila., Pa. 


Auburn, N. Y. 
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last meeting they have borne tes- 
timony to the value of trade as- 
sociations by effecting an organi- 
zation among themselves, and 
since they have so frequently 
given us evidence of their friend- 
ship, we may hope for continued 
good will and cooperation and 
increased members on account of 





CHAS. F. ROCKWELL 
Secretary-Treasurer, A.H.M.A. 


their organization. We are glad 
to know they have decided as an 
organization, to meet with us 
each year.” 

In advance of this Atlantic 
City convention, Secretary Car- 
ter, of the Southern Association, 
advised the membership of an 
innovation: 


An Innovation 


“The plan is to give each dele- 
gate and visitor a number, and 
from these numbers prepare an 
index, copies of which will be 
printed and distributed to all in 
attendance at the convention; 
the object of this, that there may 
be no occasion for any one in 
attendance at the meeting being 
unacquainted with the name, ad- 
dress and occupation of any one 
present. To accomplish this re- 
sult, special button badges will 
be prepared, numbered consecu- 
tively from one to five hundred 
—the indexes, of course, to be 
similarly numbered. These but- 
tons will be forwarded to the 
delegates and visitors in advance 
of the meeting, and they will be 
expected to wear the button from 
the time they leave home until 
the convention adjourns, the ob- 
ject of this being that strangers 
traveling together to the conven- 
tion may make themselves known 


to each other, in order that the 
trip may prove pleasant by reason 
of the friendship which would 
naturally be formed by reason 
of this knowledge. 

“Kindly, therefore, advise us 
at the earliest moment possible 
the name of the person or per- 
sons who will represent you at 
our convention, in order that we 
can forward numerical buttons 
and incorporate the name or 
names in the index pamphlet.” 

Today it would be difficult to 
picture the world without electric 
power and light, pneumatic tires, 
telephones, automobiles, movies, 
wireless, radio, aeroplanes or 
subways. Perhaps we might be 
willing to dispense with or regu- 
late certain applications of some 
of these great industries and 
their products, but all will give 
them honor for their contribu- 
tion to the advance of our stand- 
ard of living. With our recogni- 
tion let us couple our regret that 
on the other side of the scale 
must be weighed the unfortunate 
application for war purposes 
with its consequent ruthless de- 
struction of human life and hu- 
man property, that so many of 
these inventions have undergone. 


The Last 50 Years 


Perhaps we can summarize in 
a general way the various phases 
of the last 50 years we have been 
considering by dividing them up 
into three “ages.” 1. The Age 
of Invention; 2. The Age of Pro- 
duction, and 3. The Age of Dis- 
tribution. All three are still 
projecting themselves into the 
present, but many think we could 
well put the brakes on numbers 
one and two. Number three con- 
cerns us of the production group 
vitally. Without distribution we 
could not function. Fortunately, 
we can have complete confidence 
that the number three (or dis- 
tribution group) is on the job. 
With our Southern distribution 
in the hands of our friends, the 
Southern Hardware Jobbers, we 
need have no anxiety. They will 
carry on even another 50 years. 
We assure them of our coopera- 
tion. 

Lastly, I want to acknowledge 
the assistance of our genial sec- 
retary, Charles F. Rockwell, for 
the historical details of our early 
years. His never failing courtesy 
and his efficiency can be most 
properly appreciated by those of 
us whose duties bring us into 
close contact with him. 
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The Utica Alloy Steel Diagonal 
Cutting Plier No. 41 is properly 
__ designed for all around cuttin 
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DROP FORGE «TOOL 


CORPORATION 
UTICA, N.Y. 





TURN OLD PAINT STOCK 
INTO LIQUID ASSETS 
with 
TAMMS PAINT MIXER 

and AGITATOR 


AC, % HP, 110 Volt 
MOTOR $7.95 


I ILE EE OTE. 
@ Boost paint sales--turn old paint stocks into cash 
Assure yourself that every customer is a_ satisfied 
one! New mixer han‘les all size cans, pints to gal 
Tons GUARANTEED against defects in material 
and workmanship for one year! 
introducing! 


TAMMS FLOOR DYE 
AND SELF-POLISHING WAX 


Waterproofs, dGustproofs and beautifies cement Moors 
Entirely different from enamel paint Penetrates 
into pores—will not flake, chip or wear off. Comes 
in 6 attractive colors. For extra protection use 
Tamms Self-Polishing WAX. Comes same colors as 
DYE, also in clear solution for use on linoleum and 
wood floors. SAMPLE FREE! 


TAMMS SILICA CO. 


228 N. LASALLE ST 
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the industrialists were not the 
sources of all evil; that in some 
unexplainable way we were all 
sinners the world over. 

The spread of these two ideas 
supports a further certainty, 
namely, that the future will 
surely see an increasing convic- 
tion that many important objec- 
tives and ideals are common to 
both management and employ- 
ees; that mutual benefit will 
come from hanging together 
rather than falling apart. Top 
management already is vastly 
more awake to these realities 
than even a year ago and the 
end is not yet. 

Last, in this grouping, I 
should point out the striking re- 
sistance of the American work- 
man to any allegiancies based 
on class distinctions. Innocula- 
tions have been attempted but 
they do not take. No authority 
will ever prohibit the common 
tendency of management and 
employees to call each other by 
their first names—first names 
which they may have learned 
when in public school together. 

Here also lives a future cer- 
tainty. It is that our American 
system of free education will 
continue to provide a basis for 
mutual understanding amongst 
our people which is the surest 
protection against the growth of 
class antagonism that this coun- 
try possesses. 

And what necessities follow? 
Business again may _ properly 
take the initiative in that most 
difficult of tasks, that of under- 
standing a large number of em- 
ployees. A new technique of 
measuring attitudes is rapidly 
formulating and it behooves us 
all to put it to use. We shall 
find our employees increasingly 
ready to collaborate with us, in- 
creasingly aware of our common 
outlook. Beneath all, we shall 
find them brothers, not only 
under the skin, but under the 
skull. 

When we turn to business in 
relation to its domestic market, 
we find an unusual series of de- 
velopments resulting from the 
pressures of the recent hard 
vears which all of us recall only 
too vividly. 

We have always been an in- 
ventive people but with neces- 
sity to prod us, we have, during 


the past decade, literally outdone 
ourselves. 

During this period we have 
created a new generation of ma- 
terials and they in turn are be- 
getting many offspring at an 
astounding rate. At the same 
time extraordinary advance has 
been made in the processing of 
natural materials whereby their 
virtues have been strongly en- 
hanced and their usefulness 
magnified. Our literature is 
filled with the news of these de- 
velopments and new mysteries 
of texture and substance in- 
creasingly surround us as our 
industrial technology progresses. 


New Products Stimulated 


And these materials have in 
turn stimulated a new genera- 
tion of products. Many of these 
have resulted not only from 
technical research and develop- 
ment, but from exhaustive mar- 
ket study and consumer analy- 
sis. To our genius for invention, 
we have coupled our talent for 
organization and in an increas- 
ing number of establishments 
there is developing a new func- 
tion; that of new product con- 
trol, in which the creative idea 
is routed and scheduled to its 
final place of influence in regu- 
lar factory production, with the 
same precision that raw mate- 
rial enjoys in its transformation 
into finished product. 

And these materials and prod- 
ucts have been accompanied by 
a new generation of buyers. 
Millions of young people for 
whom the depression was but a 
normal experience, have come 
into our markets as prospective 
purchasers. Discriminating, ob- 
jective, free from tradition, in- 
formed and expectant of con- 
stant improvement in the wares 
offered them, these forward- 
looking customers are demand- 
ing equally new techniques of 
merchandising if their patron- 
age is to be assured. 

It was a citizen of ancient 
Rome who said, “In endings are 
beginnings found.” And it is 
upon this basis of truth that my 
next certainties rest. You may 
depend upon it that this mar- 
riage of inventiveness and or- 
ganization which has appeared 
in American industry, is one 
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PERMANENT SPARKLING APPEARANCE! 


McKINNEY CHROME-PLATED HARDWARE 


PERMANENCE ... an important word to 
Every home owner wants permanence CHROME HARDWARE . 
built right into the house to keep main- * / J 
ing fixtures are chrome-plated over brass. 
Hardware that matches offers the same 
in bathroom and kitchen. 
McKinney Chrome-Plated Hardware, 
costly replacement. 
Sell McKinney Chrome- Plated Hard- onal 


builder and prospect alike. , MODER 
tenance down. Bath and kitchen plumb- 
protection against moisture and steam Z 
eliminates bothersome polishing and 
ware for extra profit and extra satisfaction 
McKinngy Manatees 











to Home Owners. | 


McKINNEY MANUFACTURING COMPANY ° PITTSBURGH, PA. “—S 
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ACTION 
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DIRECTION 
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FRICTION- 
LESS ay CME” Ball Bearing Casters are modern, streamlined 
e casters which roll along on ball bearings on floors, 
rugs or carpets. A demonstration quickly sells a set of 
—” “ACMES” and one set sells another. Just roll an “ACME” 


PROFITABLE 


CONSTRUC- 


EVERY HOME 


ROLL IN ANY 


MODERN CASTERS FOR MODERN HOMES 


on the counter and a sale is made. 





Increase your caster business and profits 


with “ACME” Ball Bearing Casters. 


THE ScHAtTz MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 
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HAND DRILL 
IS POPULAR 
PROFIT ITEM 


Watch your sales go up 
when you sell the UTILITY 
Hand Drill. Why?  Be- 
cause it’s made better .. . 
gives your customers extra 
value . . . gives you extra 
profits. 


Length 934”, gear 
24". Spring 
chuck, chuck ca- 


ur 


pacity to A”. 
Packed 1 doz. to 
box, 12 boxes to 
carton 

Ask about our complete 
line of Popular Priced 
Household Tools; Ratchet 
Serew Drivers, Hack & 
Coping Saws, Hand 
Drills, Pocket Serew 
Driver Sets and Carded 
Serew Drivers. 




















UTILITY 
HARDWARE CORP. 
315-323 Berry St., Brooklyn, N. ¥. 








A Detachable Handle 
Solid Steel Rod} * 
To Retail For 


$7.00 


Formed steel offset detachable 
handle—knurled wood grips— 
and a fine quality high-carbon, 
oil-tempered steel blade with 
agatine guide and tip-top. One 
of the best selling numbers of 
the season. Order a sample to- 
day—get in on this NEW busi- 


ness. 





IFEMOX, fede h 


Niegera Falls, WN. Y. 





4002 Highland Ave., 
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that will be permanent and 
fruitful. And you may be 
equally sure that the scientific 
method and spirit will likewise 
show itself increasingly in the 
areas of merchandising. Like- 
wise the purchaser of tomorrow 
while properly sensitive to at- 
tractiveness and similar subjec- 
tive appeals will be increasingly 
fitted to measure and judge of 
the soberer virtues of utility, 
durability and dependability. 
“Buymanship” is a word newly 
coined but we shall hear more 
of it in the future. 

Here lies sharp necessity be- 
fore us all. A new and formid- 
able hazard faces us; the men- 
ace of obsolescence. How are we 
to find the golden mean between 
a deadly conservatism and a 
profligate acceptance of the new 
and impractical? Yet find it we 
must. I have one suggestion. If 
we will remember that industry 
and trade are here to stay—that 
when we withdraw we only step 
aside for another, we will be 
alert to welcome the new, to test 
it, to give it range so that in 
endings, beginnings shall be 
formed. We must learn to ride 
upon change so that it may not 
engulf us. 

History reveals that extended 
periods of difficulty affecting the 
economic life of a people ulti- 
mately result in a rise in the 
status of the lower-income 
groups. Long wars, a sweeping 
pestilence or a protracted de- 
pression usually bring better 
days to the common folk who 


have managed to endure such 
hardships. 

Present conditions are no ex- 
ception. Standards of living for 
the lower-income groups will 
show greater advance than in 
other levels. It seems certain 
that the American family in less 
fortunate circumstances will be 
the object of more than average 
attention in the years to come. 

Again, with the slowing down 
of our population growth rate, 
arguments may be mustered to 
prove that the sale of capital 
goods whose market is a func- 
tion of national growth, will les- 
sen in relation to the sale of 
consumer goods. Be this as it 
may, we may be sure that the 
consuming public will grow in 
importance and exert increasing 
influence upon our current busi- 
ness policies. 


Public Good-Will 


With the rapid changes that 
confront us, with the low inter- 
national visibility, and the in- 
evitable problems which these 
conditions bring, we may be sure 
that the importance and neces- 
sity of public good-will will con- 
tinue to increase. Come weal, 
come woe, industry will prosper 
or suffer as a whole. If business 
has the friendship and support 
of the people in its communities, 
it is far better in position to de- 
velop flexibility; to give to the 
storm than when uninformed 
public opinion opposes its effort 
to trim its sails in meeting the 
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Samson Spot Sash Cord 
Phoenix Sash Cord 
Whale Clothes Line 
Samson Mason's Line 


price. ite for Catalog. 





Our braided cords include: 


and a wide variety of other braided cords 
poo all requirements for quality and 
r 











The sure sellers are the “backbone” of hardware store busi- 
ness — they come in and go out with such clock-like regu- 
larity, with such little commotion and attention that they 
become taken-for-granted merchandise. Unfortunately in too 
many cases “Sure Seller” means “Sure Cellar” in the sense of 
dark back store shelves or under counter bins. Samson 
Braided Cords are typical Sure Sellers—known and accepted 
as value without question and without sales arguments. Give 
them a little sun light and sales light — counter display, 
window display, sales support — they respond in easily in- 
creased sales because they are Sure Sellers to you — sure 
satisfaction to your customers. 


SAMSON CORDAGE WORKS Boston, Mass. 











STALL UN IVERSAL PAINT MIXER 












Patent Agelied For 


( HORST UNIVERSAL SALES CO. 


F.O.B. Detroit 


$ 50 Approved by 
, Leading Paint Manufacturers 


Fl -@ 


Sell Paint Well Mixed. 


Keep More Business 
Coming Your Way. 


» 
ASK YOUR JOBBER 
Or Paint Manufacturer 
Write For Literature Today 


13630 Elmira Ave., 
Detroit, Michigan e 





MAY 2, 1940 





141 



















Adjustable Dies 
and Stocks 














Cut faster — Cut smoother 
threads — Hold their edges 


ARMSTRONG BROS adjust 






able dies cut easier, cut faster, 
for chasers have clearance from 
cutting points, do not ‘“‘drag”’ 
Threads have a lathe - cut 
smoothness and dies come off pip without 
tearing or jamming ARMSTRONG BROS. 
dies hold their sharpness, for they are made 
of special Vanadium ‘Tool Steel, hardened, 
oil tempered and tested. They fit all stand 
ard stocks 
ARMSTRONG BROS. stocks are accurately 
machined inside and out anlies are of 
Certified Malleable fron; have no sharp an 
gles or ridges tit comfortably in the hand 
Accurate tool balance gives them handi 
ness 

Armstrong Bros. stocks are cad 

mium plated and will take all [{ 





standard make dies 







Write for 
(29 Catalog 







ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
$14 Francisco Ave., Chicago, U.S.A. 
Eastern Warehouse and Sales: 

199 Lafayette St.. New York 


@ Customers all over the world walk into 
hardware and implement stores and ask for 
Alligator Steel Belt Lacing, or they ask for 
“metal belt lacing that can be put on with 
a hammer.” 

For thirty years belt users have been 
doing this and as a result more than 200 
million belts have been laced with Alli- 
gator. This widespread use plus advertis- 
ing in 140 trade and farm papers, has 
brought about this remarkable acceptance 
for Alligator. 

Don’t let this profitable business get 
away from you because you can’t deliver 
when your next belt lacing customer walks 
in or calls up. Check your stock today and 
order from your jobber. 


FLEXIBLE STEEL LACING CO. 
4616 Lexington St., Chicago, Ill. 


a4 


| 


Just a hammer to apply it 


Drives straight. Compression 
grip protects belt ends. 
Smooth on both faces. Em- 
beds in belt. Rocker hinge 
pin. Joint easily separated. 


ALLIGATOR 


STEEL BELT LACING 















blast. Patriotism in America to- 
day has a very practical applica- 
tion. To hold our organization 
together through thick and thin 
is to hold our institutions to- 
gether and these bind us all. 

It may be argued that I have 
presented too optimistic a pic- 
ture. We should remember that 
these forecasts deal with ele- 
ments which only indirectly re- 
late to the rise and fall of the 
curve of business. The certain- 
ties of public insistence upon in- 
ternal goodwill, of closer coor- 
dination of business and govern- 
mental activities, of balanced 
political temper on the part of 
the electorate of a national com- 
monsense based upon well-in- 
formed opinion on international 
matters, of growing unity of 
objective and viewpoint on the 
part of management and employ- 
ees, of our protection against 
class antagonisms, of the inevita- 
ble increase of new product de- 
velopment and the accompany- 
ing spread of buying knowledge 
on the part of the consumer, of 
the rise in fortunes of the com- 
mon people, of the new emphasis 
upon public goodwill, all admit- 
tedly point to a basically better 
day before us. 

May I justify these assertions., 


For several years, and quite 
apart from the fluctuations of 
American business, a flood of 
gold has been pouring into the 
United States. While every stu- 
dent of such problems may have 
an individual explanation of the 
extraordinary happenings which 
have caused to be assembled in 
our country the greatest accu- 
mulation of this precious metal 
in the history of the world, yet 
the underlying reason is plain. 
Others have sent their gold to 
our shores primarily for secu- 
rity. They believe that within 
our borders lies the greatest as- 
surance of a solid future built 
upon law and order, of any 
country in the world. 

And here also necessity beck- 
ons to business. A trust has 
been imposed in us and we may 
not dishonor it. Throughout the 
world the United States stands 
as a nation where modern cul- 
ture in its highest form has 
greatest chance of survival. Let 
us by our precept and example, 
maintain those standards of 
business and national conduct 
which will conserve the best in 
our present civilization and 
which will help to make the 
world a better place in which to 
live. 
























COMPACT TOOL DISPLAY 





The Pittsford Hardware store, Pittsford, N. Y., operated by George 
Waterhouse, Sr., display room is but 60 by 20 ft. so all available 
display space must be used to the fullest advantage. A major part 
of the store’s tool stock is displayed in this compact section. Instead 
of a flat display on the ledge the store uses sloping panels on which 
are mounted a variety of carpenters’ and mechanics’ tools. Stock 
is kept under the panels. A shelf just a few inches above the sloping 
panels is used for planes, vises, rules, etc., while bulkier items such 
as saws, are displayed on the wall itself. All merchandise in this 
compact department has its price plainly marked. 
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Fruit Single Single Fruit Single 





All Metal Parts Zinc Plated 


To Prevent Rust 
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The JACKSON LINE 
Has Set the Pace for 65 Years 


From the point of quality, design and price, Jackson 
Superior Products are of the highest order. The com- 
pleteness of the Jackson line of whreelbarrows, concrete 
carts, drag scrapers, mortar mixing boxes, coal and 
coke wagons insures your command of an active prof- 
itable business—for you can meet every need of your 


customers. 


Your distributor can give you complete details and 


prices, so get in touch with him today. Be ready for real 


summer business with Jackson Superior Products—for 
65 years the standard. 


Write for Catalog No. 40H—Illustrated in color. 


JACKSON MANUFACTURING CO. 


HARRISBURG, PA. 
Established 1876 
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Shelby 


BARREL BOLTS 


Top cut shows barrel bolt of 
wrought steel which is avail- 
able in all standard finishes: 
japan, cadmium, bower barf, 
brass, nickel, antique copper, & 
bronze. These bolts can be had 
in 244”, 3”, 4”, & 6” sizes. 
Pictured below is a barrel bolt 
of extra heavy wrought steel. 
This type can be had in 4” and 
6” sizes in any standard finish. 
Note that these bolts are fur- 
nished with universal strikes if 
so specified by customer. 


SHELBY SPRING HINGE CO. 
Main Office & Factory 
SHELBY, OHIO 



























THEIR REPUTATION 


Builds Sales For You 


For 114 years the name 
COLLINS on an axe has been 


the “buy sign’ for men who 
know axes. The thousands of 
Collins Axes now on the job are 


active salesmen for new ones in 


your store. 


Up-to-date systems of tem MICHIGAN 
SINGLE BIT 
pering and heat treating, and 
critical inspections at every 


stage of manufacture, assure 
maintenance of the reputation 
“They Cut Longer Between 
Sharpenings” In balance, 
temper, steel, straight-eye, 
Collins Axes are first and 
that means first in profitable DAYTON 
sales through hardware stores 
too! 

Order from your jobber. If 


he can’t supply you, write us 






a 


The Collins Company, Collins 


ville, Conn. 


A complete line 
ef axes, mat- 
tocks, small 
axes, hatchets, 


bush hooks. DAYTON SINGLE 
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the same time buying all those 
things needed in every day life 
on a tariff protected market. 

(5) Competition with other 
materials, particularly paper, 
wood, jute, etc. 

(6) The development of syn- 
thetic cellulose. 

In this connection, let me call 
your attention to the fact that 
cotton is produced exclusively for 
commerce. Little, if any, is used 
on the farm by the producer. 
Originally a small quantity of 
cotton was consumed on the farm 
through use of old spinning 
wheels, now obsolete. Originally 
all cotton produced, except that 
spun on the farm, was exported. 
American cotton was exported to 
Europe before there was a single 
spinning mill in the United 
States of America. Through a 
period of 100 years, and particu- 
larly during the period from 
1865 to 1920, the cotton farmer 
found a market abroad for a very 
large part of his total! produc- 
tion. Unfortunately the economy 
of the entire cotton belt was de- 
veloped and builded upon the 
theory that there were unlimited 
markets in Europe and in the 
Orient for American cotton, that 
our enormous buying power 
would permit us to import goods, 
wares and merchandise in suffi- 
cient quantities to enable nations 
of the world to buy almost un- 
limited quantities of our cotton. 


A Creditor Nation 


We were, prior to the close of 
the World War, a debtor nation. 
It required the export of millions 
of bales of cotton to service, as 
to principal and interest, foreign 
held American securities. Then 
came the World War. Interna- 
tional relations were reversed. 
We emerged from the World War 
a creditor nation. During the 
war, we had sold, in effect on 
credit, hundreds of millions of 
dollars of raw and manufactured 
material and equipment to our 
foreign partners and allies, who 
were fighting what we were 
pleased to call a war to make the 
world safe for Democracy. We 
were selling cotton at 40 and 50 
cents per pound, wheat, corn and 
other agricultural commodities at 
the same relatively high price. 
We were selling, in effect, on 
credit. 

When the war ceased we ad- 
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vanced European nations billions 
of dollars to be used for the pur- 
pose of supplies at abnormal 
prices for rehabilitation. We 
realized that our debtors could 
only discharge their obligations 
to us by selling to us their goods, 
wares and merchandise. Being 
fearful that this would result in 
a “dumping” on American mar- 
kets of vast quantities of manu- 
factures produced abroad below 
American cost of production, our 
Congress, unfortunately, began 
the enactment of a series of laws 
intended to restrict, restrain and 
stifle international trade. These 
laws culminated in the Johnson 
Act, forbidding an extension of 
credit to so-called debtor nations, 
and the Smoot-Hawley Tariff 
Act. Foreign nations retaliated. 
Our exports began to dwindle. 
The shrinkage of exports struck 
first and most seriously the cot- 
ton belt. We lost entirely foreign 
markets for cottonseed oil and 
cottonseed meal; we lost foreign 
markets for rice; we lost foreign 
markets for muskrat furs, upon 
which thousands in Louisiana 
were dependent; we saw cotton 
exports decline from a total of 
8,754,000 bales from the crop of 
1931, the first year of the Haw- 
ley-Smoot Tariff Act, to 3,353,- 
000 bales from the crop of 1938, 
a decline of almost 5,500,000 
bales. We have complained, and 
are complaining, of inroads on 
cotton made by competing mate- 
rials. This competition has no 
doubt prevented normal expan- 
sion of domestic consumption, 
but this competition is, in itself, 
not the cause of the unfortunate 
plight in which the industry finds 
itself. It is the loss of foreign 
consumption of American cotton 
that is hurting. 


Governmental Activities 


Realizing the desperate plight 
of the American cotton farmer, 
recognizing the necessity for im- 
proving his economic condition 
if prosperity is to be restored in 
the United States of America, 
the government attacked the 
problem from one angle. It un- 
dertook, beginning with the crop 
of 1933, to bring production into 
balance with consumption by 
controlling the acreage har- 
vested, for the purpose of reduc- 
ing production. For seven con- 
secutive crop years, the control 
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ACID & ROSIN CORE 
SOLDER 


You'll make more customers 
with SURE-FLUX because it’s 
a quality* solder. You'll make 
more money too because it 
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gn Order No. 160-B.C. Vaughan’s Improved CAN OPENER 

on COMBINATION ... BOTTLE OPENER... CORK SCREW 
... AND A NEW OPENER FOR ALL CANNED LIQUIDS! 
The only complete Can Opener Combination on the market, 
at a popular price. Packed on individual display cards. One 
dozen to the box. A fine seller. Send for prices. 

‘ht 

<n Vaughan's 

m- SAFETY ROLL JR. 

on 

CAN OPENER 

a No. 170-W. The only can opener 

we that cuts the top out of 

° SQUARE, round, or oval cans 

n- and leaves a safety rolled edge. 

op Best seller. More than fifty mil- 

to lion sold. Individually packed on 

Dy three-color display card. Two 

> dozen to the box. Order now. 

» VAUGHAN NOVELTY MFG. CO. INC. 

a 3211-25 CARROLL AVE. CHICAGO, ILL. 
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SPRING HINCES 


ARE THE BEST 


Replenish Your Stock with 
| BOMMER 


They are in universal demand—are quickest 
to sell—easiest to apply and the most satisfac- 
tory spring hinge made. 











Type O 


| Supplied with Button Tips when specified | 


Chicago Sales Office: No. 180 N. Wacker Drive 





| | Bommer Spring Hinge Co., Brooklyn, N.Y. 
it 


110 You Retailers not yer handing 
fc boncttes J 















amazin 
guarantee 6 





| PRUT an Ebonettes self-seller display on your 
counter and you'll be surprised how quickly 
they sell out. Your women customers are look- 
ing for Ebonettes, the only gloves guaranteed 
against damage by oils, dry cleaners, paints, 
| varnish remover and other household liquids, 
(cuts and snags excepted, of course), outlast- 
ing several pair of ordinary gloves. Rapid turn- 


over even at extra-profit prices above the Fair 


| Trade 50f. Backed by 17 million national adver- 
| tisements this spring — don’t miss this money- 
| maker. Order from your Wholesaler — today! 






The Pioneer Rubber Co., Willard, Ohio 








Only 64"'x 8Y4"’ on 
your counter — but 
real profit in your 
cash register. Each 
dozen pair of Ebon- 
ettes comes in this 
attractive self-seller. 





beblor FLUE STOPPERS 


MEAN bigger SALES 


And +3 Gems oe beliee— 


@ Because of outstanding appearance 
— attractive pictures lithographed 
on metal. 


@ Because picture is permanently 
locked to the blank. 


@ Because of the famous Gem folding 

wire fasteners—secured to the blank 
by sockets raised from the metal of 
the blank itself; no assembling oper- 


ations or loose parts involved. 


Ask your Wholesaler for #3 Gems, 
or write us for reference. 


J. L. CLARK MANUFACTURING CO 


ROCKFORD ILLINOIS 











HOUSE NUMBERS 
VISIBLE AT NIGHT 


There's 


PROFIT FOR YOU 


and yea. ‘round sales 






FRAME in 

a CATAPHOTE 
Curb-side 
Reflecting 


POST 
20” House Numbers 
Two Styles—retail at 

$2.00 $3.00 

Your Investment Small 

Your Stock Upkeep Low 


Large reflecting individual numerals, sil- 
ver with white border, visible at 300 feet, 
readable at 150. Frame and post rust- 
resisting heavy steel, enamel finished, not 
subject to salt air or atmospheric damage. 
Wire anchor at bottom makes pilfering 


difficult. 
SEND FOR 
TRADE PRICES AND LITERATURE 


WESTERN CATAPHOTE CORP. 
TOLEDO, OHIO 


= 

















program has been in effect. For 
these seven years the average 
cotton acreage harvested has 
been approximately 27,000,000 
acres, compared with a normal 
acreage, prior to the application 
of the program, of approximately 
40,000,000 acres, an acreage re- 
duction of approximately 13,000,- 
000 acres. To accomplish this, the 
government is expending approx- 
imately $200,000,000 annually by 
way of payments to producers in 
the form of soil conservation and 
cotton price adjustment pay- 
ments. Notwithstanding these 
efforts to balance supply and de- 
mand, the supply has exceeded 
the demand during the seven- 
year period at the rate of an av- 
erage of 637,000 bales annually. 
We went into the period with a 
burdensome surplus of cotton. 
That surplus has increased until 
today there is in stock, most of it 
held by the United States Gov- 
ernment, a sufficient quantity of 
cotton to supply world consump- 
tion at the present rate for one 
full year if we did not produce a 
bale from the 1940 planting, and 
still leave a comfortable carry 
over or inventory of cotton on 
hand. 

You will understand that in re- 
citing these facts, I have no in- 
tention of criticizing or quarrel- 
ing with the government for the 
effort it has made to balance sup- 
ply and demand. Without the so- 
called benefit payments of the 
past seven years, the entire cot- 
ton belt would today be bankrupt. 
Mortgage foreclosures and tax 
sales would have been the order 
of the day, a chaotic condition 
would exist. These payments are 
essential and will continue to be 
essential so long’as the cotton 
farmer is denied the benefit of 
foreign markets through our un- 
sound international trade _ poli- 
cies. The heart of the cotton 
farmer was indeed gladdened 
when the Congress, even though 
by a close vote, continued in ef- 
fect the authority of the execu- 
tive branch of our government 
to negotiate reciprocal trade 
agreements. The cotton farmer 
reposes infinite confidence in the 
sagacity and sincerity of purpose 
of Secretary of State Cordell 
Hull. But more than this is es- 
sential. Educational campaigns 
must be conducted throughout 
the nation to awaken in the 
minds and hearts of the rank and 
file of the American people a con- 
sciousness of the unfairness and 









particularly of the unsoundness 
of our international trade poli- 
cies, with the hope and to the end 
that when the European War is 
ended, the United States of 
America may have an important 
part in the economic conferences 
which must precede any sound 
peace program, and that in such 
econmic conferences a policy of 
give and take, of reciprocity, will 
be adopted, to the end that the 
consumers in America may, with- 
out domestic economic upset, 
have the benefit of foreign mer- 
chandise and, in turn, that Amer- 
ican producers and manufactur- 
ers may have the benefit of for- 
eign markets for their products 
and merchandise. 


National Cotton Council 


The cotton industry is today 
organized in the National Cotton 
Council of America. The Council 
is directly representative of the 
raw cotton industry as a whole. 
The purpose of the Council is to 
increase domestic and foreign 
consumption of American grown 
cotton, cottonseed and the prod- 
ucts thereof. In an effort to do 
this, it is the purpose of the 
Council to attempt a widespread 
educational campaign regarding 
the effect of existing interna- 
tional trade policies. The Council 
will also endeavor by advertising, 
through various media, to in- 
crease domestic consumption of 
cotton. 

The contraction of a cotton 
acreage from a normal of some 
forty odd million acres to a pres- 
ent of approximately 25,000,000 
acres has been accomplished at a 
cost to the government of some 
$200,000,000 a year, without 
serious maladjustment of labor. 
In time it is probable that the 
cotton belt could prosper without 
materially increasing its present 
cotton acreage. To me further 
reduction in acreage is unthink- 
able, and would be fraught with 
labor displacement and social and 
economic disturbance that would 
be chaotic. It would be difficult 
for the government to bring 
about further acreage reduction 
at this time without enormously 
increased expenditures. It is, 
therefore, vitally important that 
every possible effort be made to 
provide markets for the maxi- 
mum production from the pres- 
ent acreage, with the hope that a 
gradual improvement in interna- 
tional trade relations and in- 
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tools ... see price list below. 


of the 


Big Value POWER TOOLS 


The ideal equipment for home crafts- 
men. Excellent tools scientifically de- 
signed and quality built for long service 
and accurate workmanship. 
lower than you would expect for good 
Only part 
Arcade Line is shown here 

. write for free catalog illustrat- 
ing all Bench Tools, Medel Makers 


and Accessories. 





¥ 


ARCADE MFG. CO. 


1201 Shawnee St., Freeport, Ill. 


Order from 
Your Jobber 


RETAIL PRICES 





Dise Sander, 8/2” .... 


Lathe, 8” Swing, 30” be- 
tween centers ....... 
Band Saw, 10” “ 
Bench Saw, 6” blade .... 





Oo 
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Included in the 


w- Each CORY Coffee Brewer is 
HA individually packed with all 
aI accessories needed for oper- 
ation, convenience, smartness. 









COFFEE 


EO win RY prewer 


@ No other glass coffee maker 
matches the CORY in patented and 
exclusive features. 
price are: 

1—Streamline Design—"wide neck” 
2—Beautiful platinum Striping 
3—Usable hinged Decanter Cover 
4—"Safety Stand” Funnel Holder 
5—Easy-grip, never-hot Handle 
6—2-tablespoon Coffee Measure 
7—"Fast-Flo’’Filter (with most models) 
8—CORY Glass Filter ROD (all models) 
9—Formed Pouring Lip (no spatter) 
10—Heat-resisting Glass by CORNING 
11—2-heat Electric units (Hi-Low) 


DELICIOUS 
CORY-BREWED 
COFFEE and TEA 


is untouched by Metal — 


@ its flavor also is protected 
against boiling and too-long brew- 
ing by the efficiency of CORY 
Filters. CORY Growers are beauti- 


fully designed di eyes | 





appeal. 3 sizes os all needs. Big 
profits from small stock. 
Write for Latest Catalog 


GLASS COFFEE. 
BREWER CORP. 


325 North Wells Street 
Chicago, Illinois 


The cost is 


Of rae $3.30 


. 5. 
Drill Press, 15” high ..... 5.30 
Jig Saw, 10” throat ...... 5.30 
Belt Sander, 4”x4” drums 8.00 


i 

' 
Bench Saw, 8” blade 22.50 
ee, aa Oilite Bronze 

{ 











FORGED TOOLS 


SINCE 1854 4eRicurura 


TRACK 

WE CONGRATULATE 
THE SOUTHERN HARDWARE JOBBERS 
ASSOCIATION ON ITS GOLDEN ANNI- 
VERSARY AND 50 YEARS OF OUTSTAND- 
ING SERVICE TO THE HARDWARE TRADE. 


CONSTRUCTION 
MINING 


WARWOOD FORGED TOOLS HAVE LIKE- 
WISE BEEN GIVING CONTINUOUS SATIS- 
FACTORY SERVICE FOR 86 YEARS. 


WARWOOD TOOL COMPANY 


WHEELING 


.. WEST VIRGINIA 











Water Heater Business 


is GOOD BUSINESS 
if you handle 


HOTSTREAM 


Make the most of the highly profit- 
able water heater business by 
handling HOTSTREAM — the line 
that will enable you to meet all 
your customers’ requirements — 
with models for every need, and 
every type of fuel... 


Gas 















_ @ 
Electricity 
2 
Fuel Oil 







7 
Liquefied Gas 
* 





Kerosene 
* 
Gasoline 









Write for the new 
Hotstream Catalog. 





THE HOTSTREAM HEATER COMPANY 


8007 GRAND AVENUE * CLEVELAND, OHIO 







TESa 


THIS FAST SELLER 
IN YOUR STORE 





VGN. 
© 6 cards FREE! 
Write for Yours Today 


@ Here's an opportunity no dealer can 
NATIONALLY afford to pass up a chance to test in 
ADVERTISED your own store, ABSOLUTELY FREE, 





this famous, fast-s lling 10¢ item. People 

Good everywhere demaid Justrite PUSH 
Housekeeping | CLIPS. They sell on sight—all year 
Saturday ‘round—in these four departments of 
Evening Post yourstore: Electrical Appliances, Hard- 
ware, Home Furnishings and Lamps. 

American Home| write us on your store letterhead for 
Better Homes your trial cards—one each of 6 popular 


and Gardens colors—and see for yourself how they'll 
sell, This offer is limited—-ACT TODAY! 


JUSTRITE MANUFACTURING CO. 
2063 Southport Avenue ° Chicago, Wlinois 

















OSLIPKNO Ke 


w/ FRICTION 














SLIPKNOT 
- FRICTION - 


TAPE 


Highest in Quality, 
Competitive in Price— 
Attractively Packaged— 





Sold only through 
reputable wholesalers. 


PLYMOUTH RUBBER COMPANY, Ine. 











| CANTON, MASS. J 
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creased buying power in America 
will permit a gradual expansion 
of acreage until a normal status 
is established. 

As a result of curtailed acre- 
age agriculture in the south has 
undergone a drastic readjust- 
ment, a readjustment which di- 
rectly interests and affects the 
hardware industry. The cotton 
belt is rapidly getting away from 
the one - crop idea. Today 
throughout the cotton belt hun- 
dreds of thousands of acres taken 
out of cotton are planted to oats, 
corn, rye and other food and 
forage crops. The live stock and 
dairy industry is developing. 
Creameries for the manufacture 
of butter are being established. 
Cheese factories are being built 
and operated. Cold storage facil- 
ities are being made available to 
both rural and urban population 
for handling meat and meat 
products. These changes are pro- 
viding markets for all kinds of 
equipment, coming under the 
classification of hardware. The 
Southern Hardware Jobbers are, 
I know, keenly alive to the 
change which is taking place, and 
are taking advantage of the op- 
portunities afforded for distrib- 
uting merchandise. 

Being neither a prophet nor 
the son of a prophet, I hesitate 
to prophesy, but as I read what 
to me appears to be the unmis- 
takable signs of the times, we 
shall see, during the next 10 or 
20 years, a major shift in Amer- 
ican agriculture. We will see the 
states in the cotton belt forging 
ahead of Minnesota and Wiscon- 


sin in the butter and cheese busi- 
ness. We will see farms of the 
south, first, producing food and 
feed for domestic consumption 
by man and beast. Gradually we 
will see food and feed crops pro- 
duced in the cotton belt for the 
markets of the nation in compe- 
tion with similar crops from 
other sections. I am optimistic, 
rather than pessimistic, regard- 
ing the ultimate development of 
the cotton belt. I believe that 
our agriculture will be upon a 
more balanced basis, that we will 
produce in ever increasing quan- 
tities those things which we have 
heretofore bought, and simul- 
taneously with this agricultural 
development, I anticipate an in- 
dustrial development tending to- 
ward a balancing of agriculture 
with industry, increasing gainful 
employment and thereby increas- 
ing consumption of both agricul- 
tural and industrial commodities. 

There will be some suffering, 
some labor pains and growing 
pains attendant upon the birth 
and growth of a new economy. I 
am confident that the cotton belt 
will survive these disorders and 
pains, and will march steadily 
ahead, to an extent that will re- 
move the stigma unjustly placed 
upon the belt by an economic ad- 
visory committee which recently 
referred to the south as the “Na- 
tion’s Economic Problem Number 
One.” In my carefully consid- 
ered judgment the cotton belt to- 
day should be designated the 
“Nation’s Number One Opportu- 
nity” for development and for in- 
creased prosperity. 


Fraud in Sale 


Tow a business man’s enthusi- 
astic sales talk may backfire against 
him in the courts is again demon- 
strated in a recent Texas court deci- 
sion. There the seller of a certain 
piece of equipment told the prospec- 
tive buyer that it was better, more 
convenient, easier to operate and 
would show a better result and 
profit than the equipment the pros- 
pect was already using. The pros- 
pect was convinced and told the 
seller that he was willing to take 
his word for it that the equipment 
was as represented and would rely 
upon the seller’s representations. 
After buying the equipment the 
buyer found that, despite his best 
efforts, it would not operate and 
that actually it cost him a loss of 


supplies. He then brought action 
against the seller. 

Commenting on the allegedly false 
statements made by the seller, the 
Texas court said: “One might well 
infer from the testimony of the 
buyer that the equipment was worse 
than worthless for the purposes for 
which he purchased it, that it was 
not only not a source of profit but 
a cause of serious loss. If the rep- 
resentations were made as alleged, 
they were about matters within the 
peculiar knowledge of the seller, or 
at least the situation was such as 
might well lead the buyer to believe 
that the seller knew the condition of 
the equipment and was capable of 
judging it with the accuracy of an 
expert.” 
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Triplex 

Set 

Screws 
Keep Profits 
from Slipping 





Help your customers speed their assembly 
lines with Triplex Set Screws. They appre- 
ciate your service in supplying screws that 
tighten quickly, and stay set. Time-saving 
and profit-making Triplex Screws are formed 
on fast automatic machines tuned to accurate 
precision; electrically hardened for toughness 
that stands punishment. Sell Triplex to hold 
customers’ costs down. Write today for sam- 
ples and prices. 


THE SCREW 
TRIPLE Xe 
4 AND V SET SCREWS, BOLTS, NUTS AND RIVETS 


5317 Grant Avenue ¢ Cleveland, Ohio * 
Millions sold — used in every industry 











RELIABLE— 
FOR EVERY FIELD AND USE 


Wall Cordage is specially constructed for particular 
uses in a wide er of sizes and types, but only 
one standard... the highest. ~ 


GENERAL HARDWARE 
Pile Driver @ Hoisting @ Hammerfall @ Trans- 
mission @ Drilling Cable @ Bolt Rope @ 
Shovel Rope @ General Contracting @ Struc- 
tural Requirements @ Marine @ Stevedoring @ 
Dredging @ Oil & Water-Well 


WALL ROPE WORKS, INC. 


48 South St. Factory: 
New York, N. Y. Beverly, N. J. 

















Rainbow Display contains 
one-half dozen improved 
Hydraulic Pump Oilers, 
34 pint capacity, 6 inch 
welded steel spouts. Bod- 
ies enameled red, green 
and blue in equal quanti- 
ties. Handles and spouts 
coppered finish. 





No. 32 Oiler Display con- 
tains one dozen No. 32 
Copper Plated Oilers, 1/3 
pint capacity, with 3 inch 
reenforced insert type 
spouts. A handy size oiler 
) made from quality mate- 
| rials. 





Both these displays feature Eagle Oilers of time tested cus- 
tomer appeal. They are built to catch and hold the eye. 
Suitable for use either as window or counter trims. They 
take up less space than the usual display and still compel 
attention. Can be set up quickly without unwrapping or 
rearranging oilers. Take advantage of the extra profits these 
Sales-Maker Displays can bring you. See your jobber or 
write. 


EAGLE MANUFACTURING COMPANY 


“ATTRACT TRADE 





Dept. H. A. 4 WELLSBURG, W. VA. 
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HERES THE BICCEST 
STORE EQUIPMENT 





INCREASE SALES 


Proven results — more 
store activity comes to the 
dealer who modernizes his 
store with Heller Equip- 
ment. 

Dealers are breaking profit records by Heller modernization. It 
is the magnet that draws the crowds. Heller Equipment is not 
expensive. They soon pay for themselves through increased sales. 
You can buy them on deferred payment plan. Ask for Heller’s 
quotation. You'll be amazed at the low prices. Ask for catalog 
No. 40-A. 


W. C. HELLER & COMPANY 


540 Bryant St. 20 Vesey St. 
Montpelier, Ohio New York City 
149 





WHY DOES CONN. VALLEY’S 
(CLARK) EXPANSIVE BIT 
CUT A SMOOTHER HOLE? 


You can point to 
_\ the top of the 
i\ head of the bit, 
where yvour cus 
tomer will see a 
spur .. . then explain how this 
spur cuts a circular groove at 
the bottom of the hole. That is 
why the cutting lip, instead of 
gnawing at the wood, easily lifts 
off a shaving. 
ANOTHER CONN. VALLEY FEATURE 
MAKING GOOD WORK EASIER 









Connecticut Valley Wie. Co. 
Ee Rare og re 


i ll i ll i ln 
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Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes Ie” Editor. He'll be 


glad to serve you. 


HARDWARE AGE 


239 W. 39th St, New York City 

















Tillman Cavert Heads 
Old Guard 


Succeeds E. J]. Newey. A. H. Deveney and Stanley Wood- 
ward elected vice-presidents. Semi-annual dinner held 


during Southern Jobbers’ 


Convention. Six members 


awarded Roll of Honor Pins during convention. 


ILLMAN CAVERT of Cav- 
ert & Lipscomb, Nashville, 
Tenn., was elected president of 
the Old Guard, succeeding Ed. J. 
Newey of Newey Sales Co., New 





TILLMAN CAVERT 


York City. A. H. Deveney, 
manufacturers agent of Atlanta, 
Ga., and Stanley Woodward, 
Continental Roofing Mills, Balti- 
more, Md., were chosen as vice- 
presidents. The election was held 
at the organization’s semi-an- 
nual meeting, in connection with 
the Southern Hardware Jobbers’ 
Association convention at Palm 
Beach, Fla., on Tuesday, April 
9, 1940. 

The new executive committee 
is headed by Geo. F. Smith, 
Nicholson File Co., as chairman. 
Other members are: Larry L. 
Sullivan, Irwin Auger Bit Co.; 
J. Frank Boxwell, Yale & Towne 
Mfg. Co.; R. E. Vance, Bona 
Allen Co., Ine.; H. K. Zust, 
Camillus Cutlery Co., and B. E. 
Strader, Remington Arms Co., 
Inc. 

That evening the Old Guard 
held its semi-annual dinner with 
arrangements as usual well han- 
dled by Geo. H. Harper, National 
Enameling & Stamping Co. R. P. 
Boyd, is secretary-treasurer and 
is also sergeant-at-arms for the 


Southern Hardware Jobbers’ As- 
sociation. 

At the Wednesday joint ses- 
sion of the manufacturers and 
wholesalers A. C. Rankin, presi- 
dent of the S.H.J.A. presented 
Old Guard Roll of Honor Pins to 
Harry J. Peterson, North & Judd 
Mfg. Co., and Ed. J. Newey. 
Hugo Weideman, National Tube 
Co.; John E. Haviland, J. E. 
Haviland Co., and Geo. T. Price, 
American Fork & Hoe Co., were 





A. H. DEVENEY 


also cited for pins which will be 
forwarded to them as they were 
not in attendance. A posthumous 
award was also made to the late 
James Hutchinson, Stanley 
Works, whose pin will be for- 
warded to his family. 





Corn Husking 


Corn husking contests are staged 
in many localities in numerous 
states, and they always focus at- 
tention on the importance of corn 
and other grains. They also at- 
tract thousands of visitors, who 
bring extra business to town. One 
of the most successful contests of 
this kind is the annual Clark 
County Corn Husking Contest in 
South Dakota, which is said to 
help business men tremendously. 
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SELL SAVOUL 


Modern Savoil burners give gas range 
performance PLUS kerosene oil econ- 
omy. 50 modern Savoil designs to 
choose from—write for new catalog. 





UNITED STOVE CoO., Ypsilanti, 


Mich. 





JUST ONE PRODUCT 





But... 
» SO MANY, 
USES! 


More Uses that Mean More Profit for You 


There are no dead seasons for “Black Leaf 40.” Dur- 
ing every month of the year at least a part of its 
millions of regular users are buying “Black Leaf 40” 


for one or more of its many uses. 


package with the familiar “Black 
Leaf” because they know it stands 
for maximum effectiveness in con- 
trolling many insects that attack 
flowers and vegetables, poultry, 
livestock and fruit trees. 


Display “Black Leaf 40” constantly 
and you’ll cash in on the great 
1940 national advertising cam- 
paign carried in more than 4,000 
magazines and newspapers. If you 
need fresh display material, call 
your jobber or write direct to us. 


They ask for the 





TOBACCO BY-PRODUCTS & CHEMICAL CORP. 
INCORPORATED - LOUISVILLE, KENTUCKY 








MAY 2, 1940 


| 








The New Sreamline 
“Triplex” Spring Butt-Hinge 


Modern Architecture requires 
Spring Hinges of suitable de- 
sign and proven quality. 


Streamlined ‘‘Triplex’’ double 
and single acting spring butt- 
hinges may now be ordered 
with button tip ornamentations 
in keeping with the most mod- 
ern designs in builders’ hard- 
ware. They are as modern as 





Type BUT2001 


the newest .streamline train or 
the latest flagship of the transcontinental air fleets. 


Spring Hinges of Quality 


~«(CHICAGO)— 
SPRING HINGES 


LOOK FOR THE TRADE MARK 








Chicago Spring Hinge Company, 


CHICAGO NEW YORK 
U.S.A. 















* EARNS MONEY While you 
take care of regular trade 4 


There's a reason why more 
Hilger Sanders are sold for 
rental service than any other. 
“Handy Sandy" is built to 
stand the gaff of years in rent- 
al service, extremely "scotch" 
in upkeep. Almost as easy to 
operate as a household vacuum 
cleaner. Quick change attach- 
ments convert sander to steel 
wool buffer or wax polisher. 
Thousands in use paid for by 
rentals and earning weekly 
net profits. Brings customers 
to your store who buy mate- CA / 
rials they might otherwise buy g 
elsewhere. Hilger advertising helps give 

you a running start. Liberal trade-in $4 2 5.00 
allowance. Monthly payments. Write for a 
circular P-590. F.O. B. FACTORY 


The HILGER COMPANY 


703-33rd Avenue — St. Cloud, Minn. 
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WIZARD 
Turnbuckles 
are made in 
six popular 


sizes from 
5/32” to %” 
inclusive, to 


retail at §$.10 
to $.35 each. 

They are 
made with 
malleable tron 
bodies to give 
maximum 
strength and 
are regularly 
packed 1 dozen 
to the box. 

The No. 400 
Display As- 
sortment, il- 
lustrated, in 
eludes 52 
Turnbuckles 
in two types 
and all 6 
sizes 

The panel 
se ££ ie 
in size and 
has a neat 
black finish 
which formes 
a suitable 
background 
for the bright 
Cadmium 
Plating of the 
Turnbuckles. 


No. 400 WIZARD ASSORTMENT 


Wizard Turnbuckles have hundreds of uses 
around the home, in stores, factories and in in 
dustry There is a_ steady, profitable demand 


for them and the No. 400 Display Assortment 
creates sales by keeping the Turnbuckles con 
stantly on display Order from your jobber if 


he cannot supply you, write us direct 


EDWARD W. DANIEL COMPANY 
4063 St. Clair Ave., Cleveland, Ohio 
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BLAKE & LAMB 


During the 1939-1940 trapping season, 
many BLAKE & LAMB distributors 
sold more steel traps than ever 
before in their history! 


For the 1940-1941 season, the vastly 
increased popularity of the “steel trap 
of the hardware trade” will mean even 
more to BLAKE & LAMB jobbers and 
dealers. 


Before buying any steel traps in 1940 
—consider what the quality, policy and 
price of BLAKE & LAMB will mean 
for YOU! 








THE HAWKINS COMPANY 
AMERICAS OLDEST TRAP MANUFACTIEDERS 
SOUTH Bartain, CONNECTICUT 
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Just Among Ourselves 


(Continued from page 44) 


Cooperative League urges other 
co-op stores to follow suit and 
thus improve their status. The 
net of it all is that a better loca- 
tion and improved store increases 
business for all types of retail es- 
tablishments. Independent, tax- 
paying, profit system_ stores 
(which pay the taxes that permit 
co-ops to operate with gov- 
ernmental favors, including tax 
exemption, preferential loan ar- 
rangements, and organization as- 
sistance) cannot and would not, in 
most cases, if they could, acquire 
the co-op affiliations and _ its 
“privileges.” ‘But they can im- 
prove their stores and, if justi- 
fied, improve their store locations. 
If the co-ops have learned the 
value of good retail locations, 
improved store arrangements and 
display, then certainly the inde- 
pendent merchant must give equal 
or more consideration to these 
same factors in appealing to his 
non-cooperative patronage. 


“ll Do It Myself’’* :— 


Several years ago the Met- 
ropolitan Hardware Association 
(New York City) appointed a 
special grievance committee—the 
late R. J. Atkinson, then N.R.H.A. 
vice-president; H. A. Cornell, 
prominent hardware merchant, 
and the writer. Our main com- 
mittee assignment was to settle 
disputes between’ local dealers and 
wholesalers and between those re- 
tailers and manufacturers. Most 
of the grievances submitted to this 
committee dealt, as now, with al- 
leged price discriminations which 
local dealers had suffered. As 
chairman, R. J. Atkinson was ex- 
tremely anxious that the commit- 
tee operate on a decent, ethical 
and constructive basis. He in- 
sisted that only one of us investi- 
gate each complaint _ believing 
that the accused offender would 
talk more freely if only one mem- 
ber of the committee was present. 
Early in our short life as a com- 


*In American Business for August, 
1939, Editor Eugene Whitemore writes 
a particularly appropriate article under 
the title. “The ‘I'll Do It Myself’ 


Executive.” 


mittee, a prominent wholesale 
house serving the Metropolitan 
New York area was cited. Mr. 
Atkinson personally took the as- 
signment and made an immediate 
call on the executive head of the 
offending house. For the life of 
me, I can only remember one 
phase of his report and that runs 
something like this, “Why, do 
you know that man operates suc- 
cessfully and profitably a business 
of probably $3,000,000 a year 
and all he has on the top of his 
desk is a package of cigarettes. 
All the time we were talking he 
was never interrupted by the tele- 
phone nor by anyone asking a 
question or seeking approval or 
an ‘O.K.’ on either a selling price 
or a purchase commitment, and 
when they buy they likely buy a 
large order.” This greatly im- 
pressed R. J. and he often men- 
tioned it and contrasted this exec- 
utive’s operations with the confu- 
sion so often found when you visit 
the head of a business. The an- 
swer is that this wholesale hard- 
ware boss has his business organ- 
ized and is only consulted or 
bothered when a matter of real 
importance is being weighed. He 
isn’t one of those “I'll do it my- 
self” executives who thinks no 
one but himself has any brains, 
any sense or any talents. He 
saves his strength, brains and en- 
ergy for the really vital decisions 
in his business. He has arranged 
for the less high-powered and 
lower-paid persons to tear out 
their hair, check minor details, 
etc. Apropos of this little story is 
the article by Saunders Norvell 
in this issue. You will find it on 
page 81, entitled “The Presi- 
dent’s Job.” There is a real les- 
son in R. J.’s experience and in 
Mr. Norvell’s message. No matter 
how small or how large a busi- 
ness may be, it has one executive 
head who probably receives the 
largest salary. The business is 
entitled to the largest return on 
his time and ability and this re- 
quires that he concentrate his ac- 
tivities on matters that are really 
worth while and worth the money 


paid. 
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Get This 


Display 
Rack 
FREE 


Make More Sales and Bigger Profits on 


PRO-TEX PADS 


@ This new sales-maker is ready to go to work for 
you! In windows and on counters everywhere, it is 
selling PRO-TEX Pads. It will boost your sales and 
profits. 

Now more than ever before, PRO-TEX Pads sell 
themselves. Women like their Beauty, Utility and 
Low Price. They like the way these metal-and- 
asbestos pads protect all surfaces against heat and 
scratches. 

Ask your jobber how to get the free Display 

Rack. He will also give you prices, circulars 


illustrating the smart new patterns, and free 
sampies. Or write direct to 


BALLONOFF METAL PRODUCTS Co. 
5800 Kinsman Rd. Cleveland, Ohio 


See our exhibit at the N. Y. Housewares Show 





GO YOUR SALE 
with this Amazing 


New Glassy Material { 









DAYLIGHT-CLEAR TRANSPARENT 
DURABLE GLASS SUBSTITUTE 


NEW SALES.. 


AT A GOOD PROFIT ! 


Here’s the amazing new glassy material 
that’s fast becoming the leadingseller. You 
make extra sales with R-V-LITE VITA- 
ANE because it can be used 

in many places where ordina- 

ry substitutes cannot be used. 


R-V-LITE VITAPANE is may] 
made by anexclusive process. [RN | |,tm S 
a gum, wax, - parafin. ES ft > — 
orless, greaseless. Does : > Ga) } 
A 


not stick, discolor or become e che 

brittle. Really transparent! Comes in Bente Ese 
rolls 36-inches wide by 50-feet long. Your 
customers are guaranteed satisfaction! 
SUGGEST R-V-LITE VITAPANE | JOBBERS! 
AND WATCH SALES SOAR! | Write today” Giant sample 
Write for Money- Making Dealer (orte 
Proposition and Free Sample 


ARVEY CORPORATION 
Fig ae La 4408 Manufac Lia Ae714 ay R rr V 3 L i TE 
NORTH KIMBALL AVENUE CHICAGO, ILLINOIS 


Poultry Houses Hot Beds 
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* NO GEARS 
* OIL SEALED 


o 


TWICE AS EASY 
TO SELL! 


The new Super Electric GEAR- 
LESS is the only Separator that’s 
really different. It has all the 
advantages of ordinary Separators 
— PLUS — the exclusive Super 
Electric Features that make it 
FAR ahead in performance, ap- 
pearance and modern simplicity. 
It is engineered and built for a 
new standard of sturdy, long life 
operation, and is equipped with 
the famous Iowa Curved Disc 
Bowl, known _ everywhere for 
efficient, close skimming. 


DISTRIBUTORS 
—DEALERS! 


Get the facts today about this 
sensational Separator — it is 
PRICED for REAL SALES 
VOLUME, and PROVIDES full 
PROFIT FOR YOU. WRITE 
now for attractive franchise de- 





BALL BEARINGS 


* FAMOUS “IOWA” 
CURVED DISC BOWL 


ASSOCIATED MFRS., INC. 


Builders of lowa Cream Separators for 45 Years 


10 Mullan Ave., WATERLOO, IOWA 






















































Eagle Locks for 1940 are 
once again the talk of the 
Hardware Industry. 


Whatever your require- 
ments, you can safely trust 
Eagle to fulfill them. 


OIE 


NIGHT LATCHES + TRUNK LOCKS « 
PADLOCKS + CABINET LOCKS * WOOD SCREWS «+ STOVE BOLTS * MACHINE SCREWS 





EAGLE LOCK Co. 


TERRYVILLE, CONN. 



























General Oftices 














FRONT DOOR SETS + STORE DOOR SETS 
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AS ADVERTISED! 


N” the ‘‘world’s finest all around 
.22”’ gets big color ads., plus black 
and white full of punch, in the sales- 
making magazines of the outdoor 
field! Only lever action .22 rifle made, 
Marlin’s 39-A has been widely sold on 
its reputation alone. Now that it is 
backed by powerful advertising, no 
alert dealer will fail to feature this 
famous gun. Send for full particulars, 
or order TODAY. 





MARLIN MODEL 39A 


RETAILING AT 








FIREARMS CO. 


NEW HAVEN, CONN. 











MALE U.S Pal OF 





“LAB ORATORY 








FORSTNER 


AUGER BITS will sell and make money for 
you! There's a place for this handy, all-purpose 
boring tool in the shop of every woodworker, 
cabinet maker and home craftsman. Guided 





by a circular rim instead of a center, the 
Forstner Bit operates in any direction regard- 
less of grain or knots, leaving a clean, polished 
surface. Will perform many operations 
commonly done with chisel, gouge, scroll 
saw or lathe tool. Ideal for scalloping, 
mortising, pattern and scroll work. 

For machine boring, Forstner Bits are made in 33 
sizes ranging from %” to 3” diameter. For hand 
boring there are 21 sizes ranging from %” to 114” 


diameter. These bits may be purchased singly or in 
Canis sets of 9, 11 and 17 bits each. Write for catalog. 
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PENCIL CO. 


PHILADELPHIA, U. S. A. 


























No Loafers 
in the 


Hoppe Line 


The hundreds of thousands of shooters 
who buy and use Hoppe Gun Clean- 
ing Preparations do so because they | 















know that Hoppe’s Products give 
positive satisfaction. 


The thousands of retail dealers who 
stock and sell Hoppe’s Products do 
so graciously because they know that 
Hoppe’s Products assure them safety 
of investment —sure sales — rapid 
turnover—and clean profits. Hoppe’s, 
the most active line of 
its kind in the market, 
is now coming into its 
fast selling season. 
Write for full informa- 
tion. 
FRANK A. HOPPE, Inc. 


2314 A North 8th St. 
Philadelphia, Pa. 
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\ oD) PICTURE HANGER 





Spooled Wire. 


CHICAGO 


-- TATE.- 


Business Builders 


Here are two fine displays for the finest products at 
a salable price. They give you a good profit in 
money and attract trade. 
and attractive and well built. 

Send for Circulars showing the TATE line of Pic- 
ture Hangers, Coil Wire, Cup Hooks, Master Keys, 
Drapery Hooks, Mirror Clips, Picture Cord and 


E. H. TATE CO., Boston, Mass., U. S. A. 


Sales Offices also in: 
NEW YORK 


The stands are colorful 





LOS ANGELES 
















YOUR 





CASH 








TO WIND 
TOWARDS 


REGISTER 












ILLIONS of women are reading about The 
CHORE GIRL in leading national magazines. 
Reap your share of profits on this handy little house- 
hold helper by displaying The CHORE GIRL prom- 


inently where she can be seen and remind folks to buy. 


You get your full profits on The CHORE GIRL 
because she is sold only through legitimate wholesale 
and retail channels. Order now from your jobber. 






“oe, © 
aprnoved 


eaEBJORANGE, NEW 


S44" CHORE GIRL 


me) METAL TEXTILE CORPORATION 
JERSEY 


FLAMEMASTER 


Reg. U. 8S. Pat. Off. 


ASBESTOS WICK 


SPECIAL DEAL 


This Business- 
Building Dispenser 


FREE! 


400 feet of the famous FLAME 
MASTER ‘‘rock weave’’ Wick in 
4 popular sized Rolls of 100 ft. 
each, MERCHANDISER FREE 
(original sale only). F.O.B. Job 
her's Warehouse. 

Dealer’s met ........- $8.75 
Every Flamemaster sale brings 
you 300% Profit. 


ALL-METAL DISPENSER 


Attractively lithographed in 3 colors, Stove Guide printed on front 
gives right lengths for all popular makes of stoves and ranges A 
powerful Silent Salesman. The Dispenser alone is worth the price 
of the entire Deal! 

FLAMEMASTER WICK is also furnished in cut-to-fit: Boxed Sots 
for all popular makes of stoves and ranges 


NOTE: For a limited time only—FREE with each Dispenser Deal—3 Packages 
(retail value 45¢)— 


NEV-A-TRIM INSULATOR FOR COTTON WICKS 
Slips over any cotton wick. Revolutionary 
ends the wick trimming nuisance. Gives more heat 
from less fuel. Boosts your sale of cotton wick type 
Heaters and Ranges. Users enthusiastic! <A _ fast 

moving, popular item 





Pat. Pending 








Write us direct if your jobber can’t supply Triplewear products 


TRIPLEWEAR, PATERSON, N. J. 


All Triplewear Products are Sold Exclusively through Hardware Jobbers 











tHE NAME SILVER LAKE stampep on EVERY FOOT 


@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


SILVER LAKE CO.) co. 55 chouncy st. Boron 
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LOWER PRICED GRADES 

EDDYSTONE 
PELHAM 
NUCORD 
BENGAL 


Chattanoochee, Ga. 
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L. a warm Sunday 


afternoon and the sun is shining 
on the golf course. Frank Jenkins 
and Joseph Potter, members of the 
hardware firm of Jenkins & Potter, 
are seated on a bench waiting 
their turn to drive. There are 
three foursomes ahead of them 
and it looks like a good wait. One 
of the players in the first four- 
some tees his ball, addresses it 
and lets go a terrific drive. The 
ball takes a roundhouse slice and 
disappears in the deep rough at 
the right of the course. 

JENKINS: Tough luck for him 
but I must say I’m not shedding 
any tears. That fellow buys all of 
his golf equipment wholesale. 
Knows somebody at some place in 
the next town and buys from them. 
Wouldn't hurt my feelings if he 
lost a dozen. He claims only an 
easy mark ever buys anything 
from a retail store. 

POTTER: Yes, that’s something 
that ought to be stopped. Read 
an article in the latest issue of 
HarpwarRE ACE about it. “The 
Diversion of Trade From Estab- 
lished Retail Channels” was the 
name of it, I believe. Had some 
mighty pointed remarks to make 
about this buying wholesale 
racket. And, by the way, there 
was another installment of that 
series on “Modernizing the Hard- 
ware Store” in that issue. Takes 
up the sporting goods depart- 
ment. Tells how it should be laid 
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out, describes the various types 
of fixtures to use and gives some 
all ‘round helpful advice. Better 
read it. 

JENKINS: I never miss that 
series. Ha, ha, he sliced another 


one! 


VOICE FROM THE TEE: 
Quiet, please! 

JENKINS (in a whisper): Say, 
my young son, John, managed 
to get his hands on that last issue 
and read that article on “Hard- 
ware Men Like the Hardware 
Business.” Said he didn’t know 
that it was such a good field to 
be in. Said he guessed he’d change 
his mind about being a_ profes- 
sional ball playet and follow in 
my footsteps. Told him I was 
glad he was getting some sense 
before it was too late. Tell you 
what, Joe, it’s a nice feeling to 
have your son want to go into 
business with you. 

POTTER (also in a whisper): 
Well, your Joe’s always had his 
mind set on it. And after reading 
that article there'll be a good 
many more sons who'll give the 
hardware business some thought. 
A mighty interesting article is 
what I'd call it. 

JENKINS: Did you read that 
article about the Murphy Hard- 
ware Co. and how they increased 
sales to women? 

POTTER: I sure did. And they 
certainly went about things in the 
right way. It’s surprising what a 


difference it makes in dollars and 
cents when the women start visit- 
ing a store. They’re welcome in 
our store all right. 

JENKINS: Welcome is_ the 
word. Speaking of welcomes, 
there’s an interesting article on 
that subject in that issue. Tells 
how the retailers of Rockford, IIL, 
welcome strangers to their town 
with a special book containing 
full-page messages from the vari- 
ous stores. Tells the newcomers 
where to go when they shop. It’s 
a good idea. 

POTTER: There was another 
short article that I found interest- 
ing. Told about Morehouse & 
Wells Co. installing a gadget shop. 
And judging from the illustration 
it was a mighty attractive shop, 
too. Seems that the firm finds it 
not only pays its own way with a 
very nice profit but leads to other 
sales in other departments. That’s 
the idea—have one thing lead to 
another. Make each sale a logical 
follow-up on the one that went 
before. 

JENKINS: Speaking of follow- 
ups and advance notices, did you 
see those reproductions of Frank 
Lewis’ business cards? You know. 
“The World Traveler.” 

POTTER: Yes, I did. A mighty 
clever idea if you should ask me. 
He certainly has succeeded in 
making himself known in Spring- 
field. And I'll bet that Carlisle’s 
electrical appliance sales haven’t 
suffered on account of those 
cards. 

JENKINS: Well, I see it’s our 
turn to drive off. Say, before I 
get started playing, don’t miss 
reading that guest editorial by 
Fayette R. Plumb on “What Is the 
Actual Cost of Distribution?” 
Those guest editorials are new but 
they’re decidedly interesting. Well, 
let’s see how you're hitting them 
today. 

POTTER: Watch me! (He turns 
to the bench where there is a buzz 
of conversation) Quiet, please! 


—G.M.S. 
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Our extensive line of ready to nail Horse, Mule, 
and Bronco shoes is growing in popularity. They 
fit the average horse without alteration—per- 
feetly balanced and shaped. No turning heels or 


“CLIPPER” 
welding calks. Nail holes are elean, ecorreetly . 
tapered, and spaced. Tough, strong, long wearing. The Cooper “Clipper” power lawn mower does all the work 
and gets all the grass! A profit item with potential sales 


for every home owner (and farm owner) in your locality. 











List Price at the Factory $70.00 


Today, progressive hardware dealers from 
coast to coast are cashing in on public de- 
mand for light, inexpensive power lawn 
mowers. Now, economically priced, yet with 
a long margin of profit for you, the new 
Cooper “CLIPPER” is rapidly achieving a 


tremendous sales volume to families of every 
INTRODUCING— income bracket. 


44 if 4 | The Cooper “CLIPPER” has finger-tip con- 
/ | trol, is not much larger than the average hand 
Oj2j2ec - a + mower, is easily operated and the construc- 




























































tion is fool-proof; it is self-propelled with a 
Briggs & Stratton motor. Further, it is backed 


s * 7 

Attractive New Finish! by extensive national advertising. 
You can make a profit 

selling the Cooper 

“CLIPPER’’! && 

just one of a complete 

"NUGGET" line of power 
mowers designed 
to fit every lawn 
mowing require- 
ment. Address in- 

| quiries to: Box 
503B. 











“ELITE” 


These points will make these new watches highly appealing 
to all your customers with an eye to beauty and extra value: 
Cases with a new finish called ''Copper-Clad,"* which possesses 

the richness and lustre of copper. 
Stainless steel backs, curved to fit the wrist. 
Attractive dials to harmonize with the cases. 
Temperature-compensated movements. 
Unbreakable crystals. 
Copper-tan leather strap. 
Retail price, $3.95. 


on COOPER MANUFACTURING CO. 


Watch Div., THE NEW HAVEN CLOCK CO., NEW HAVEN, CONN. | MARSHALLTO wn 1OWA 


NEW HAVEN Gimepicces 
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tHe GILBERT & BENNETT MFG. CO. 


GEORGETOWN, CONN. 





























Established 1818—America's Oldest Woven Wire Factory. 


Ask for 
Gilbert & Bennett 
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Poultry Netting 


Galvanized Before and After 


a e Poultry Fence 


ind After 


d Hardware Cloth 


SCREEN WIRE CLOTH 
Pearl Wire Cloth 


2 Copper Wires in the Selvage 
Acme Electro-Galvanized 
Wire Cloth 
Painted Black Wire Cloth 
Copper Wire Cloth 


Light and Dark 


Bronze Wire Cloth 


Bright and Roman 








WEW YORK, WY. LUE ISLAND, ILL. KANSAS CITY, MO. 





BARR DOG TOYS 


Dog owners are fast becoming aware of 
the importance of exercise for their pets. 
This fact has developed a steady de- 
mand for high quality toys. The superb 
BARR rubber toys form an ideal addition 
to any hardware stock. Sales are sur- 
prisingly consistent and profitable. 


The BARR playthings 
are, namely, a hollow 
ball and a_ hollow 
rat, which are noise 
toys, and three ex- 
tremely durable solid 
toys, a ball, bone, 
and ring. All are 
scented with a spe- 
cial chocolate odor, 
attractive to dogs. 
The BARR name is 
your assurance of 
the highest possible 
quality. 


Write Dept. V-5 for 
samples and litera- 
ture. 

















So He Said To Me— 


Why don't you tell them what 
you've done? You've never men- 
tioned that BETTER Brand Mouse 
and Rat traps were the first to have 
that new 3 and 4-way trigger. 


Or that you introduced the rocker 
type trigger that springs before the 
mouse gets more than a smell of the 
bait. 


B E T T E R And how about those self-setting 


BRAND mouse and rat traps—you were the 


first to sell those at popular prices— 
TRAPS 





WHY DON'T YOU TELL "EM? ? 


Write for samples and name of nearest jobber. 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 











“The Skyscraper by the Sea” a 


The Claridge is not only known as Atlantic City’s 
tallest and newest ocean front hotel, but it is 
equally famous for the luxury and comfort of its 
appointments and the thoughtfulness of its service. 
Each of the 400 spacious rooms has an outside 
exposure, and most of them have an unobstructed 
view of the beach, boardwalk and park. All rooms 
have private bath, with both tub and shower, 
fresh and sea water. Glass enclosed Solarium on 
24th floor. Three ocean sun decks. Health Baths. 


European Plan 


New York Office, 630 Fifth Avenue, Circle 5-4860 
Washington Office . Telephone District 2685 
Philadelphia Office . Telephone Kingsley 3150 
Pittsburgh Office . . Telephone Atlantic 6240 


Hotel Claridge 


Gerald R. Trimble ATLANTIC CITY i 
aon Manager a 
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Will You Accept 
Up To $9.2 Extra 
Income Per Day? 


* Clip this ad to your letterhead 
or mail postcard to us without de 
lay. 


Without any obligation whatso 
ever, we will send positive evidence 
that other dealers in small towns 
and large cities are ADDING UP 
TO $9.22 EXTRA INCOME per day 
over and above their former daily 
receipts 


New Streamlined SPEED-O-LITE 
Takes in $3 to $5 per Day in Rentals Alone! ~ 


Yes-—we will show how a waiting list of home- 
owners, carpenters, painters, handy-men, con- 
tractors and others willingly pay $3 up to 
5 per day for the privilege of renting the 
new streamlined Lincoln Speed-O-Lite to sand 
old, dingy floors like new. 







Find out how the Lincoln Merchandising 
Plan and FREE ADVERTISING help 
can make your Lincoln Speed-O-Lite 
self-operating and SELF-PAYING as it 
goes along. Moreover, we will PROVE 
you can get BIG RENTAL PROFITS 
plus MORE SANDPAPER PROFITS 
plus MORE FINISHING MATERIAL 
PROFITS. Write Today! 





More Than 
40 Models of 
Sanding and 


chines in the 
Lincoln Line 


LINCOLN-SCHLUETER 











SALES are going up, UP, UP 


ON RUBBER TIRED WHEELS 


The demand for French 
& Hecht rubber tired 
wheelbarrow and indus- 
trial wheels is expanding in every 
direction—home owners, contrac- 
tors, material dealers and manu- 
facturers are recognizing the many 
benefits of rubber tired wheels— 
and are Buying. You can share WEAVY DUTY WHEELS 
in this profitable and growing Jit, 400 x 8” Tire with 


demand. Inner Tube, in 2 or 4 ply, 
with Plain or Roller hear- 
ings. 


YOU, TOO, CAN PROFIT 


Write today for our catalog and 
prices. Our line includes pneumatic, 
semi-pneumatic and solid rubber 
wheels, with or without forks, in a 
wide range of sizes. A wheel for 
‘very purpose. Highest quality at 
et aK. 
BARROW WHEELS 








Your Inquiry Will Command a Prompt Reply 
FRENCH & HECHT, INC. 
Wheel Builders Since 1888 
601 EAST THIRD STREET DAVENPORT, IOWA 








AIR-TIRED WHEELBARROW WHEELS 














Profitable Steiner Products 


—Steiner's Electric Lawn Mower— 


Latest streamlined design. Bright red color. Attrac- 
tive and easy to sell. Precision built, all steel with 
high grade bearings and material. Cuts full 18 
inches with genuine Emerson Capacitor % H.P. 
motor and will not blow fuses or interfere 
with radio. The latest method of cutting 












List grass. Drives wheels and reel, just guide it. 
Cuts average lawn for about 5¢ worth of 
Price current. Also Gasoline Combination Rotary 


Weed Cutter and sickles. Write for 
circulars. List price $69.50 deliv- 
ered. Big dis- 


















Miter Box 
Made of hardwood with rust proof 
irons. Retails $1.50 each. Costs 
dealer $9.00 dozen. 





count to deal- 
ers. 


$6.00 per doz. 





o a ans 2554 N. Grand Ave., 










and tempered, color red, 
width 22”. Weight 1% 
lbs. Retails $1.00. Dealer cost 


Manufactured and guaranteed by Pulls: Geadeitene 


STEINER PRODUCTS CORP. tails $1.00, Deal Eight steel prongs, sure 





Leaf and Grass Rake 


Fine for seeding. Teeth rust proofec 
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Weed Puller 





er cost $6. catch. Retails $2.00. Deal 
St. Louis, Mo. dozen. @r cost $12.00 dozen. 
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SPRINGDEAL 
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Accept FREE, “on the house,” 
% dozen Antchek ant-traps with 
every 3 dozen at $3.15. Retails at 
15¢—2 for 25¢. Costs only $3.15 
per deal. Let the self-selling 
Antchek display container sell 
many dozens of these fast-turn- 
over ant-killers for you, right 

through all the warm months. 

Order from your jobber or 
write : | 


East Orange, N. J 








1940 


| ish. For exterior or interior 


HUY 


Sr’ AYS, dips or brushes 


to a satin smooth fin- 










use on wood, metal or 
brick. Will not lose its 
brilliance regardless of 
how long it stands on shelf. 
\% pt. to 5 gal. cans. 


At America’s Lowest Price for Such Quality! 


SHEFFIELD BRONZE POWDER & STENCIL CO. 





ROTENONE PRODUCTS CO., Inc. | Order from your jobber. Jobbers—write for details. 
a RS TO ET 


CLEVELAND, OHIO 














MANY NEW MODELS 





price lined to the purse 


level of all customers 


WRITE FOR FREE CATALOG 





D. P. HARRIS HDW. & MFG. COMPANY, INC. ROLLFAST BUILDING, NEW YORK, N. Y._ 











WRIGHT FOX PEN 
NETTING 


The heavier grades of 


eU=b dodo hopetod MB ot-Bbobele 
are profitable 


items. WRIGHT 


high quality 













costs you * Some like round cake 
savers, and some like them 
square. Both have the 
patented Carlton edge seal 
that keeps dust out and 
fresh goodness in, and the 


oome cele’ @ = 


one-piece snap-on handle. 
Finished in bright colors 
with hand-painted decora- 


‘ F WRIGHT SYR AMES | tions. Ask your jobber. 
I WIRE CO. 


The Carrollton Metal Products Co. 


WORCESTER = MAS S. | CARROLLTON, OHIO 
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$ av a psolutely ae su Effectively sand copper special Brot on gun pore 
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1 ing : 
thio To retail ts Oe tube € 
per 


Now ADVERTISED 
TO SHOOTERS 


70c 
ORDER FROM YOUR JOBBER 


ARMS CORPORATION 22) DEPT. L-42, UTICA, N.Y. 


KIT OF ALL 3 PREPARATIONS fo retail 


SAVAGE 


160 
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Power Saw 10.95 
Junior Saw 5.95 


There’s No Other Jig Saw Like SYNCRO! 


It’s portable, durable and strong. Delivers 7200 power 
strokes per minute. No moving parts to oil or to 
wear out. Has self-contained motor. Ample power 
Deluxe Power Saw $12.50  2t maximumeefficiency. Clean cut edges require no 


SYNCRO DEVICES, INC., 743 Beaubien St., Detroit 


sanding. Syncro franchises are worth money to you 
because Syncro Saws sell easily and are worthwhile 
merchandise as a tool or a toy. Write for catalog 
J40 and for full details. 











$1, have always been 
There is one for 
of their past popularity, these Egg Beaters 
ever before. Even the 50c model is made 


BEATS EVERYTHING how these 
favorites as money- EGG BEATERS 
every purse and pur- 
have recently been redesigned to create 

\\ with Stainless Steel. 


to sll fom 23 EDLUND 

makers for dealers. 

pose; and in spite SELL 

greater efficiency and greater durability than 
Ask Your Jobber 





Edlund Company—Burlington, Vt. 














‘COLUMBIAN 


Jane-Marked ROPE 




















The world’s most modern cordage plant, where Columbian 
Rope is made, uses only controlled quality fibre which is water- 
proofed and lubricated by the exclusive Columbian process. 
This is but typical of the care that is taken in every operation 
to make Columbiah Rope as good as rope can be made. 


COLUMBIAN ROPE COMPANY, AUBURN, ‘The Cordage City” N. Y. 


BEALL wis 


SPRING WASHERS 


Keep Bolted Assemblies 
permanently TIGHT 
Millions used in all 
types of manufactur- 
ing plants. 

' Finest steel—live action. 
/ Fully Guaranteed by 


BEALL TOOL COMPANY 
East Alton, Ill. 


























New Combination Hand Truck 


This new Model NN-S Truck for work- 
men combines all the features of a Hand 
Truck and a Dollie, into one piece of equip- 
ment. Strong, light, silent, easy to move— 
saves time and prevents injury, carting 
stoves, refrigerators, gas ranges, washers, 
coal and oil heaters, etc. Adjustable to 
any height or width. This and all of our 
Hand Trucks and Carryall Equipment are 
RUBBERIZED with a special coating of 
1” tough rubber to prevent chipping, 
marring, or scratching of porcelain or 
enamel surfaces. A complete line of KEEN 
Hand Trucks and Carryall Equipment 
all completely rubberized. Send for Bulle- 
tin 400 and Prices. 39309 Arsenal St. 


KEEN MFG. CORP., Flat Rock, Mich. 




















MORE USES THAN | 


OTHER TOOL YOU sey” 
Sell 900 shots <S¢ 
of friction killer 


Fights friction, stops squeaks, routs rat- 


tles, bans binding. A squeeze anywhere 
on the Flexophane tube shoots Dixon's 
Microfyne powdered graphite to the seat 













30% 
“filled | 


of trouble. Best lubricant in the world for — 
locks, firearms and 1001! uses at home, at D I XON 6 
everywhere at 30¢ on display-instruc- 

tion card. Write for Booklet CG-40. JUNIOR 


work, at play. Cannot gum, drip, freeze. 
sour oust © GRAPH-AIR GUN 


Insoluble and heotproof. Sells readily 
@ 411 











R. MURPHY’S stay-sHarp 
ROOFING KNIVES 





2 Sizes: No. 0, 2 In. blade FA MOUS FOR 
No. 1, 2% in. blade QUALITY AND DURABILITY 
Stay-Sharp Roofing knives perform a tough job with ease. Why? Because 
they are made of finest quality steel, uniformly hardened and tempered. 
Handles are securely riveted and so modeled as to insure a firm grip. 
Workmen who ence use Murphy’s Stay-Sharp knives always insist on these 
high quality, durable knives. 


Particulars and Catalog on request 


ROBERT MURPHY'S SONS CO. AYER . . . MASS. 
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Imperial provides effective calf and 
cow weaners in any size, in any style 
and at prices that please customers. 
You'll find it most economical to buy 
all of your weaners from a single, 






Humane 
Halter 





Imperial Bit and Snap Company . 








1850 OUR 90th ANNIVERSARY YEAR 1940 










responsible source with the leading 
maker’s name behind them. Hundreds 
of leading dealers everywhere, do 
Specify Imperial weaners on orders 
to your jobber. They cost no more. 


Racine, Wisconsin 
















Pronged 
Thistle 














1940 




























Write for Catalog 


SAND'S LEVEL & TOOL CO. 
8631 Gratiot, Detroit, Mich. 


eee aumace ane tne] OAND’S = ffiz’strrens Woon Ano ALomaon| 
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TELL THE TRUTH 





World's Standard 
For 48 Years 
“Factory Built-In Accuracy” 











BRING "EM BACK ALIVE! — with the 
“HANDEE" Fish and Game Carrier 


A live item every sportsman will want! 
HANDEE Carrier keeps fish alive-—keeps 
them at same depth in water—-accommo 


dates several fish on each hook (8 hooks in 
all) may be fastened to side of boat. or 
looped in belt while wading Compact 
made of rust-proof steel—takes very little 
space in kit 

NEW! NEVER SHOWN BEFORE! 
Individually boxed packed one dozen to 


attractive 2-color 


COUNTER MERCHANDISER 
Liberal Dealer Discount 


Retails at $1.00 each. If your jobber can't 
supply you, send order direct to 


CONSOLIDATED SALES CO. 405 W. 7th St, Cincinnati, 0. 











110 AC LIGHT PLANTS 


DIESEL PLANTS 


Katolight Plants furnish same current as highline. Permits 
using standard AC appliances, AC radio, refrigerators, oil burn- 
ers, etc. Power and lights for 
cottages, camps, trailers, farms, 
boats, etc. Ideal for stand-by 
service in case of power line 
failure. 

Dealers & Jobbers Write 
Sizes 350 to 10,000 watts. Can be 
furnished for operating on fuel 
oll, natural gas, butane, etc. 
6, 12 & 32-volt Battery Chargers, 
rotary converters, etc. Prices 
$50.00 and up. 


Kato Enaineerina Company 


115 ELM STREET 
MANKATO, MINNESOTA 



















The Best Known Name 
in Blow Torches 


Three generations of American mechanics 
and home-owners have preferred the per- 
formance and quality of C & L Torches. 
Why? Because C & L is the best-known 
name in Torches. 


Shown here is Model No. 800. It gives 
an intense flame, easily regulated. Sturdy 
in construction for long, hard service. 


Ask your jobber salesman about C & L's 
high-quality, high-efficiency Torches. 











CLAYTON & LAMBERT 


MFG. CO., Detroit, Mich. 


NOW...an Overhead Closer 
for Double Acting Doors in Residences 


You can now give kitchen—pantry—dining room double acting doors 
the same smooth, full coaveniboiaken control you specify for doors in 
public buildings. How? With the LCN residential double acting overhead 

concealed door closer, 


Lt GI shown in a phantom 
Ay 4| ‘ view. It allows easy 
Mm? Gi opening of door either 
ot way and closes it with- 
















out ‘‘flapping’’— the 


LCN “422” 


~ This closer is moderate 
} in price yet madeto LCN 
standards in all respects. 
Easy to install. For full 

i details address Norton 
Lasier Co., 466 West 
Superior St., Chicago. 





"YOU CAN'T 
FIND A BETTER 
STORE LEADER!'"' 








KEES Calf Weaners 


They’re always in de- 
mand. Sizes for calves, 
cows, and _ yearlings. 
Many outstanding fea- 
tures. Write for Free 
sample, dealer helps, 
and Free Catalog. 


F. D. KEES MANUFACTURING CO. 
Box K-40 Beatrice, Nebraska 
Distributed Thru Hardware Trade 











of all outboard buyers have fishing in mind 

when they select a motor! Evinrude offers a 
O complete line of models that ap- 

peal particularly to fishermen. ELtO 


Light and handy ‘‘singles’’, weigh- 
ing as little as 10 lbs. and priced as low as $29.95. MOTORS 
Smooth “twins’’ and superb 4-cylinder models. Good Hi a 
territory still open. Write for full information. 59622 
EVINRUDE MOTORS, 4470 N.27th St., Milwaukee, Wis. 








ASK YOUR SUPPLIER ABOUT 


A [| | () Y » F BATHROOM & KITCHEN FIXTURES 


OAKVILLE, CONNECTICUT 


WRITE FOR CATALOG 
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Popular MITRE KIT 


with new angle index 


Note how you can adjust our new model No. 525 to any angle desired 
and securely lock it with handle that shows beneath the kit. It accurately 2) n 
cuts sizes up to 2x4. ! 
precision unit that appeals to both the professional and home craftsman. 
Put a few on your counter. They will sell on sight. Write for wholesale 


THE BAKER McMILLEN CO., 347 Miller Ave., Akron, Ohio 





display stand 
FREE 


gust buy 6 dozen 
Velb. CROSS TACKS 
from your yobber 


F Ag 
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EAST JAFFREY,N.H. 















NEW TYPE QUICK LOADING CARTRIDGE | 





HA 
CALBAR 


WITH CARTRIDGE EJECTOR GUN 


Use Caulk-O-Seal in the new Vulco Fibre Cart- 
ridge lined with cellophane. Special construction 
of Calbar High Pressure Gun and Cartridge elimi- 
nates all backfiring and leakage. Quick action. 
No waste. Always clean. Caulk-O-Seal is super- 
plastic, weatherproof. Holds fast. Easy to apply. 
Comes in Tubes, Cans, Drums, CARTRIDGES. 
Black and 12 Colors. Send for Color Chart. 
YOUR JOBBER CAN SUPPLY YOU. 


CALBAR Paint & Varnish Co. 


Mfrs. of Technical Products 
2612-26 N. MARTHA ST. 
PHILADELPHIA, PA. 























No Increase for World’s Fair 


YES, SIR! Empire rates will begin as always at $2 single, 
$3 double ($2.50 for single with private bath, $3.50 double). 
This modern, 14-story hotel is an IDEAL HEADQUAR- 
TERS FOR N.H.A. CONVENTION. 10 transit lines to 
all New York and direct subways to Fair. Food, valet and 
laundry prices are down to earth and service is unsurpassed. 
May we send you our FREE booklet J? 


mr EMPIRE 


BROADWAY AT 63D STREET—NEW YORK 
Edw. B. Bell, Gen. Mgr. 





At the Cateway to Times Square 











sells 


The Baker McMillen MITRE KIT is a well made, 





EAGLE Rules are superior 
because: 
1. EAGLE Rules possess the ex- 


elusive Strike-Plate Joints which 
guarantee strength and accuracy. 


2. EAGLE Rules cannot be twisted 
or pulled apart. 


3. Strike-Plates prevent wear on 
markings and cannot come off. 


Order from your Jobber. 
Send fer Catalog TODAY! 


EAGLE RULE MFG. CORP. 








514 Hunts Point Avenue 


New York NY 


GENUINE MAYES 


i 


World's Largest Level Plant of its kind 


Best by Test — Since 1896 


vith 


A, 


MAYES BROS. TOOL MFG. CO 


FREE! 


DISPLAY CASE 
with order for only 
12 Best Selling 


MARBLES 


OUTER’'S KNIVES 


Port Austin, Mich. U.S.A 








Case measures 15” x 11%” x 
6%”. Fully enclosed metal 
and double strength glass 
Finished in attractive deep 
tone shade of tan. Projecting 
center panel in grained wood effect, edged with two chromium stripes. Knife 
handles held in clips attached to folding tray . . easily removed for 
selling. Rear compartment for storage. Protects stock frem dust and theft 
Retail value of 12 knives, $24.60. Cost you $16.49, and you get this 


new, modernistic Display Case FREE. 


Ask your Jobber, or write direct, giving Jobber’s name. 


| MARBLE ARMS & MFG. CO., 540 Delta Ave., Gladstone, Mich., U. $. A 





ATKINS 





E. C. ATKINS & COMPANY — 410 S. 
MAY 2, 1940 
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FOR EVERY CUTTING JOB ATKINS HAS THE EDGE 
ILLINOIS ST. — INDIANAPOLIS, INDIANA 
















DENISTON 
Tripte wos NAILS 


Drive Screw Shank gives powerful 
grip. Lead under the head and down 
the shank plugs hole around the nail 
to form weather-proof lead seal. Nail, 
lead and sheet solidly locked together 
by “bump” . . . Send for samples. 


The DENISTON Co. “s:ez2:" 














GUARANTEED 
2 FOR! 


Oxford drills, chisels, punches, and 
other forged tools are highest qual- 
ity tools at lowest prices. 


Write for Catalogue of Complete Line 


OXFORD TOOL CO. 


1633 N. 2nd St., PHILA., PENNA. 


















COOK'S 


NEW STREAMLINE 
SUPER VALUE 
NAIL CLIPPER 


New member of Gem c 
Nail Clipper family 10 
Hardened jaws, nail 
file, cleaner. Heavily 
nickeled. Doz. on colorful card 
at jobbers’. Send for details. 


THE H. C. COOK CO. 
27 Beaver St., Ansonia, Conn. 


STOCK THIS QUICK 
aR= 
KILLS-RATS-ONLY 


Fast selling Rat killer—Not a poison—harmless = 
everything but Rats. Made of oven-dried red squill 
and known everywhere for over 12 years. Nationally 
advertised in magazines, Farm and Poultry papers. 
Hardware stores big outlet. Powder (for Farms) 
retails for 75¢—Ready Mixed 35¢ and $1.00. A 
long profit item—a quick money maker. Hardware 
dealers write for prices. K-R-O Company, Spring- 
field, Ohio. 










































STEEL BRICK HODS 


Have been used 
for years 
because of 
their strength 
and lightness. 
All steel 


Prices Will Interest 


The Cleveland Wire Spring Co. 
E. 36th St. and Hamliton Ave. 
CLEVELAND,OHIO @ @® 





22"xio” 
Brick x7” deep 


Ne. 162 


Don 1 Fogel 


to mention that 
you saw it in— 
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The “WHO MAKES IT?” issue of HARDWARE AGE 


enables you to quickly locate sources of supply and helps 


you answer many questions regarding brand names, 


products, etc. 


Prescott, Ark.: Who makes Vudor 
porch shades? Prescott Hdwe. Co. 


ANSWER: Hough Shade Corp., 
1027 S. Jackson St., Janesville, Wis. 
* * * 


NW. Y.: Who makes 


Ontario Center, 


the Ohio land roller? Van Hall 
Hdwe. Co. 

ANSWER: Ohio Cultivator Co., 
Bellevue, Ohio. 


ee © @ 


Newark, N. J.: Who distributes 
the Hercules bicycle? Burstein 
Hdwe. Co. 


ANSWER: F. A. Baker Co., 55 
Warren St., New York, N. Y. 


* * *% 
Pittsfield, Mass.: Who makes a 


collapsible cemetery vase? Peirson 


Hdwe. Co. 
ANSWER: Perfection Cemetery 





Vase Co., 525 Bond Bldg., Wash- 
ington, D. C. 


* * * 


Bronx, N. Y.: Who makes the 
Woodward mechanical drain pipe 
cleaner? Fordham Hdwe. Co. 

ANSWER: Woodward - Wanger 
Co., 1106 Spring Garden St., Phila- 
delphia, Pa. 


eS @& @ 


Phoenixville, Pa.: Who makes the 
Sasgen hand wrench? Acker & Fry. 


ANSWER: Sasgen Deruck Co., 
3103 Grand Ave., Chicago, IIl. 


* + 


Arlington, N. J.: Who makes pea- 
nut butter grinding machines? Mid- 
land Hdwe., Inc. 


ANSWER: Straub Co., Poplar St. 
at 54th St., Phila., Pa.; Paul Abbe 
Inc., Little Falls, N. J. 


HARDWARE AGE 
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Information regarding sources of supply as provided readers of 
HARDWARE AGE by the “Who Makes It?” editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buyers. 
This editorial feature in each issue supplements the service ren- 
dered by the “Who Makes It?” issue. When writing to the firms 
mentioned, state that you secured your information from the 


HARDWARE AGE Directory Number. 


Providence, R. I.: Who makes the 


Holcomb toilet brushes? J. T. 
Co., Barth Ave., Indianapolis, Ind. 

ANSWER: J. I. Holcomb Mfg. 
Co., aBrth Ave., Indianapolis, Ind. 


. & © 


Kane, Pa.: Where can we procure 
Schul Sons thread trimmers? Charles 
A. Stoll. 

ANSWER: Consolidated Sewing 
Machine & Supply Co., 1115 Broad- 
way, New York, N. Y. 


* * * 


New York, N. Y.: Where can we 
procure silent dog whistles? Amer- 
ican Leather Specialties Co. 

ANSWER: Thos. Tully Co., 343 S. 
Dearborn St., Chicago, II. 


* * * 


Lock Haven, Pa.: Please furnish 
address of the following firms: (1) 
Ohio Gear Co. (2) Brown-Brock- 
meyer Co., Dickey-Grugan Hdwe. 
Co., Inc. 


ANSWER: (1) 1329 E. 179th St., 
Cleveland, Ohio; (2) 1940 Bickford 
Street, Dayton, Ohio. 


MAY 2, 1940 





Milton, Wis.: Who makes the 
Roe’s steel tape? Milton Hardware. 

ANSWER: Justus Roe & Sons, 
Patchogue, N. Y. 


* * * 


Savannah, Ga.: Who makes an 
asparagus buncher? White Hdwe. 
Company. 

ANSWER: Wyckoff Bros., Hights- 
town, N. J. 

* * * 

Chester, Pa.: Who makes the 
Becky Porter potato dicer? Chester 
Hdwe. Co. 

ANSWER: C. T. Williamson Wire 
Novelty Co., 52 Badger Ave., New- 
ark, N. Y. 


* * * 


Muskegon, Mich.: Who makes the 
Von Schrader wall cleaning ma- 
chines? C. Karel & Sons. 


ANSWER: Von Schrader Mfg. 
Co., 1600 Junction Ave., Racine, Wis. 
* * * 

Hillsdale, N. Y.: Who makes the 
Foos gas engine? C. Porteous. 


ANSWER: Fulton Iron Works 
Co., St. Louis, Mo. 














THE DOOROSCOPE 


An ingenious device containing a novel 
feature of “seeing without — ai 
being seen.”” Occupant can 
see who is outside and #% 
converse with them with- & 
out opening door. Pro- 
tects women and children 
from intruders and can- 
vassers. Model shown has 
new indirect voice trans- 
mitting arrangement. 
Easily installed. 





’ ‘ 
P+ J ; 
f + cee 4 


Illustrated catalogue on request. 


The DOOROSCOPE Co., Inc. 


32 Union Square, New York, N. Y. 

Kew Daisy Waterers 

for HOGS and POULTRY 
ALSO SHAW and DAISY 








CALF WEANERS 
BEST FOR 25 YEARS 
Write for FREE Circular Mfrd. By 
QUINN WIRE & IRON WORKS 


BOONE, IOWA, USA 











PRIEST'S CLIPPERS 
A Complete 


Line— 


Ask 
Your Jobber 
75 Years' Reputation in the Trade 


AMERICAN SHEARER MFG. CO. 


NASHUA, N. H. 


GUNSHINE: 


(Prot ess 
grench J 


cHAMO 








MADE IN U.S A. 


ASK YOUR JQGBB&R 
FOR CUR EXTRA VALUE 
GEWED PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 
HAVERHILL, MASS 


gps 


£2 








Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U. 5. A 








SELLS FAST AY 10¢ 


THE LEADER 


FOR 20 YEARS 





BRUSH-NU COMPANY 


BALTIMORE MARYLAND 




















Classihied Opportumitien Section... 








Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





| Clansibied Adwentining Ratea | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $3.00 
All capitals, maximum, 50 words.... 4.00 
Each additional word......... .06 


Positions Wanted 
(Special Rate) set solid, maximum, 
GO WORE ccccccccsccccccccesoess -50 
Each additional word 
Allow Seven Werds for Keyed Address or Your Address 


BOXED DISPLAY RATES 
Ged GR. deccccococccesscccccesses $5.00 
Each additional inch ......... 4.00 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 


4 insertions, 10% off; 8 insertions, 15% off. 

Due to the special rate, these discounts do 

not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency. 








HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept 
239 West 39th St.. New York City 














[ Positions Wanted | 


| = Poaitions Wanted =| 


| = Penitions Wanted 








HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re- 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 152 West 42nd Street, 
New York City. 





YOUNG MAN, 24 YEARS OF AGE, 5 years’ 
hardware experience dealing with general hard- 
ware, metals, construction hardware, etc.; also 
familiar with office routine, stock, diesins, and 
window trimming Able to drive truck. Salary 
secondary. Location—New York City or nearby 
vicinity. Address Box 1-954, care of Harpware 
Ace, 239 W. 39th St., N. Y. City 


POSITION WANTED BY YOUNG HARD- 

,ARE man, 23 years of age, diversified experi 
ence in general hardware, metals, etc. Able to 
issist wholesaler, retailer or jobber Experience 
with large New York concern. Can furnish best 
of references. New York City resident. Able to 
drive. Would appreciate an interview. Address 
Box D-953, care of Harnware Ace, 239 W. 39th 
a.. N. ¥. Coty. 


YOUNG MAN, 10 YEARS’ EXPERIENCE 
IN retail hardware, desires position with reliable 
concern. Familiar with locksmith and electrical 
repair work, radio sales and service, window 
dressing, glazing; also stock purchasing, manag- 
ing and salesmanship. Drivers’ license. Best of 
references. Would appreciate an interview. Ad 
dress Box 1-952, care of Harpware Ace, 239 W 
39th St., N. Y. City. 


SALESMAN, TWELVE YEARS COVER- 
ING THE hardware, building and sporting goods 
trade of southern New York State, desires posi- 
tien with manufacturer, or specialty man for job- 
ber. Have also sold bicycles and motorcycles, 
in Central and Southwestern States. Single, ref- 
erences; go most anywhere. Address Box D-903, 
- of Harpware Ace, 239 W. 39th St., N. Y. 

ity 





PURCHASING AGENT, 7 YEARS’ EX.- 
PERIENCE with 3 large wholesale hardware 
concerns, 3 years’ experience in the manufacture 
of tinware, electrical appliances and equipment, 
gears and other mechanical equipment. Familiar 
with motor rewinding and factory maintenance, 
also construction. Private school graduate, some 
business schooling. Positior wanted with future. 
Age 31. Address Box D-840, care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 





1 HAVE A FOLLOWING IN Chicago terri 
tory; desire connection with reliable manufac 
turer of tools, cutlery, hardware. Salary or com- 
mission. Address Box D-954, care of Harpwarz 
Ace, 239 W. 39th St., N. y. City. 


A BUILDERS’ HARDWARE MAN WANTS 
position—-know Sargent, Lockwood, Penn lines. 
Would like to connect with some lumber dealer 
selling hardware. Best of references. Address 
Box D-948, care of Harpware Ace, 239 W. 39th 
=, m. =~ Cie. 


MANUFACTURER’S AGENT FOR NEW 
ENGLAND desires to represent one good factory 
line. Have a large following among the hardware 
jobbers and leading retail stores. Single, drive 
new car. A-1 references. Commission basis satis 
factory. Address Box D-960, care of Harpwarr 
Ace, 239 W. 39th St., N. Y. City. 


SALESMAN, WELL KNOWN TO THE 
hardware, department store and automotive job- 
bing trade in New England desires connection 
with well-rated manufacturer who wants 100% 
representation. References and financial status 
gladly forwarded to those interested. Address 
Box D-940, care of Harpware Ace, 239 W. 
39th St., N. Y. City. 





“IT WANT A JOB.” Is there a boss still avail- 
able with sporting blood and initiative, that is 
willing to hire me? Age 35, know hardware, sport 
ing goods, paint, also electric al supplies. Fish, 
hunt, ride well and like dogs. 5 ft. 9 inches, and 
weigh 150 pounds. Protestant. "Not married. Ad- 
dress Box D-955, care of Harpware AGE, 239 
W. 39th St.. N. Y. City 


MANUFACTURER'S REPRESENTATIVE 
DESIRES A RELIABLE manufacturer's line 
in Philadelphia, Eastern Pennsylvania and New 
Jersey Have covered this territory for twelve 
years and well established with hardware jobbe: 
and retail stores. Know credit standing. Cover 
territory in auto. Best of reference furnished. 
Address Box D-961, care of Harpware Ace, 239 
Ww. Joe St. NH. ¥.. Cie. 


BUYER, WHOLESALE HARDWARE 10 
YEARS’ experience in automotive, radio, elec- 
trical, cutlery, paints, sporting goods, household 
supplies, tinware, enamelware, etc. Some traffic 
and cost. Electrical and mechanical manufactur- 
ing. Age 31. High school graduate, attended 
business college. Now employed, wants position 
with future. Go anywhere. Address Box D-839, 
care of Harpware Ace, 239 W. 39th St., N. Y. 





City. 





DIEMAKER, TOOLS AND ALL AROUND 
MACHINIST, twenty years’ experience, secks 
position, steady or part time, in your ~~ or 
take cut. Can lay out own job, from idea, blue 
print or model; also experimental work. A trial 
would convince you of my ability and accuracy of 
work. References. Address Box D-944, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 





UNIVERSITY GRADUATE, EXPERI- 
ENCED SALES REPRESENTATIVE for na- 
tionally-known manufacturer selling to wholesale 
hardware distributors, chains, department stores 
and premium users will leave present connection 
to affiliate with manufacturers on commission 
basis. Territory preference: Midwest and South- 
ern States. Address Box D-937, care of Harp- 
ware Ace, 239 W. 39th St., N. Y. City. 





POSITION WANTED IN HARDWARE 
DEPARTMENT or store. Have had 20 years’ 
experience as salesman and manager. Can esti- 
mate, install heating systems, have had some 
five years in sheet metal shop. Operated own 
business for nine years for hardware and sheet 
metal work. Am 45 years old and married. 
Would prefer independent ownershin. not chain 
organizations. Address Box D-943, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 











|Sales Representatives Wanted | 


IS IT WORTH $1.00 MONTHLY to have 
your name kept before all the important manu- 
facturers of the lines you desire? Service is 
open to salesmen with excellent references only. 
Many lines available now. Free service to manu- 
facturers. Reply to—Box D-962, care of Harp- 
warE Ace, 239 W. 39th St., N. Y. City. 








SALESMEN WANTED: TO CARRY OUR 
LINE of industrial crayons, as a side line. In- 
cluded in the above are carpenter chalk, railroad 
crayon, school crayon and marking crayon. Above 
items are carried by wholesale hardware dealers, 
mill supply houses, etc. Commission basis only. 
Address Imperial Crayon_ Company, 649 Lexing- 
ton Ave., Brooklyn, N 


PAINT SALESMAN—GOOD OPENING 
FOR two qualified men with some paint follow- 
ing among the larger jobbers, dealers, mill supply 
houses, lumber yards, etc. The line is attractive 
large and complete with several fast-selling spe- 
cialty items. Confidences respected. Address— 
The White Company, Manufacturers since 1919— 





, East Biddle Street, Baltimore, Md. 





Samples of Merchandise, Literature, Catalogs, etc., will not be forwarded unless accompanied by full 


postage for remailing. 
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[Sates Reprenentatinen Wanted | 


[Sales Representatives Wanted] [ Recounts Wanted | 





OLD RELIABLE CORPORATION OFFERS 
WONDERFUL opportunity to sideline or full- 
Selling furniture, hardware, de- 

Fast patented sellers. 
light sample case. Positively world’s finest. 
on only best concerns. 
Address—Dustmaster Corporation, 
Minnesota. 


time salesmen. 


partment 


NATIONALLY KNOWN MANUFACTURER 
OF DECORATIVE Home Accessories wants men 
to contact hardware stores only. 
and must be experienced in selling to hardware 
trade. Territories inoi c 


Missouri, 


plete details 
giving character | 
Send recent photograph. 
f HARDWARE 


SALESMEN 
TIONAL 


line such as 


baseballs, 


territories 


salesmen 
hardware 


carried with allied 
care of Harpware AGE, 


City. 


LEADING. 


PLETE 


LISHED 


TAIL TRADE IN NEW ENGLAND, PENN- 
SYLVANIA, 
MINNESOTA, ST. 


CITY 


Best selling season now. 


"Adina Box D-950, care 


POPULAR-PRICED 


Attractive proposition 


MANUFACTURER OF A COM- 
. OF CHROMIUM e 
HARDWARE WANTS SALES REPRESEN- 
TATIVES \ 


LOUIS, OR KENTUCKY. 
TO INSURE ATTENTION TO YOUR LET- 
TER, PLEASE ANSWER THE FOLLOWING: 
1. WHAT TERRITORY 

COVER AND FOR HOW LONG? 
2. WHAT BUILDERS’ 

EXPERIENCE HAVE YOU 
3. WHAT LINES DO YoU 

ADDRESS BOX 
WARE AGE, 


H ARDWARE_ SALES 
{AD 


a1 STREET, N. 


ROPE SALESMEN WANTED — PHILIP- 
PINE MADE Manila Rope sideline, long estab- 
lished trade necessary. 5% commission. Write 
fully about yourself giving references. Address 
Box D-905, care of Harpware Ace, 239 W. 39th 
mm, B.. z.. Cae, 


DINNERWARE SALESMAN, WELL AC- 
QUAINTED WITH the hardware, furniture, 
jewelry and variety store trade in small towns in 
New Jersey, Delaware, and Maryland. Prefer- 
ence given to one experienced in selling dinner- 
ware retail trade. One of America’s foremost lines. 
Middle aged. Steady work, commission basis. Ad- 
dress Box 189, Sebring, Ohio. 











| Accounts Wanted 





MANUFACTURERS’ AGENT, WELL 
KNOWN IN eastern territory, seeks two or three 
non-competing lines. Has following among both 
whelesale and retail trade and can furnish any 
required references as to character, ability, etc. 
Address Box D-921, care of Harpware AGe, 239 
W. 39th St., N. Y. City. 


WANTED: FROM RELIABLE MANUFAC- 
TURERS ADDITIONAL lines for Northern 
California by well-established representative cover- 
ing large retailers and jobbers. We satisfy where 
distribution is desired. We have a following. Ad- 
dress Box D-965, care of Harpware AcE, 239 W. 
39th St., N. Y. City. 


FACTORY REPRESENTATIVE COVER- 
ING JOBBERS AND large retail stores in 
Metropolitan New York and New Jersey success- 
fully for past 15 years. Factories now repre- 
sented well satisfied with results. Only one or 
two volume competitive hardware lines will be 
considered. Not necessary that line already be es- 
| tablished in this territory. Commission basis only. 





Address Box D-959, care of Harpware AGe, 239 
W. 39th St., N. Y. City. 


WANTED-—-HIGH-GRADE INSIDE LOCK- 
SETS, front door sets, store door sets, and kin- 
dred lines, direct to independent hardware dealers 
in South Eastern States, on straight commission. 
Address Box 1-958, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 

















MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close- 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 
TILL SELL ESTABLISHED, WELL- 
EQUIPPED hardware, paint, and housefurnish- 
ings store doing a profitable business in a_pros- 
perous, growing town near Harrisburg, Pa. Owner 
wants to retire from business. Address Box D-963, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 


FOR SALE—WELL PAYING HARDWARE 
and houseware store in Brooklyn, N. Y. Tran- 
sient business section. Established 15 years. Clean, 
modern stock. Large repair business. Have other 
business connection. Total sale price $5,000. Cash 
required $4,000. Address Box D-956, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


WAREHOUSE FACILITIES — ESTAB- 
LISHED WHOLESALE HOUSE has limited 
amount of space which could be used for ware- 
housing tools, electrical supplies, shelf hardware 
or similar merchandise for manufacturer desiring 
to serve Missouri River territory and West. Ad- 
dress Box D-949, care of Harpware Ace, 239 W. 
39th St., N. Y. City. 











Help Wanted ] 


WANTED—SALES PROMOTION MAN- 
AGER FOR general hardware wholesale business 
operating in Western Pennsylvania. Address Box 
D-931, care of Harpware Ace, 239 W. 39th St., 





nN. =. Coy. 
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“Classified Advertisement” In 
Will Be Read By the “Class” You Want to Reach— 





For securing desirable Sales Representatives, Sales Accounts, or for Busi- 
ness Opportunities of any kind use the Classified’ Opportunities Section 
of Hardware Age, which covers the Hardware Trade thoroughly. 


Hardware Age will tell your story to the right “CLASS” — reach the 
greatest number of Hardware readers of any hardware papet and is noted 
for securing quick, tangible RESULTS for its advertisers. 


Send your copy with remittance to— 


HARDWARE AGE 


CLASSIFIED OPPORTUNITIES DEPT. 


239 West 39th St., (4 Chilton Publication) New York, N. Y. 


® 


A.B.C.—Charter Member—A.B.P. Inc. 





Hardware Age 














SELL “COTTER PINS” 
THE MODERN WAY 


A Better Stock System for 
Listed and Discount Items 
Saves counting, packing and pric- 
ing. Each F. V. P. (Full Value 
Package) of W. W. Cotter Pins 
offers approximately equal mer- 
chandise value and can be sold at 
a uniform price per package. 
All listed sizes of Cotter Pins up 
to 5/16” diameter and 2%” lengths 
under eye are available in the 
F. V. P. package. They have rela- 
tively greater merchandise value 
than any other package now offered. 


Order from your jobber or write us for further information. 


WESTERN WIRE PRODUCTS CO. 


ROTABIN Saves 50% 


FLOOR SPACE 


ROTABIN stores, displays and sells nails, rivets, 
washers and other “binable” merchandise in a com- 
pect accessible manner in ‘2 the space now occu- 
pied by such items in your store. Each ROTABIN 
section rotates, bringing the merchandise right to 
your finger tips. No time lost in looking for the 
correct size--no boxes to open--no sticking drawers 
to pull out--no unnecessary steps running from bin 
to bin. ROTABIN saves hardware dealers, time, 
WRITE FOR steps, labor and money and makes storage space 

DETAILS pay a profit the year around 


THE FRICK-GALLAGHER MFG. COMPANY 
WELLSTOW, OHIO 


























Every minute 
of every day 
someone is buying 


MOORE 


PUSH-PINS & PUSHLESS HANGERS 


NATIONAL ADVERTISING 
is telling millions that there is 
no satisfactory substitute for 
MOORE Push-Pins and Push- 
less Hangers. 

Let customers know yow carry 
the complete MOORE line. Get 
the MOORE Display Cabinet. 
Sent FREE by your jobber with 
order for 72 assorted packets. 
Write him tc 


\\ MOORE PUSH-PIN CO. 


na 113-125 Berkley St. 
HA Phila., Pa. 
TWIST 






















Genui"° DOMES & SILENCE 
SLIDE SILENTLY ~ SOFTLY- SMOOTHLY 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


of 


Rubber Cushion 










Ask your Jobber. If he is not 






DOMES of SILENCE, Inc., 35 Pearl St., 







Western n Wise Prede 





St. Louis,. Mo. 


























supplied write to 
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Republic Steel Corp. ak ae 
Reynolds Wire Co. ............ — 
Rich Ladder & Mfg. Co., The... — 
Richards-Wilcox Mfg. Co....... 39 
Robertson, Arthur R. ........ —_— 
Rochester Sash Balance Co., Inc. — 
Rogers Isinglass & Glue Co..... —_ 
Rotenone Prod. Co., Inc. ...... 159 
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Royal Electric Co., Inc......... 
Ruby Chemical Co. ........... 
Russell, Burdsall & Ward Bolt 


ok 8. re eae 
Ryerson & Son, Inc., Jos. T..... 


Ss 
Samson Cordage Works.. 141 
Sands Level & Tool Co......... 162 
Sandvik Saw & Tool Corp....... - 
Meweme Bee Comm, .cccciceces 160 
Schalk Chemical Co. ...... 33 
OR. St cbcwes bine.c 139 
Schick Dry Shaver, Inc. ....... - 
Schlueter Mfg. Co. .......... ‘ 
Schollhorn Co., The Wm........ 
Sentinel Radio Corp. Re 
Sewerage Comm., The ..... 
Shapleigh Hardware Co. ...... 
Sheffield Bronze Powder & Sten 

Se .  end.edeeee62 r ka 159 
Shelby Cycle Co. ..... saeeee - 
Shelby Spring Hinge Co. ...... 144 
Sherman Mfg. Co., H. B 111 
IN. 60S Brahh 66 6 dregs 00% :t0 60 oe 11 
Silver Lake Co. .. ewe 155 
Simplex Mfg. Co......... 

, BO. vesdwesciaeces ss 
ROM, 6.66.0 a6 60:6.6-000-6 
Smith, Inc., Landon P. 127 
Socony-Vacuum Oil Co 16 
Soilicide Lab., Inc. .. - 
Speedway Mfg. Co. 

SN EL, bce 6 6.66 6 O60 06.00.0 8 - 
Stardard Fence Co. ....... 19 
Stanley Tools, Div. of the Stan. 

ff SAS eer 82-83 
Stanley Works, The .......... -- 
Star Heel Plate Co. Ataven awe 
i FE Se Se eee 
ge ge 159 
Stevens Arms Co., J. ...... oo — 
Stewart Iron Works Co., Inc., 

7 Rr rr re 
Serre re — 
Swing-A-Way Steel Prods. Co. - 
Syncro Devices, Inc. ...... 161 

T 
Tamms Silica Co. ....... 138 
yO ee errr rere 155 
Taylor Instrument Companies .. 
Tennessee Coal, Iron & Railroad 

. cshiuntcenguedetpeassatew - 
Waster Cement Osho oc6sécsices 90 
ee & Son Co., The Henry 
Tobacco By Prods. & Chemical 

RNS. | end nee cicewe da Os eweee 
SS. 6-5 5.4 dheb.0 ee we ee 
NS ON Ws in 64:8 Habe 60 ae 
Trico Fuse Mfg. Co. (enteinnd ee 
IS na wh eee ad ane 6 4ee 155 
Triplex Screw Co., The ........ 149 
Tru Test Marketing & Merchand- 

EN, on pop dad ok 66004 ds 5 
Tubular Rivet & Stud Co....... 
Tucker Duck & Rubber Co.... 96 
Turner, Day & Woolworth Han 

dle Co. . cane ° 

U 
Union Fork & Hoe Co., The.. 7 
Union Hardware Co. .......... 20 
U. &. Bleed Comp. ccccsccccces 19, 31 
Unite Bteve OB. csccccccccsees 151 
Universal Lawn Tool Co. ...... — 
Utica Drop Forge & Tool Corp... 137 
Deer Baws. GR wc ccescs . 1 

Vv 
Vaughn & Bushnell Mfg. Co..... — 
Vaughn Novelty Mfg. Co., Inc... 145 
Victor Electric Prods., Inc. - 107 
Vent-A-Hood Co., The ......... - 
J. Re ek eee sao ae 
Vichek Tool Co., The...... 106 

w 
Wagner Mfg. Co. . 
Wall Rope Works 149 
Wappat, Pred W. ....cecocs. 169 
Wreeer. BES.. CO. ccccccccsices 
Warren Telechron Co. ........ 104 
Warne Teel Comp. 20. cccsces 120 
Warwoed Teak OO. cccccccccces 147 
WOMREIOE 0 ob coc cctccccscoses . 
Western Cartridge Co. ......... 
Western Cataphote Corp. ....«. 146 
Western Wire Prods. Co. ...... 168 
Westfield Mfg. Co SIO - 
Westinghouse Electric & Mfg. 

OG, vvescscccsdesecscoodees 72 
Wickwire Brothers ........ an 
Wickwire Spencer Steel Co...... - 
Winchester Repeating Arms Co.. 
Wire Screen Cloth Mfgrs.’ Insti 

COMME. co ccccnssocecsrescece 120 
Woodruff & Sons. Inc., F. H.... - 
Wooster Brush Co. .....-..-++- 
Wright Prods. Mfg. Co........ - 
Wright Steel & Wire Co., G. F. 160 

Y 
Yale & Towne Mfg. Co., The 1 














ELECTRIC HAND SAWS 


These saws are sold on our unusual free trial basis, which costs you nothing. 
They are guaranteed. So, they are easy for you to sell! A liberal discount is 
offered, so they are profitable for you to sell! Write today for full details. 


MODEL A-8” MODEL A-9" 


*105% *125% 


2%” Cutting 3,4" Cutting Capacity 
Capacity FRED W. 








Designed and built 
by Fred W.Wappat 
whose high quality 
tools have been well known 
throughout the building indus- 
try since 1918. 


— ape -/ 7323 Penn Ave. 


— Pittsburgh, Pa. 








Meouldeck RUBBER GOODS & Speciale 














PLAIN AND MUSHROOM BUMPERS 
RUBBER HEAD NAILS e@ TOILET SEAT BUMPERS 
CHAIR TIPS @ CRUTCH TIPS @ SUCTION RUBBERS 


SEND FOR CATALOG OF COMPLETE LINE 


The ELASTIC TIP Co. 


70 ATLA AYE+ BOSTON:MASS: 





Dealer Display 
Cabinet 


SISErST ere {3 
'SeCecercececel sees Minimum investment 
i ee ee 


for a complete range 
& rot of sizes in’ proven 
¥ merchandising unit 


Sell from your display 


Complete stock of high quality taps and dies, taper pin reamers 
in attractive hinged 


screw extractors, tap wrenches and die stocks 
glass cover display 


Quantities of a size graduated according to saleability 


HENRY L. HANSON, Inc. - Worcester, Mass. 





for 


QUALITY SOLDERS every 


Flux-filled Solder, acid or rosin core, in many gauges. 
Available in household tins and |, 5, 20-lb. spools. Solid 
Wire Solder in various alloys and gauges. 30/70 Body 
Solder in Regular and '/2-lb. bars. Also Bar Solders, Bab- 
bitt Metal, Lead Pipe. Made by the most modern methods. 
Gardiner Products are famous for high quality and low 
prices. 


> x vf 
=< WTI 
wh X 4 [METAL CO.w 


XX 4821 S. Campbell Ave., Chieago, tI. J 
























@ When you consider the better performance and longer 
service life which you not only can expect but actually get 
from Crescent Screwdrivers—they are one of the most 
economical small tools which you can buy. Many of the 
country’s largest industrial plants have proven this to their 
complete satisfaction. These buyers have experience and 
records to back their selection. 

There is a Crescent type for every class of work. Blades 
are drop-forged from alloy steel; Shanks spring-tempered 
to withstand abuse; Points are clean-cut, sharp and proper- 
ly hardened for long service. Ferrules, turned from a solid 
bar of steel, are forced on to the blades under heavy pres- 
sure. Handles of seasoned, straight-grained, hard maple are 
driven firmly into the ferrules. Flutings on blades grip 
both ferrule and handle. 

Stock and display this accepted screwdriver line. Ask 
your jobber for full facts and prices. New catalog on request. 


CRESCENT TOOL COMPANY, Jamestown, N. Y. 


CRESCENT tienenway - 


HARDWARE AGE 


PAINT ENG 
SINCE 4 





DEALER HELPS THAT REALLY HELP DEALERS 


* local advertising where it does the most good..news- 
papers, billboards, radio in your name 


sales-getting direct-mail promotions 


compelling full-color posters, displays, and color cards 


colorful modern containers 





VITA-VAR’s MODERN MERCHANDISING PLAN 
FIRST QUALITY PRODUCTS enables you to meet competition 
famous for 52 years at a profit—with quality products! 


have won the confidence of paint- 


ers and homeowners everywhere WRITE TODAY! for more sales and more profits this year..get the facts! 











| 
[ 
ESSE PAINT ENGINEERS SINCE 1888 +» NEWARK » NEW JERSEY + U.S.A. 


Fey V/74-VAR CORPORATION FH 











Westinghouse 
MEW i ina 
ROASTER-OVEN 
EXCLUSIVE FEATURES 


For Faster Selling y Posns a 
“Look-In” Glass Panel ‘ 
in Lid 

- Streamlined Self -Bast- 
ing Aluminum Lid 

- Built-In Lid Holders 


- Long Rubber-Covered 
Cord 


- Modern Streamlined ae > - 
- True-Temp Heat Control +i | | ; igs 
: 8) 


- New Time-Temp Shelf 





. Polished Steel DishRack age fafa # aa k. 
- Hall Ovenware Dish Set a > Le ge EA 









Lon, 
10, 


~~ N 15 FEATURES FOR 


$] FOR YOUR OLD IRON 


on this Famous, Nationally Advertised $8.95 
WESTINGHOUSE STREAMLINE IRON 


This offer is sure-fire—it’s sold more irons than 
any other retail offer ever made. Featured nation- 
ally in color ads in The Saturday Evening Post 
during May, June and July .. . plus a six week 
local newspaper campaign to give still stronger 
sales action. It’s “‘hot’’—don’t miss it! 


@@ GET THIS MERCHANDISER -DISPLAY TT Bee, cs otter GE 


Furnished FREE with your order for Westing- Helped To Sell 1,000,000 © 
phe house Streamline Irons. Does a “‘self-selling’”’ job Westinghouse Streamline Irons 
nt ae nmnn Oe Rattipin mn menommen in only 18 inches of counter space. Est 
WESTINGHO E ELE R & MANUFACTURIN 0., DEPT. 160, MANSFIELD, O 


“ae 












fort, 


Homily ved 
Te dine yA anit Kesitlance’ 


i ; - a a ee 
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FASTER, 


ted Offer That's 
> Sell 1,000,000 


se Streamline Irons 





